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Season's greetings —and happy selling in the months ahead! Add to that 
wish our assurance of prompt service, solid backing and vigorous merchandis- 
ing the year round, and you will continue to profit with Slaymaker products. 


SLAYMAKER LOCK COMPANY 


World’s Most Complete Line of Padlocks 


Nationally Advertised in the Saturday Evening Post 





and it’s yours absolutely Free 


with the purchase of five 100’ rolls 


of Lumite* Saran Screen Cloth 


ORDER this sales-pulling dramatic ‘“‘stand- 
on demonstrator’”’ from your jobber. Prove to 
your customers Lumite’s amazing strength. 





oderatel 


*Registered Trade-mart 
’ . 


{gn ene 


CHICOPEE MILLS, Inc., Lumite Division, 
47 Worth Street, New York 13, N.Y. 
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The New. 
KWIKSET 


600 | 


LINE 








FIRST IN FEATURES 
® Six pin tumbler security. 
@ Unique, dual-locking, “push-turn” button. 
@ Exclusive adjustable strike. 
@ All steel and brass construction. 
@ Ful! % inch latch bolt throw. 
@ Feather-touch knob action. 
@ Equi-distant knob projection. ' 
@ Unconditionally guaranteed. 


Available in all popular functions and finishes 
for finer residential and commercial building. 


THE NEW “600” LINE WILL BE SOLD UNDER THE SAME UNPARALLELED SALES POLICY AS THE KWIKSET ‘400’ LINE 





A Great New — 
UNIVERSAL 


and @ great new 


FULL LINE of Automatic Coffeemakers 















<. 50 Years at Cofteemake 
leatership 
(UNIVERSAL! 





A Size tor Every Family 
A Puce tor Every Purse 





Jubilee Coffeematic—De- 
luxe ten-cup automatic with 
new “Hi-Speed” unit and 
new styling—$29.95. 


ai 





For price-conscious buyers 
—Six-cup automatic perco- 
lator, solid copper body 
chrome finished—$19.95. 





Coffeematic at a new low 
price—Automatic eight-cup 
model with the famous Fla- 
vor-Selector—$24.95. 





The answer to “Instant” 
Coffee—Four-cup automatic 
model brews quickly, keeps 
coffee hot 'til poured—$17.95. 


Bigger! Faster! New Styling! 


Now... the Big, New Jubilee Cofreematic makes 
up to fen cups... an extra, more-for-the money 
feature. New speed, too... with a fast 600 watt 
unit to serve finer coffee faster. And it’s 
completely restyled inside and out for greater 
beauty and convenience... more salability. 


BU7 ...no price increase! S//L ONLY (29.95 


See Your Distributor—Get your complete 
Jubilee package with its new Coffeematic 
Counter Display, mat ads, mailing pieces, 
everything you need for more Coffeematic sales! 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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Chain on the Farin 
e There’s lots of chain used on the farm... and by subur- | W 
banites, too. Here you see illustrated some of the chains ; 
that sell every day. There are many more, but these are the Rc 
ones that you should carry now to meet the needs of your TENSO : 
customers. A few bags of each on counters here and there HALTER and DOG W 
in your store will make sales for you. CHAINS geth 
Check your stock right now. Then order them from your of s 
AMERICAN CHAIN wholesaler who will give you prompt hap 
NO. 516 service on whatever you need. time 
UTILITY CHAIN 
| WV 
tion 
bec 
We 
goil 
us | 
ta ; 
NO. 201 bas 
SWING CHAIN fica 
@ These tie-out or picket chains are made in 4 sizes— But 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- EL-WEL-TRA hoy 
nished with a swivel every 10 feet. Bright or zinc plated TRACE CHAINS hats 
finish. Packed one chain in a strong cloth bag. of 
ie 
i 
thi: 
ao 
NO. 22 ' sys 
SLIP HOOK ing 
bas 
STYLE NO. 120 © Grab hook on one end, slip hook on pre 
other end, and swivel in center when so ordered. Furnished gor 
self-colored, bright, or coppered. Made in sizes—\”, 
5/16”, %”, 7/16”, 44”, and %”. Lengths as desired. r 
on 
Get this FREE _ er a ed 
NO. 41 “Fingertip Facts about Hardware Chains” 
GRAB HOOK Contains useful information for all | 
hardware people. Write today. dit 
Wo 
y ad 
in Canada: DOMINION CHAIN COMPANY, Ltd., Niagara Falls, Ontarie nse 






AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
YW Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


Who Needs A 
Road Map? 


Whenever a group of hardwaremen get to- 
gether these days there’s certainly never a lack 
of something to discuss. So many things are 
happening that the big problem is to find the 
time to discuss each of them adequately. 


We have noticed lately, from our conversa- 
tions with dealers, that store managers are 
becoming more line and department conscious. 
We hear more frequently the comment “we're 
going to throw out the lines that don’t bring 
us a fair profit.” 


This attitude is all to the good, when it is 
based on sound reasoning. There is no justi- 
fication for giving space to a non-profit item. 
But, and this is what causes us much concern, 
how many dealers actually have accurate in- 
formation on the sales volume and selling costs 
of a specific line or department? 


From what we have observed, and I think 
this is a fairly general experience, most dealers 
ao not have sufficiently detailed bookkeeping 
systems to give them a true picture for apprais- 
ing aline. Decisions are too often made on the 
basis of guesses. This can be a very dangerous 
procedure, one that can do more harm than 
good. 


The need for better bookkeeping, particularly 
on a departmental basis, is one of the most 
urgent needs of the trade. 


Bookkeeping costs money and it shows no 
direct profit. It is understandable that dealers 
would be inclined to neglect it. Yet a lack of 
adequate bookkeeping is the chief cause of the 
bankruptcies that occur each year in the retail 
field. 


Many dealers, who would never think of 
starting an auto trip without an up-to-date 
road map, often make the mistake of trying to 
run their business without a road map—a good 
bookkeeping system. 
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By W. A. Phair 


Some men will tell us, “Il know what my 
figures are; I’ve done all right for 20 years with- 
out a complicated accounting system, and I 


don’t need one now.’ 


Perhaps there are such men, but for most of 
us, the way things are changing each year, a 
good bookkeeping system is imperative. 


As we enter into more competitive selling, 
the importance of good records will increase. 
Modernizing your store appearance with new 
exteriors and fixtures, is a very desirable way 
of protecting your business. But don’t forget 
to also modernize your bookkeeping methods. 
You don’t use the same selling methods today 
that you used 20 years ago; don’t try and use 
today the same bookkeeping methods that you 
used 20 years ago. It won't work. 


Are You Guessing? 
Or Do You Know? 


The old cliche that figures don’t lie is proved 
almost everytime a man puts in an up-to-date 
accounting system in his store. We know of 
literally dozens of cases where the installation 
of a modern record system has revealed infor- 
mation on the effectiveness of a department 
that the store management previously never 
suspected. 


For an example of what we mean, take elec- 
trical housewares. How often have we heard 
dealers say that they were dropping this line 
because it wasn’t profitable; too much price 
cutting, too much competition. 


But how often do these dealers have the accu- 
rate facts? Do they accurately know what the 
electric housewares department produces per 
square foot, compared with what the store nets 
on hand tools, or garden supplies, ete.? Is the 
allocation of overhead, of promotion costs, etc., 
accurate, or simply arbitrary guesses? 


In most cases, they are working on simple, 
personal estimates. Important decisions are 
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made without the benefit of an accurate road 
map. 


A careful study of the facts in many such 
cases, based on good bookkeeping systems, 
often shows that the store management had 
a completely erroneous idea of what a depart- 
ment was doing. 


It is interesting to note that in the develop- 
ment of self-service selling, the people who 
make cash registers have found it necessary 
to develop special machines for check-out 
counters to give an accurate record of sales by 
departments. One machine in use in a number 
of hardware stores has 21 code keys to help 
management keep track of sales experience in 
various departments. 


A Line Is Sometimes 
Like an Iceberg 


The appraising of a department, or a line, 
for its contribution to a store’s profits, is not 
a simple matter. There is often much more to 
such an appraisal than just the dollars and 
cents angle. 


Like an iceberg, the facts are often two- 
thirds hidden, with only a third visible on the 
surface. 


Having accurate figures on sales and costs 
of a department is where an appraisal begins. 
Then you must start weighing this information 
against the other elements that are influenced 


by a department, before you decide to drop, 


a line. 


You must realize, first off, that if you drop 
a department or a line, any money you may 
have spent in advertising or promoting that line 
has been thrown away and you'll have to start 
all over again with another line. 


Another important point that you must con- 
sider is, if you drop a certain line or depart- 
ment, with what will you replace it? 


You can’t always answer that question by 
saying you’ll expand several other present de- 
partments. It isn’t always that simple. En- 
larging a line or a department doesn’t always 
increase its profit. In such an expansion you 
may find yourself stocking more of the slow 
movers of the line, thus actually bringing in 
to the house less than the line that was replaced. 


informal editorial comments 


Another factor that must be given careful 
thought is the influence which a line or a 
department may have on overall store traffic. 
There are times when a line in itself may be 
weak, profitwise, but it may be a source of so 
much traffic that it is worth keeping. 


Look at it this way. Let’s say, as an example, 
that the price of hammers is cut in your terri- 
tory so badly that you decide that since there’s 
no profit in hammers, you'll drop them. 


In practice, you wouldn’t do that, would you? 
You know that if you stopped selling hammers, 
you’d knock the props out of your whole hand 
tool department. As soon as customers learned 
you did not carry such a basic item as hammers, 
they’d go where they could get hammers and 
would probably buy all their other hand tools 
there, too. Not many customers will take the 
trouble to go into two stores for items that can 
be obtained in one store. 


If you dropped lawn mowers or hose, can you 
advertise that you have a complete lawn and 
garden department? Of course you can make 
that statement in your advertisements, but as 
soon as your customers realize that you have 
only part of a department, they’ll go to a store 
where they will find a complete department. 


One of the key problems facing dealers today 
is that of getting more traffic into a store. You 
want to give this traffic angle careful consider- 
ation before you decide to drop a line. 


We have noted here previously that when one 
store drops an item because it feels it isn’t 
getting enough of a return from it, another 
outlet is bound to pick it up and with that item 
the second store will most likely also add 
related items. That’s simply practical business. 


Dropping a line is a very serious affair and 
deserves very careful study of all the facts 
available before action is taken. Often, rather 
than dropping a line, a change of emphasis on 
lines featured is what is needed. Lines, like 
people, have their ups and downs. 


A continuous examination of the profit 
brought in by each department is very worth- 
while. Dropping an unprofitable line is also 
good business, but only if you have been able 
to study all the facts and are certain that you 
have adequate records to guide you. 
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NO OTHER LOCKSET in the low-price field 
OFFERS YOU SO MUCH 






LOCKWOOD'S 
New ‘C’ Series 

@ All brass or steel parts, no substitute 

metals 


@ Full-size, solid brass 5-pin cylinders 


@ Revolutionary new boring jig for easy, 
foolproof installation 


@ Reversible without change 


@ Complete functions 





Colorful Sample Mounts 


make your selling job easier! 


1. Handsomely finished in attractive new sprackle- 3. 3 styles available: ‘‘Y’’ — 4 sets, as illustrated; 
textured effect: soft blue mount, black base with **X’? — same as “Y”’, without handle grip; ‘‘Z” 
sales message on orange stripe, light blue identifica- mount for any single lockset. 





tion panels. 
4. Get complete details on these beautiful, useful 


| 2. Descriptive information on mount tells how lock- mounts and the new ‘C’ Series locksets from your 
sets function, gives set number and finish. LOCKWOOD jobber. 


} 
$ 
i 


| 


' 
| Z / LOCKWOOD HARDWARE MANUFACTURING COMPANY 
| Fitchburg, Massachusetts 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Manufacturers Excise Tax 
Holds White House Favor 


Interest is increasing in the on-again, off-again tax 
outlook; not only in the probable impact on the re- 
tailer and customer, but also in the impending con- 
troversy on the subject in Congress. 

A retail sales tax has been disowned at the White 
House. But talk persists that the Administration will 
press for a manufacturers’ excise. 

This will get congressional support, most backers 
favoring 5 pet. At least one bill already drafted asks 
8 pet. 

All bills would exempt food. The trouble is that 
other exemptions such as drugs and some other items 
would have to be included. The best estimate is that 
that would bring the taxable value of manufactured 
products down to a $100 to $125 billion base. 

Trade groups are in arms, working up figures to 
show that a 5 to 9 pct production tax would cost the 
public 8 to 13 pet at the retail counter. These mathe- 
matics are getting congressional attention. 


OUTLOOK—House and Senate leaders will 
fight to the bitter end any “consumption” tax, 
% even at the factory level. Look for a higher 


corporate rate, broadening of present excise , 


base, and a new drive to tax co-op earnings. 


Congress Showing Interest 
In Extra Bonus Tax Cut 


Canada’s booming tax collections in the face of re- 
duced revenue rates are attracting attention at the 
Capitol. 

The Canadian Government, last spring, voted to cut 
levies on business and individual incomes, as well as 
excises. As a result, its tax take has risen steadily. 
Consumers have more money in their pockets, and re- 
tailers are benefiting. 

In Washington, Congressmen are thinking about 
tax reduction and are hoping for similar results. 

The possibility of a “bonus” tax cut for individuals 
next year is under serious discussion in top Republican 
circles. 


10 


Both Republicans and Democrats are showing keen 
interest in a new Senate House Committee report 
which shows that revenue losses next year will not 
be as severe as had been expected, due to the scheduled 
rise in social security taxes. 

It is now believed that the revenue loss for the first 
half of 1954 will be around $800 million, instead of 
$1.3 billion as was predicted earlier. But President 
Eisenhower wants Congress to postpone the higher 
social security tax. 


OUTLOOK—If the social security tax rises 
from 3 to 4 pet, as scheduled, look for new 
pressure to vote a “bonus” tax cut on top 
of the average 10 pct cut already slated for 
Jan. 1. 


Eisenhower Advisor Forecasts 
Increased Consumer Spending 


U. S. business is undergoing a real adjustment, but 
the Nation’s “psychological depression” has ended. 

That’s the view of one of the top economic advisors 
to the Eisenhower Administration. He forecasts that 
the rising cost of living will be “slowing down to a 
stop within a matter of a very few months,” and pre- 
dicts increased spending following the end-of-year 
tax cuts. 

In the Commerce Department, Under-Secretary Wal- 
ter Williams also has been looking ahead to opportuni- 
ties for more buying at retail and wholesale levels. 

To encourage consumers to boost their spending, 
Mr. Williams says, the businessman needs an all-out 
campaign of sales promotion, including: 

A broadened, carefully 
gram— 


planned advertising pro- 


An alert, skillful sales organization— 

More accurate information on buying trends in given 
areas. 

Advertising alone, he emphasizes, won’t be enough 
in a buyer’s market unless it is backed up by intelli- 
gent merchandising. 


(Continued on page 98) 
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Snow Remover 

Called Blue Diamond Sno-Mover, 
this lightweight, compact snow re- 
mover can cut a path in snow as 





deep as 24 in. Powered by a four- 
cycle, 2 hp. gasoline engine, it has 
an adjustable chute to throw snow 
to either left or right. Unit is easy 
to handle, rolls on four wheels, with 
adjustable front wheel units for 
clearing rough or smooth walks. 
List price is $134.50. Pioneer Gen- 
E-Motor Corp. 


For more data circle No. 1 on postcard, p. 115 


. 
Chain Saw 
Chain saw features lighter 
weight, increased power, simplified 
construction, and swivel control to 





12 


vertical or horizontal positions, left 
or right. Does felling, angle-cut- 
ting, bucking, ripping, boring, 
notching, pruning and trimming. 
Powered by a two-cycle engine, saw 
is covered by an engine replace- 
ment plan enabling owners to trade 
in old engines, eliminating need to 
replace entire saw. Basic engine 
unit is available separately or to- 
gether with any of five different 
length guide bars and chains or 
with bow saw attachment. Bolens 
Products Div., Food Machinery & 
Chemical Corp. 


For more data circle No, 2 on postcard, p. 115 


Picnic Set 


Bonnie line consists of matching 
ensembles of car chests, picnic jugs 
and small coolers done in four- 





color authentic MacPherson plaid 
steel with forest green trim. Insu- 
lated car chest for keeping food or 
drinks hot or cold has_ recessed 
cover which doubles as a serving 
tray when removed; chest has 
heavy galvanized steel liner. Gallon 
picnic jig for liquids is available 
with faucet or pour spout; has 
titanium white porcelain enameled 
steel liner. Small half-gallon cooler 
for hot or cold liquids has a re- 


placeable glass liner. Both jug and 
cooler have anodized aluminum caps 
and red plastic handles. Columbian 
Enameling & Stamping Co. 


For more data circle No. 3 on postcard, p. 115 


Chisel Rolls 

Three vinyl coated canvas chisel 
rolls have been added to line of 
Swedish wood chisels. Set No. 300-4 


cto 


7 ie 














(left) contains four chisels from 
14 to 1 in. in flat pocket case with 
snap-down flap. Set No. 300-6 
(right) contains six chisels from 
14 to 1% in. with canvas roll, cot- 
ton flannel side flaps and heavy 
woven strap. Set No. 300-11 is 
same style roll with 11 chisels from 
14 to 2 in. in size. Gensco Tool Dvv., 
General Steel Warehouse Co., Inc. 


For more data circle No. 4 on postcard, p. 115 


Measuring Spoon Set 

This shovel-shaped Flint stain- 
less steel measuring spoon set feat- 
ures extra-long handles and con- 
sists of four pieces of standard 
consumer measuring sizes: 14 tea 
spoon, % teaspoon, one teaspoon 
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in hardware merchandise... 





Handles are 
designed like troughs. When small 
amounts of liquid are needed, 
amount is measured, spoon is tip- 


and one tablespoon. 





ped back and liquid runs down 
trough to hole in handle letting one 
drop at a time into mixture. Un- 
breakable spoons can be nested for 
storage or they can be linked to- 
gether with accompanying chain for 
wall hanging. Suggested retail 
price, $2.95. Ekco Products Co. 


For more data circle No. 5 on postcard, p. 115 


Self-Propelled Snow Plow 


This Homko self-propelled snow 
plow removes wet, dry or ice en- 
crusted snow in drifts up to 20 in. 
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FOR THE HARDWARE DEALER 


path. It 
glides along easily and turns in a 


deep, clearing an 18-in. 
2 ft. radius. Throttle and clutch 
are controlled from handle. Unit 
features heated carburetor to pre- 
vent icing up, shielded spark plug 
to eliminate shorting out, and lug 
wheels for perfect traction. It is 
powered by a Briggs & Stratton 2 
h.p. gas engine. Western Tool & 
Stamping Co. 


For more data circle No. 6 on postcard, p. 115 


Knife Set 


Four-piece set, called Scotch 
is offered at a special 
reduced retail price of $5.95 to deal- 
ers from Nov. 15 to Jan. 31. Regu- 
lar retail price is $8.25. Packaged 
in a plaid gift box, set contains 
paring knife, 6-in. slicer, 8-in. 
carver, and knife sharpener. Knives 


Foursome, 


sCCTC 
FOURSOME 








are regular black hard rubber han- 
dled “Frozen Heat” knives. Robeson 
Cutlery Co. 


For more data circle No. 7 on postcard, p. 115 


Freezer Thermometer 
Remote reading home freezer 
thermometer shows interior tem- 
perature of freezer without open- 
(Continued on page 112) 





TO HELP YOU 


SELL 


: 
LNEW DISPLAYS & 









AND OTHER DEALER 
SALES HELPED 


Sash Lock Demonstrator 


This counter demonstrator for 
the Weather-Tite Sash Lock shows 
how lock draws window meeting 


ATs. 


ted 






c EM 
ec HER -TITED 
v nik 


wns SASH l0cK 






TRY it: 


ee ee 


rails snugly together while forcing 
upper and lower sash firmly into a 
which eliminates 
Also shows how 


ee wee se 


closed position 
drafts and rattles. 
lock must be completely opened be- 
fore window can be raised, thus 
withdrawing any 
which might damage upper sash. 
Occupying 4x6 in. of space, demon- 
strator is finished in white and red 
enamel. H. B. Ives Co. 

. 


For more data circle No. 8 on postcard, p. 115 


projecting parts 


sees 


Door Closer Display 
Compact red and yellow display 
demonstrates screen and storm 
door closers in actual use. Shows 
(Continued on page 138) 
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ass DISPOSABLE 
PERSONAL 
‘INCOME 


$280 


(in billions) 


$270 





Source: U. S. Dept. of Commerce 


Optimism Increases 
On Business Prospects, 
As Slump Talk Wanes 


As the year draws to a close, 
prospects for retail business in the 
coming months becomes increas- 
ingly encouraging. 

The fears of the recession which 
was expected to follow in the wake 
of the cessation of hostilities in 
Korea, seem to be dissipating in the 
light of current business reports. 

Expected seasonal declines in a 
few industries have been offset by a 
firming up in others with the re- 
sult that there has been no notice- 
able change in business. 

Total sales of all retail stores in 
October were little changed from 
September, after allowances for 
seasonal variations and trading day 
differences, the Dept. of Commerce 
reports. 


Retail stores in the durable goods 
lines continued to fare better sales- 
wise than those in the nondurable 
goods fields. 

mild weather in 
October continued to plague depart- 
ment stores. 


Unseasonably 


Housefurnishings were reported 
selling at about the same rate as 
at the comparable period in 1952, 
except for radios, television, phono- 
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>» Mid-November Store Sales Up 


> Hardware Failure Rate Low 


>» Labor Urged to Stop Trade Diversion 


graphs and pianos, which were off 
markedly. 

Durable goods sales in October, 
after adjustment were 
about 1 pet higher than in Septem- 
ber. Sales were about even for the 


seasonal 


nondurable stores, after adjust- 
ment. 
October payrolls and employ- 


ment, bolstered by a continued high 
construction rate, remained vir- 
tually unchanged from September. 
Unemployment stands at a postwar 
low. 


Disston Reduces Prices 
On Chain Saw Line 


An across-the-board reduction of 
$50 on its DO-101 line of chain saws 
has been announced by Henry Dis- 
ston & Sors, Inc., Philadelphia. 

Retail prices of all models in the 
line—the DO-101 with straddle rail 
and chain, the DO-101 with slotted 
guide rail, and the DO-101 bow saw 

are affected by the reduced prices 
New prices start at $249.75, F.O.B. 
Philadelphia, for the 18-in. saw. 


Hardware Stores Rate Second Among All Lines 
For Least Failures; 12 in 10,000 Fail This Year 


In spite of the fact that hard- 
ware stores have had decreasing 
turnover and shrinking profit mar- 
gins in recent years, the hard- 
ware trade ranks second best among 
23 selected lines of retail trades, 
for the least number of failures. 

Only farm equipment stores, with 
a rate of 11 failures per 10,000 con- 
cerns, excels the retail hardware 
trade rate of 12 failures. 

These two rates are extremely 
good when compared with the ma- 
jority of retail trades and especi- 
ally as compared to the appliance, 
radio and television trade which 
has a failure rate of 104 per 10,000 
concerns, this year. 


HARDWARE AG®, 


The complete list of 23 retail 
lines, together with the failure rate 
per 10,000 concerns follows: 

Appliances, radio and television, 
104; infants’ and children’s wear, 
97; furniture and furnishings, 73; 
women’s ready-to-wear, 64; sport- 
ing goods, 55; books and station- 
ery, 54; men’s wear, 51; bakeries, 
8; shoes, 47; gifts, 44; 

Cameras and photographic sup- 
plies, 40; lumber and building ma 
terials, 40; women’s accessories, 36; 
automobiles, 35; dry goods and gen- 
eral merchandise, 28; jewelry, 24; 
eating and drinking places, 24; 
drugs, 21; auto parts, 


(Continued on page 168) 
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that makes a lot of sense 
for your customers and lots 
of dollars for you. 


an a “ 
en, 7 \ 


P&S 500 U-AD-M Duplex Outlets provide the 
simplest, easiest, most economical way to add 
duplex convenience outlets to existing in- 
stallations. This self-contained unit obsoletes 
the old steel box for this type of work. Here, 
in one package, you sell a dependable, 
double-grip type outlet, a modern design wall 
plate and means for fastening in the wall — 
no taping or soldering necessary. Complete, 


simple instructions printed on each box. 


Approved by Underwriters Laboratories 
Guide Card No, 365 El, File E9664 B 


FIND OUT ALL ABOUT P&S U-AD-M DUPLEX 
CONVENIENCE OUTLETS. MAIL COUPON 


» 


PASS & SEYMOUR, INC. 


Dept. H 
SYRACUSE 9, NEW YORK 


OFFICES: 71 Murray St., New York 7, N. Y. 


1229 W. Washington Blvd., Chicago 7, Ill. 
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THIS SELF-SELLING 

COUNTER DISPLAY 

CARTON Wiil DO | 
BUSINESS FOR YOU. 


And all this at 
a suggested re- 
tail price of only 


| 70° FOR BROWN 
P&S 500 

¢ For ivory 
P&S 500-1 


O.K. P&S! U-AD-M Duplex Convenience Outlets 


sound like the business . 





. . tell us more 


Name 
Firm__ 
Address... 


My Electrical Jobber is___ 


1S 








Advertisements like this, appearing regularly in regional 
farm papers, are catching the attention of fence buyers. 


ASK YOUR JOBBER...about Bethlehem Fence 
...Steel fence posts ... barbed wire... 
nails and staples . . . bolts and nuts 
... bale ties... baler wire . . . clothes 
line and other Bethlehem products. 
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You're linked to 


steady sales with 
HODELL CHAIN 


There’s always a demand for chain, the year around. 
Whether you sell to home or farm or industrial customers 
... you'll want a dependable source for a complete line 
of chain to meet the demands. You'll find that Hodell ... 
with a full line of high-quality welded and weldless chain 
... can fill all your needs. 

Hodell helps you sell by making a variety of chain 
assortments and many hardware specialties for your 
profitable chain merchandising. 

Leading hardware distributors will take your order now 
for Hodell Chains. For complete information on the 
Hodell line, write for your Hodell catalog today. 


TYPES OF CHAIN: Jack, woven sash, safety, pump, Bulldog, Samson, 





register, stamped sash, BBB coil, proof coil, Liberty machine, Liberty Industrial 
coil, passing link. 
HARDWARE SPECIALTIES: Dog and halter chains, cow ties, log 
chains, porch swing chain sets, tie-outs, kennel and exerciser chains, 
anti-cow kickers, wagon and utility chains, chainvenders, household 
chain assortments. 
ATTACHMENTS: Swivels, snaps, eyebolts, S-hooks, toggles, ceiling 
hooks, grab hooks and slip hooks. 
Marine 





HODELL CHAIN COMPANY e« Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 








FASTENERS S g HODELL CHAINS CHESTER HOISTS 


My 


Way 


RESO, 
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COLUMBIAN ROPE COMPANY, 400-70 GENESEE ST., AUBURN “The Cordage City’, N. Y- 
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Export Sales 














ClearStream Garden Hose was a tremendous seller last 
year but the supply was limited. So here’s good news. 
We stepped up production and expanded the line on 
this beautiful , transparent - green Vinyl hose — and 
added a great new companion item — Lawnette. 


Both are big values. Both are packaged to sell. Both 
have national acceptance through intensive promotion 
and coast-to-coast advertising of ClearStream and 
| Yardley. 


three sizes — three lengths 


ClearStream hose is now made in three diameters — 
7/16”, %” and 5%”, in 75-ft., 50-ft., and 25-ft. lengths. 
Lawnette is made in 50-ft., and 20-ft., lengths. All have 
| solid brass fittings (replaceable type on %” hose). 


fully guaranteed 


Besides beauty and light weight, you can now sell long- 








A N. Y~ 
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In Canada: Daymond Co., Lid., Chatham, Ont. 


COMPLETE LINE... 
ATIONALLY ADVERTISED ... 


OP QUALITY ...SELLS ON SIGHT 


-——EASY DOES IT -- EVERYWHERE 


Export Sales: F. & J. Meyer, 115 Broad St., New York 4, U.S.A. 








The best duet 
developed yet! 







of defects in workmanship or material. 


neater, handier Lawnette 


This great impulse item is a big improvement over ear- 
lier spray sprinklers. It’s a seamless tube providing a 
perfect spray pattern for every area. See below how 
the exclusive captive reel makes a better package, does 
a better job. Lawnette is made in both transparent and 
opaque materials wound on reels in attractive assorted 
colors. 


There’s no better quality anywhere than Yardley Clear- 
Stream Hose and Lawnette Sprinklers, yet they’re priced 
right to sell right. Write for Bulletins No. 54 and No. 105. 










| 


SET FOR ANY 
LENGTH NEVER SNARLS HANGS ON 
To sprinkle small OR KINKS A HOOK 


Storing is no prob- 
lem. Neat LAWN.- 
ETTE is always 
ready to use. 


Winding on reel 
prevents twisting 
and bunching, 
drains out water. 


areas, fold and 
insert looped sec- 
tion through two 
shut-off slots. 
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Go modern ... specify CARLON Plastic Pipe! 


CARLON is lightweight, only Yth the weight of steel... one man 
can carry a 400-foot coil... large stocks are handled easily. CARLON is 
flexible... it curves around obstacles ... follows irregular ground contours. 


Long length and flexibility make possible low-cost 
installations requiring a minimum of fittings. 
CARLON practically sells itself! Installations last longer ...CARLON 
is completely immune to acid or alkali soils and waters that destroy 
ordinary metal pipe. And CARLON is guaranteed forever 
against rot, rust and electrolytic corrosion. 

Stock the modern plastic pipe developed for modern needs. 
Specify CARLON Plastic Pipe. 

Every foot of CARLON is factory-tested at 
greater-than-working pressures for more than 8 hours. 


Write today for catalog. + 






SELL the Pipe with the Stripe* 








CARLON PRODUCTS _ 
CORPORATION aii 


Pioneers in Plastic Pipe 








10300 MEECH AVE. * CLEVELAND 5, OHIO 
CARLON plastic pipe is produced in Ohio, Colorado, N. Carolina, Oregon, Texas & Ontario. Export: H. E. Botzrow, New York City 
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@ Hurricane 





Here’s the sellingest self-propelled mower ever to hit 


the market! The new Hurricane Traveler has every- 
thing it needs to make it the biggest mower money- 
maker of all time! Check over these features and see for 
yourself why you and Traveler will go places together! 


NEW PATENTED DRIVE — A completely automatic trans- 
mission, known as the Hurc-O-Matic Drive®, makes 
possible simple single control operation. There are no 
confusing gadgets to adjust — no maze of controls to 
memorize. The machine is put in motion by pushing 
hand control lever forward. To stop, operator pulls 
control lever back. No jerky starts, no grinding gears. 


1EW POWER — A dependable, smooth-running Clinton 
3 h.p., 4-eycle gasoline engine powers this superbly 
engineered machine. Easy to start — has automatic 
governor control. Full-floating friction drive. 





| ROTARY POWER MOWERS 3 OTHER GREAT MODELS FOR 







HURRICANE SENIOR 
20" model for large 
suburban lawns. 


HURRICANE JR. 
18’’ model for city 
lawns. 2 h.p. engine. 





Dept. H-27 ° 2722 Cherry Street ° 
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—the line more customers put their money on! 


AMERICA’S QUALITY CONSCIOUS 


NATIONAL METAL PRODUCTS COMPANY, 


YOU'LL GO PLACES 
WITH TRAVELER 


THE NEW 


SELF-PROPELLED 


HURRICANE 


ROTARY POWER 






LISTS FOR LESS THAN $300 including 
riding sulky (plus excise tax). Also avail- 
able without sulky. The 22-inch Hurricane 
Traveler is well within the average cus 
tomer's price range. This great self 
propelled machine opens up a vast new 
field of power mower prospects! 


eee eee eee COC 


NEW STRENGTH — Indestructible cast aluminum chassis 
combines amazing strength with easy maneuverability. 
The Traveler is built for years and years of service 


NEW SPEED — The Hurricane Traveler easily will cut 
one-half acre of grass or weeds per hour. Maximum 
speed is 5 m.p.h. Climbs steep slopes without a moment's 
hesitation. Drive wheels carry double, tractor-tread tires 
for greater gripping power. Doesn’t mash or track turf 


NEW VERSATILITY — Three machines in one! Can be 
operated with or without sulky or as a push mower 
Leaf mulcher optional equipment. 


The Traveler story is too big to tell fully on this page 
For all the details on this new quality Hurricane, send 
us the coupon below. We'll rush you the money-making 
facts by return mail! 











NATIONAL METAL PRODUCTS CO., 
Dept. H-27 
















2722 Cherry St. ig 
Kansas City 8, Mo. 4 
Name : 
HURRICANE GLIDER Address 
18" economy model. 
2 h.p. engine. 
Cit Stat 
INC. 7 a 
Kansas City 8, Missouri : 
21 
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NS 


means CHAIN 


Welded and Weldless Chain, Chain Assemblies, 
Slings and Fittings for Every Purpose 


Before coming to America 84 years ago, the 
Round Family had been one of England's 
leading chain-making families for nearly 
200 years. The name Round was on every 
piece of chain they built—and was a name 
that meant the finest chain. 

In America, the Rounds continued to build 
chain in their same craftsman way. Soon the 
name Kound became the standard for 


Weildiess Slings 
Chain 


2 
yn Welded Vulc- Alloy and HO) Material 
fj} and Wrought tron \| | Handling 
t ‘ 


quality chain in this country. 

In those early days, chain was built by hand. 
Now, most types are built by automatic 
machines. Though the present Kound 
Organization has changed to new, modern 
methods of making chain, the Kownid policy 
of building quality chain has not changed. 
Today, throughout the world, the name 
Round means Chain... the finest chain. 


Tire Chains Formed Albroloy 
and Wire Non-sparking 
Accessories Products Tools 





| * 
* 
Kound cunn COMPANIES & 


THE CLEVELAND CHAIN & MFG. CO., Cleveland 5, Ohio + Round stat cuain CORP., Seattle 8, Wash., Portland 10, Ore. 


Roce WivcePont CHAIN & MFG. CO., Bridgeport 1, Conn. 


OUP CALAFORNIA CHAIN CO., So. San Francisco, Calif. , 4 


OUI \OS ANGELES CHAIN CORP., Los Angeles 58,Calit. » A270 WOODHOUSE CHAIN & MFG. CO., Trenton 7,W. J. 
> THE A2ocredd CHAIN & MFG. CO., Chicago 38, Ill. + THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Ala, , 4 


OHIO HOIST & MFG. CO. Cleveland 5, Ohio « Round CHAIN CO. OF CANADA, Brampton, Ont. 


ty %, “ 
S~ 


Rod 711 METAL FINISHING CO., Cleveland 5, Obie 


Round Muv0ovs MFG. CO., trenton 7, W. J. 


ine 
pod Products is Sold Exclusively 


0 
ai oo , 4 
oX 
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INSECT WIRE SCREENING 








OTHER WICKWIRE 
HARDWARE PRODUCTS 


Clinton Standard 
Hardware Cloth 


Clinton Hex ‘ = : : 
Mesh Nettings Gold Strand Insect Wire Screening is made in grades that 


meet the price requirements of all your customers — gal- 
vanoid, bronze or aluminum. The name Gold Strand is 


your assurance of insect wire screening that’s long-wearing 





Quick Hitch and reliable; screening that’s manufactured to the most 


Gate Springs or : : ; 
rigid standards of testing and inspection. For a well-rounded 


stock, carry the complete Wickwire Hardware line. 







Sse 
Qe 
CLOTHES @ 
- THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
PACIFIC COAST DIVISION—Oakland, California 
WICKWIRE SPENCER STEEL DIVISION—Atlanta, Boston, 
Buffalo, Chicago, Detroit, New Orleans, New York, Philadelphia 


WICK WIRE 


Perfection 
Door Springs 


Wissco TV 
Guy Wire 


ER STEEL DIVISION 
1RON CORPORATION 





nak ee PRODUCTS 


Wissco Flexible 
Wire Clothes Line 
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You know that Champion DeArment-Channellock 

C Cn TTI a is the highest quality plier line on the market. 
: But do you know thata consistent advertising and 


cs —_ z= rv "2 sales effort is aimed at the consumer through national 
. \ 


magazines to help you sell more fine Champion 


price ¢ 


s DeArment products? Keep your stocks up, use our vou ll 
display boards to feature the line— you'll sell more eee 
Channellock pliers this year than ever before. And length 
don’t forget the other items in this highest quality ai 
line . . . machinists’ hammers, wrecking bars, elec- 


tricians’ hammers and cutters. Use display boards carry | 
... Stock the full line . . . you'll have a good year pees 
in Channellock volume. Custo 


luv *¢ 


THE PLIER DESIG? t LETE A | THE BO 


CHAMPION DeARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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| Forecast: a 
Your best selling season 

} 
| with BOSTON garden 
l 


hose 





BOSTON WOVEN HOSE & RUBBER co. 


poston NEWS 








New Sales and Profit 








Opportunities With 
Boston Garden Hose! 














The youngster likes the weight and the color. Mother likes the 
price. The retailer likes the profits. Boston Garden Hose is a 
beautiful package, no matter which way you look at it. 








Customer names it, 
YOU'VE GOT IT! 


Let your customer name lis 
price or stvle preference .. . 
vou'll show him the fine plas 
tie or rubber garden hose he 
foot 


lengths, guaranteed for long 


wants! 25. 50. and 75 
wear and sturdy service. Your 
customers will see the guar- 
antees plainly marked on the 
carrying dises .. . attractive 
that 


attention-getting displays. 


eve-catchers double as 
Customers see ‘em, read ’em, 
byiay "om, 

BOS TON’s 
lor 1954! 


your best bet 





BE READY FOR 
SPRING SALES 


Make sure you'll be all set 
next Spring to meet heavy de 
mand when Boston's consum- 
er advertising begins and cus- 
tomers start asking for Boston 
hose. Order now and stock up. 
Call your Boston distributor 
or mail the coupon at right. 
Along with the hose, you'll get 
some outstanding sales helps 
like mailing pieces, newspaper 
mats, window displays, ete. 
Let everyone know that your 
store is the sales headquarters 
for Boston garden hose! It’s 
Boston for 1954! 


| 


MAKE IT YOUR BIGGEST 
MONEY- MAKING LINE! 


Biggest news in the hard 
ware world is Boston’s 
great garden hose line for 
1954. Today, Boston offers 
the most complete sales 
package in the business: a 
complete selection of the 
most attractive, sturdiest, 
and most colorful plastic 
and rubber hose... an ag- 


gressive advertising and 


| promotional program to 


help you sell... and com- 
plete factory guarantees to 


hack you up. Always a sales 


leader, Boston Garden 
Hose will move faster than 
ever next Spring because of 
Boston's greatly expanded 
sales promotional budget. 
You'll see Boston's 


hitting 


hard 
sales messages in 
Saturday Evening Post, 
American Tlome, and Bet 
ter Llomes & Gardens. Sup 
ported by literature, mats, 


the works!! No wonder so 


_ many new distributors and 


retailers are betting on 


Boston for 195 1! 


FOR MORE INFORMATION@W@ T' een enr  e 
Call your Boston Woven Hose & Rubber Co. distributor or 


mail this coupon: 


Garden Hose Dept. 


Boston Woven Hose & Rubber Co. 


Box 1071 
Boston, Mass. 


NAME 
COMPANY 


ADDRESS 


Gentlemen: I'd like more information about Boston's 
garden hose line for 1954: 


BOSTON GARDEN HOSE FOR FAST SALES AND PROFITS! 


HARDWARE AGE, DECEMBER 10, 1953 


N 
uw 











Homeowners, builders, contractors—they’re all 
good prospects when you point out the advan- 


tages of Getty Casement Operators. 


Getty Operators give easy, finger-tip con- 
trol over any kind of casement window. They 


turn smoothly, freely. They hold the window at 


any position. And they’re built for years of 


trouble-free service. 


As a closing point, tell your customers 
that Getty Operators are used on more case- 
ments than all other makes combined. You'll 
do yourself a good turn by picking up some 


nice extra business. 





. 


j 








'Y ® 
) 


L 
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There’s a Getty Operator for 
Every Type Wood or Metal Casement 


An inexpensive angle-drive 
operator for residential 
wood casements. Hand- 
some — precision-built — 
*4715 lubricated for a lifetime of 
tough duty. 


Same construction as 
#4715, but drilled for 
metal casements. The ideal 
replacement for inferior or 
worn out operators. 


H. S. GETTY } & CO., Inc. 


3348 NORTH 10TH STREET + PHILADELPHIA 40, PA. 
Canadian representative: A. N. Ormsby Co., 23 Scott St., Toronto 


26 
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IT 
HERE | 
NOW... 


and extra profits 
aré yours 
for the asking 





Easiest-to-use catalog 
you've ever seen! Sim- 
plifies ordering! Makes 
even your inexperi- 
enced clerks better 
salesmen! 
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Here’s a golden opportunity . .. an easy way to increase 
your share of builders’ hardware business in your 
community! 

It's the CORBIN PACESETTER PLAN. A plan so sensible, 
so workable, you'll wonder why no one ever thought 
of it before. It's simple. It's unbelievably economical. 

It has no “package deals.” We firmly believe you'll 
be delighted with it. So... 

Write or phone your Corbin Distributor now for your 
free copies of “Sell More Builders’ Hardware” and the 
Pacesetter Catalog on which this plan is based. Ask him, 
too, for details about Corbin’s great display contest. 
You'll be glad you did. 


P. & F. CORBIN Division 


The American Hardware Corporation 
New Britain, Connecticut, U. S. A. 
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ars of Experience 


Hager & Sons Hinge Mfg. Co. * 139 Victor Street * St. Lovis 4, Mo 
founded 1849—Every Hager Hinge Swings on 100 Ye 


EVERYTHING HINGES ON HACER 
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‘do it yourself", 
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* Guaranteed by % 
Good Housekeeping 

4Or caus 






DELIVERED COMPLETELY ASSEMBLED ! 
EASILY INSTALLED BY ANYONE ! 












Another Product of the 


the weather-proof co. 


1407 East 40th Street 
Cleveland 3, Ohio 















Men Customers of Hardware Stores 
rate Better Homes and Gardens Tops! 


ne in readership and 
remodeling - -- 
ertisements. 


BH&G voted number one 
ideas on repair. - . gardening - Bes 
home building ..-- ideas from 


In a recent survey, 5,000 questionnaires were — Get your share of this big “Do-It-Yourself” mar- 
ket—promote the products you see advertised 


in BH&G. 


given to adult male customers as they left hard- 


ware stores—in 177 cities and towns. 4.335 men 
filled out and returned questionnaires rating 27 For more information on this survey, write: 
* Research Division, Better Homes & Gardens, Des 


leading magazines. 
Moines, lowa. 


The one best bet in the 
“Do-It-Yourself” market Serving over 334-million families, 
screened for the BUY on their minds 


Better Homes and Gardens led the field in seven 
out of eight questions, The smallest lead was over 
20% —and ran as high as nine to one over the 


second magazine ! 


Tabulations showed that BH&G was Received in 
More Homes—was Read More Regularly—was 
rated tops in Gardening Ideas—Repair Hints— 
Remodeling Ideas—New Home-Building Ideas— 
and Use of Ideas or Suggestions from Magazine 
Advertisements. . 
Third largest of all man-woman magazines, BH&G 
is read by over 334-million BUY-minded families, 





preselected by editorial planning for high income, 
home ownership, and the desire for highest living 


standards. 





They are the greatest group of profitable “‘Do-It- 
Yourself” hardware store customers in the land. 
Because BH&G shows them what to do, how to 
do it, and what to buy to do it with! 





* Better Homes & Gardens e Life « The Saturday Evening Post e Good House- 
keeping @ Ladies’ Home Journal e Popular Mechanics e Collier's e look e Woman's 
Home Companion e McCall's e Field & Stream ¢ Woman's Day e American Home 
Family Circle @ Popular Science @ True e Outdoor life e American Magazine 





Household e House & Garden e Cosmopolitan eHouse Beautiful e Parents’ Magazine 
Redbook e Esquire e Better living e Everywoman's Magazine. MEREDITH PUBLISHING COMPANY, Des Moines, lowa 
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10 POPULAR FAST SELLERS! 


100-C COTTON REINFORCED 200-P PLASTIC REINFORCED 
700-W ALUMINUM WIRE REINFORCED 50-C ECONOMY COTTON REINFORCED 


300-CW VIMLITE 10 MESH WIRE 800-CW VIMLITE 14 MESH WIRE REIN- 
REINFORCED FORCED 
400-T WAX IMPREGNATED FABRIC 15-V V-LITE CRYSTAL-CLEAR 4-MIL VINYL 
PLASTIC 


2 TYPES OF STORM PANES in handy “take-home unit 


36-SP CLEAR 2-MIL VINYL PLASTIC 12-SP DELUXE TYPE REINFORCED COTTON 


YOURS —_ and WOW nis 


FREE valuable, new 


REALISTIC c j 
Ze =. “HOW TO DO IT 
3-DIMENSIONAL YOURSELF” 


DISPLAY 5 BOOK will help 


@ Demonstrates you sell more R-V-LITE and 


ae VIMLITE 


SEND REQUEST - CARD 32 pages packed with sales-building suggestions, illustra- 
for FREE DISPLAY and tions and instructions for home, farm and factory use 

: Featured in R-V-LITE ads in top consumer magazines. Directs 
Consumer Literature customers to your store for all types of R-V-LITE products, 
(Card packed in each hardware, tools, paints, etc. Write today for your FREE 
Enclose-A-Porch kit) SAMPLE COPY and customer order pads. 


Arvey CORPORATION 


Since 1905 @) 3462 North Kimball Avenue, Chicago 18, Illinois 
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Farmers know there’s nothing 


like Richards-Wilcox door hardware! 














The wide range of R-W Lock Joint Trolley Track and Ball Bearing 
Hangers insures smooth, efficient performance for doors of all sizes 











When farmers want effortless, ' On the farm, in industry, in the home 
friction-free sliding door hardware, they ... Richards-Wilcox has ‘‘a hanger for 
want Richards-Wilcox Ball Bearing any door that slides”... providing you 
Hangers and Lock Joint Trolley Track. with the right answer to every door hard- 
R-W Door Hardware means years of de- ware requirement. Write for catalogs and 
pendable, efficient service... easy man- full information on the complete R-W line 
ipulation, regardless of door size and and services. Insure customer satisfaction 
weather conditions. For barns and other and increased door hardware profits . . . 
outbuildings, there’s no finer sliding door this year, next year, every year... with 
hardware than Richards- Wilcox. R-W equipment. 





RICHARDS 
---- WILCOX 


1s80 | FRW 





“A HANGER FOR ANY DOOR THAT SLIDES” Reg. U. 8. Pat. Of 

SLIDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES @ GARAGE DOORS & EQUIP 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
© SCHOOL WARDROBES & PARTITIONS # 
310 THIRD STREET, AURORA, ILLINOIS ELEVATOR DOOR OPERATING EQUIPMENT 
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WOW! No wonder 


A Cth) PADLOCK 
COSTS LESS THAN YOU THINK 












Corbin offers TOP VALUE 
in EVERY price range! 
Next time you need a padlock, 
remember that your Corbin 
dealer has a Corbin padiock 
to match your needs — 


for security . . . for economy. 


f — 
' ( W\}y ) P 
AS LOW AS \ Cy Be sure... with CORBIN 


at leading hardware 
stores everywhere 
o 









CORBIN. CABINET LOCK Division 


The American Hardware Corporation, New Britain, Connecticut 


Hard-selling Corbin advertisements appear regularly 
in POPULAR MECHANICS, POPULAR SCIENCE, 
and MECHANIX ILLUSTRATED! They bring new 
and better padlock business to your store! So... cash 
in on them! Display the Corbin LOCK SHOP up front. 
It’s designed expressly to help your store profit from 
Corbin’s national advertising. 
Call your Corbin jobber now! 





BE SURE OF FASTER TURNOVER 


WITH H 
y 
‘ee at \ Jit 
: PYRG! CORBIN CABINET LOCK 


° er 
K $# Division 


ip +o° 


The American Hardware Corporation, New Britain, Connecticut, U.S.A. 
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nsect Wire Setee “y 






everybody wants 





aN 











(except the rant f) 





CUSTOMERS LOVE IT. « « Chase Bronze and 


Chase Alclad Aluminum Insect Wire Screening is 
built to last, to resist corrosion through years of use. 
Each wire is double-crimped to keep openings square 


and true. 


STOCK IT—IT’S A SELLER! nationatty 


advertised Chase name means quality to your custom- 
ers—and easy cutting Chase screening means conven- 
ience for you! Hexagonal carton stores without waste 
space, can’t roll off shelves. 





The Nation's Headquarters for Brass & Copper 
Albany t Cleveiand Kansas City, Mo. New York San Francisco 
Atlanta Dallas Los Angeles Philadelphia Seattle 
BRA as a COPPE Baltimore Denver t Milwaukee Pittsburgh Water bur 
od Detroit Minneapolis Providence 
Houston Newark Rochester t ( ft sales 
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WATERBURY 20, CONNECTICUT » SUBSIDIARY OF KENNECOTT COPPER CORPORATION Cana Indianapolis New Orleans St. Louis office only 
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Amarillo Hardware Company Amarillo, Texas 
American Hardware Supply Co. Pittsburgh, Pa. 
Arett Sales Corp. New Rochelle, N.Y 


Baird Hardware Company Gainesville, Fla 

Baker & Hamilton San Francisco, Cal 

Bay Cities Wholesale Hardware Co. San Francisco, Calit. 
Beckley Hardware & Supply Co. Beckley, W. Va 
Belknap Hdwe & Mfg. Co. - Louisville, Ky 

Benson, L. A. Co.—Baltimore, Md. 

Billings Hardware Co.— Billings, Mont. 

Blish, Mize & Silliman Hardware Co. Atchison, Kansas 
Bluefield Hardware Co. — Bluefield, W. Va 

Bluefield Supply Co.Bluefield, W. Va 

Bostwick-Braun Company — Toledo, Ohio 

Boyer Campbell Company — Detroit, Mich 

Bruce-Rogers Company —Fort Smith, Ark 

Buchanan- Williamson Supply Co. — Grundy, Va, 

Budrow & Company Los Angeles, Cal. 

Buhrman-Pharr Hardware Company - Texarkana, Ark.-Tex. 
Buyrn, Old & Eaton, inc.—Norfolk, Va. 


California Hardware Co. Los Angeles, Cal 
Carlisle Hardware Co. Springfield, Mass 
Central Hardware Company — St. Louis, Missouri 
Central Wholesale Co. Boise, Idaho 

Charleston Hardware Co.— Charleston, W. Va. 
Clark Hardware Company Nashville, Tenn. 
Cleveland Hardware Co.— Shelby, N.C. 

Cotter & Company —Chicago 11, Ilinois 

Crisman Hardware Co.—Chattanooga, Tenn. 
Cullum & Boren Company Dallas, Texas 


Danser Hardware & Supply Company Weston, W. Va. 
Dawson, G. R. & Son Chester, S. Carolina 
Drumheller Company — Walla Walla, Wash. 

Dunham, Carrigan & Hayden Co. — San Francisco, Cal. 


Emmons-Hawkins Hdwe Co.— Huntington, W. Va. 
Erb Hardware Co. Lewiston, Idaho 


Famport Hardware Co.—New York, N. Y 
Farwell-Ozmun-Kirk & Co.- St. Paul, Minn 
Findlater Hardware Co. San Angelo, Texas 

Foster- Thornburg Hardware Co. Huntington, W. Va. 
Fox Brothers Hardware Co.— Pine Bluff, Ark. 

Fries, Beall & Sharp Co.-- Washington, D.C 

General Hardware & Supply — Philipsburg, Pa 
Goodkin Hardware Company — Hollywood, California 
Goshorn Hardware Company Charleston, W. Va 
Hall & Company —Spartanburg, S. Carolina 
Hardsocg, Martin The, Company — Pittsburgh, Pa 
Hardware Distributing Company- Seattle, Wasiungton 


Harper & Reynolds Corp.,—Los Angeles, California 
Hibbard, Spencer, Bartlett & Co. Chicago, Illinois 
Hight Co., The W.T. Boston, Mass 

Holmes Hardware Company Pueblo, Colorado 
House-Hasson Hardware Co. Knoxville, Tenn 
Hubbard, Geo. W. Hardware Co. Flint, Mich. 
Hubby-Reese Co., Inc. Waco, Texas 

Hulfish, Worth & Sons Alexandria, Va 

Hunt & Mottet Co. Tacoma, Washington 


Janney-Semple-Hill & Co. Minneapolis, Minn. 
Jellico Hardware Co., Inc.—Jellico, Tenn 
Jensen-Byrd Company Spokane, Wash 


Kane & Keyser Hardware Co. Belington, W. Va. 
Keith-Simmons Co. Nashville, Tenn 
Keliey-How-Thomson Co. Duluth, Minnesota 
Kruse Hardware Company — Cincinnati, Ohio 


Leonard, Chas. Hardware Co. Petersburg, Va 
Loewenstein & Sons Charleston, W. Va 

Logan Hardware & Supply Logan, W. Va 

Long-Lewis Hardware Company Birmingham, Alabama 
Lovett & Company, Inc. Wrightsville, Ga. 


McCarty, H.J.& Company Detroit, Michigan 
McClung, C.J. & Company Knoxville, Tenn 
McComb Supply Company — Harlan, Ky 
McMaster-Cars Supply Co.— Chicago, tl 

Marshall- Wells Company — Duluth, Minn 

Maxwell Wholesale Hdwe Co. Oakland, Cal 
Miller, C. H., Hardware Company Huntingdon, Pa 
Missoula Mercantile Company Missoula, Montana 
Momsen-Dunnigan-Ryan Co. E! Paso, Tex 
Monroe Hardware Co._- Monroe, N.C. 
Moore-Handiey Hardware Co. Birmingham, Ala 
Morton, Chas. E. Company — Los Angeles, Cali! 


Newark Specialty Company Newark, N.J 
Northern Wholesale Hdwe Co. Portland, Oregon 
Norton Hardware Company Norton, Virginia 


Okiahoma City Hardware Co. Okiahoma City, Okla 
Orgill Bros. & Company -Memphis, Tenn 
Ott-Heiskell Company Wheeling, W. Va 


Pacific Tent & Awning Company — Fresno, Calit 

Paxton & Gallagher Co. Omaha, Neb 
Pennsylvania & West VirginiaSupplyCorp. Wheeling, W.Va 
Persingers, inc. Charleston, W. Va. 

Persinger Supply Co. Williamson, W. Va 

Phillips Hardware Company Cambridge, Maryland 
Phillips, 1. W. & Company Tampa, Fla 

Pritziaft Hdwe., John Milwaukee, Wis. 

Prutzman, H. C. Company—Altoona, Pa 

Railey-Milam Inc. Miami, Fla. 


pads 





can Supply you from STOCK 





Raleigh Hardware Co. Beckley, W. Va. 
Ravel Bros., inc. Albuquerque, N. Mexico 


Saginaw Hardware Company Saginaw, Michigan 
Schelly, C. Y & Bros. Allentown, Pa 

Schlatter Hardware Co. Fort Wayne, Indiana 
Seattle Hardware Co. Seattle, Wash 

Seller Bros. & Company San Francisco, Cal. 
Shapleigh Hardware Co. St. Louis, Mo 
Sickels-Loder, Inc. New York, New York 

Simon Hardware Company Oakland, California 
Somers, Fitler & Todd Co. Pittsburgh, Pa 
Southern Hardware Company Charleston, W. Va. 
Southern Hardware Co., Inc. Helena, Ark 
Southwestern Hardware Co. Oklahoma City, Okla. 
Sovetts, R.D. Los Angeles, Calit 

Speer Hardware Co. Fort Smith, Ark 

Stearns, F. C., Hardware, Inc... Hot Springs, Ark. 
Sterling Hardware Company— Hazard, Kentucky 
Strange-Jones Hardware Clinton, Okla 

Stratton & Terstegge Co. _ Lowisville, Ky. 
Stratton-Baldwin Co. Inc. New Orleans, La 
Stration- Warren Hardware Co. Memphis, Tenn 
Summers Hdwe & Supply Co.— Johnson City, Tenn. 
Superior -Sterling Company Bluefield, W. Va. 
Swank Hardware Co. Johnstown, Pa. 


Thomson-Diggs Co. Sacramento, Cal 
Townley Metal & Hdwe Co. Kansas City, Mo. 
Tracy-Wells Company Columbus, Ohio - 
Tryon, Edw. K. Company — Philadelphia, Pa 


Union Hardware & Metal Co. Los Angeles, Callf 


Valley Supply Company Elkins, W. Va 
Van Camp Hardware & tron Co. — Indianapolis, Ind. 
Virginia Wholesale Company Appalachia, Virginia 


Watkins-Cottrell Company Richmond, Va. 

Weed & Company Buffalo, N. Y 

Wein Hardware Co., Inc. New York, N.Y. 
Western Wholesale Hdwe Co.- San Francisco, Cal. 
Williamson, Ben & Co., Inc. Ashland, Ky 

Willis, R. F. & Bros., Inc. Penns Grove, N. J 
Wilmington Wholesale Hardware Co. Wilmington, Det 
Wilson-Pugh Company — Cumberland, Md. 
Wimberly- Thomas Hdwe Co.— Birmingham, Ala 
Woodbury Hardware Company — Portland, Ore 
Woodward Hardware Co. — Cairo, Illinois 
Woodward, Wight & Company— New Orleans, La. 
Worth Hardware Company —New York, N. Y. 
Worthington, George Co. Cleveland, Ohio 


Zork Hardware Co. E1 Paso, Texas 


made by JUDSEN RUBBER WORKS, ine. 4107 W. Kinzie St., Chicago 24 


Founded 18 
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The consistently 


very woman knows advertised line 


of 


very woman wants —_. 
c A Z E Y Helps 

















DAZEY “CRACKIT” NUTCRACKER SET 
Model PK-11 


This popular Fall seller makes a nice 





gift item. Cracks ends, then splits nut 


shell lengthwise, so that nutmeats come THE DAZEY "CRACKIT” 


out uncrushed. Attaches easily to 








natural-finished hardwood base with Model 150 
special Dazey spring steel bracket. In gift Some quality nutcracker as Model 
box, complete— $5.95 retail. PK-11, but made to fit Dazey Wall 
Packed 12 sets to shipping carton, Bracket instead of wood base, Individ- 
weight of doz., 32 Ibs. vally packed in shelf display carton. 


Available in Red, Green, Black or 
Yellow handle. 12 of any one color 
or assorted colors per shipping case. 
Weight per doz., 16 ibs. $4.95 retaily 
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* Guaranteed by > 

Good Housekeeping 
oy 


THE DAZEY NUT CRACKER SUITE 
Model PK6AC 
The Dazey Nut Cracker Suite is an un- 







a 





5 soveatiid 





usual and outstanding Gift-package 
made up of the All-chrome Dazey 
Crackit (nut cracker) and a beautiful, 
high finish, hard Maple nut bowl with 
bracket and special clamp to hold the 
Crackit. Packed in individual shipping 
carton, 6 per shipping carton, weight of 


6, 26 Ibs. $14.95 retail. 








, -— 


OFIT when you Stock and Sell the Complete DAZEY Line. 
| vO U PR °° * DAZEY wall type products fit the same wall bracket. 

| So.;. Sell One, and you've Sold the Line. 
DAZEY CORPORATION + ST. LOUIS 7, MISSOURI 
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For sit-down or stand up 
ironing adjusts at the flick 


quaywo{ you look ok 


THE SENSATIONALLY NEW 


_ MET-L TOP 


IRONING TABLE 


i wade to soll | 


Feature for feature, there is no finer ironing table 
on the market than the all-new MET-L-TOP— nor 
is there any table with more sell-on-sight sales 
appeal. Stock MET-L-TOP! Display MET-L-TOP! 
Youll sell more MET-L-TOP Troning 
Tables than ever before! 


MORE BEAUTY! MORE STRENGTH | 


MET-L-TOP now offers dazzling eye appeal 
glamorous new colors and design--with a 
chartreuse top, dark green legs and 
chrome feet. PLUS the famous MET-L-TOP 
double top and other exceptional 
construction features that assure 
utmost strength and lifetime durability! 


MORE ROOM FOR KNEES AND LEGS! 


Now there is loads of leg and knee room 
under the new MET-L-TOP—no more 
side-saddle straddling when you iron 
sitting down. The new MET-L-TOP 
“floats”? over the lap—for complete 
comfort and effortless ironing. 


FET-L-TC 


AC ALL-METAL IRON 
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| Announcing 


TWO NEW PURITAN PACKAGES 


TO HELP YOU SELL 








Selling Puritan Cordage Products is our job even when they are 

sitting on the counter in your store. We never feel that we have 100 . dees anaes 
done our job completely . . . we are always searching for new » 
and better sales tools with which to give you sales support. 





PURITAN CORDAGE MILLS, Inc. 


It's a hang-| It's two 50-ft. 





A leader in the cordage field since 1909 ing display. | cartons. 
LOUISVILLE, KENTUCKY 
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Ask Us / 
MODEL 
DeLuxe . 
to retail 
Complet 


DELU 


(Jar S 


Al 


HARD 


FOR BIG PROFITS ... SELL 


DANDY 
Nu bog CEM TP CHURN 


POWERFUL NEW MOTOR... NEW ALUMINUM COVER 

@ Relieves Drudgery 

@ About 15 Minutes to Churn 

@ 15% More Butter — Better Butter 

@ Operating Cost About 10¢ per Month 
@ It Will Mix Most Anything 





Ask Us About 
MODEL 4-QT. 
DeLuxe Jr. 

to retail for $19.95 
Complete with Jar. 





NEW ALUMINUM COVER WORKS EQUALLY WELL 
WITH OWNER'S CROCK OR 
OTHER CONTAINER 

















y 
? rt new 1 ve has | 
_ ned — id l 
oe tainers of var ng 
DELUXE MODEL ! mauve auld BER Guk or shar ait 
(Jar Sold Separately) , )) er : : , 
[ NOTE: Gem Dandy Duragles Con- 
| tainers are sold separately 
List Price 3-gal. jar. .$3.45 
Recommended 
Dealer's Cost 3-gal... 2.07 
List Price 5-gal. jar.. 3.95 
Recommended 
Dealer's Cost 5-gal. jar 2.37 
[he nationally advertised Gem Dandy Deluxe Electric 
Butter Churn (illustrated) is a fast-selling QUALITY 
PRODUCT. It’s the last word in a wan formar 
sanitation and ease of operatto 
GGem Dandy is the world’s most popular clectric 
thusiastic owners on hundreds of thousand { electrified 
farms testify to its outstanding performance. Both Del 
and Standards models, have new, improved motors I 
heat up even when run contimuously tor 
Uses specially designed heavy-duty, 1/20 H. P. 110 \ 
\( Motor Greater Serviceabiltt Wi 
Volt AC Motor. 
Bakelite handle. 
New Aluminum cover lined with Vinyl— 
fits and container. ‘ 
Easy to Clean. 
Detachable Aluminum Shaft. 
Sanitary White Motor—Switch in Cord. 
\ Adjustable Aluminum Dasher. 
Six Foot Neoprene Cord with Plug. 
Slow-Speed Motor Gives Longer Life. 
One Year Warranty. 
\ STANDARD MODEL has black motor, bakelite handle — 
no switch in cord. 
= DELUXE MODEL. . . . . (without jar) $27.95 
Recommended Dealer's Cost ‘ (without jar) 17.47 
STANDARD MODEL . ‘ ‘ ° (without jar) 24.95 


Recommended Dealer's Cost. . (without jar) 16.22 
2% 10 days, Net 30 days, f.o.b. Distributor's Shipping 
Point. Shipping weight 8 Ibs.—Carton 10"x10"x10". 


ORDER TODAY FROM YOUR DISTRIBUTOR 








MANUFACTURED BY Dept. A-240, Ist Ave., No. at 13th St. 


ALABAMA MANUFACTURING COMPANY -: BIRMINGHAM 3, ALABAMA 
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Plan now for a profitable 1954! 





It’s plain good business to give customers the finest quality for less money. You do that when you 
feature SWING-A-WAY. Recent independent ratings placed SWING-A-WAY first in quality and 
value. Yet SWING-A-WAY products retail for much less than the next competing brand. Thousands 
of retailers know it’s good business to feature SWING-A-WAY. Let your distributor show you why! 


FIRST NAME IN CAN OPENERS SWInG:A-Way; Saint Louis 16, Missouri 


PN CAaARARPA: FOR ASGEWMEC IES CTeeTes. CORT CREDIT. ONTARIS 
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Means EXTRA SALES during 


all-out January 11-31 promotion! 


If you tied-in with last winter’s General 
Electric Sunlamp promotion, you know 
what a success it was. And this January’s 
promotion is bigger and better than ever. 
Here’s why! It’s backed by a full-color, 
full-page ad in “Life’’, by three commer- 
cials on the Jane Froman TV show and 
by plenty of radio spots in key areas. 
And you'll soon be stocking a brand 
new Sunlamp package that takes up less 


GENERAL 
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space and adds real sell to store displays. 
To help get product identification and 
more impulse sales, three sides of the 
package show the famous suntan gir] fea- 
tured in General Electric’s Sunlamps ads. 

With General Electric Sunlamps re- 
tailing for $8.95, each sale brings in 
high-dollar return. So make sure you have 
plenty in stock. Order your supply of G-E 
Sunlamps today! 


\ ELECTRIC 





BACKED BY... 








‘ 
Jane Froman Show 
Jan. 14, 21, 28 


RADI 


in key markets 


LIFi 
Full Page — Full Color 
out Jan. 22 
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"Tiss will be 565 leading manufac- 
turers of housewares and home appli- 
ances displaying their products at the 
20th National Housewares Exhibit. 
Their top exccutives will be waiting 
to show you exciting new items, and 
tell you about their promotion and 
production plans for the months ahead. 
They know it is good business to help 


you do better business. In no other way, 


and in no other place can you see so 


much new merchandise and get so 
much business help,.in so short a time. 
You'll learn why manufacturers and 


buyers agree — 





NATIONAL 
HOUSEWARES 


EXHIBIT 


JANUARY 14-21 


(Exhibit Not Open Sunday, Jan. 17) 


NAVY PIER 
CHICAGO 





There is No Substitute 


for the National Housewares Exhibit 





NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


1140 Merchandise Mart, Chicago 54, 


linois 
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r Hottest chemical housewares items” .. 
That’s what we hear North-South -East- West ¢ 
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OVEN silver 
CLEANER ; cleaner 


: Silver 
Removes ; ied, Sparkles 
Burnt-on Food ° in Seconds 


and Grease Fast 


ay 


No Chipping 
* No Scraping 


* No Scrubbing 
Everybody's Reading 


No Other Oven Cleaner About It — Tested by 
a large, independent, 


Like It — Works . scientific laboratory: 
faster, more thor- reo 4): 5 Recommended by a 
oughly. No odor. . famous national mag- 
E azine. People every 
where are enthusiastic 
eee : over the time it saves 
surfaces. FREE ap- . . _,. the brilliant job it 
plicator - - .to save 4 does . - - the labor it 
eliminates. 


Pure white cream..- 
easier to see On dark 


your hands. 


OPEN sTOCK 


per CASE EACH 


Easy-Aid products are widely advertised in magazines, 
newspapers. radio, and TV. 


Easy-Aid's well-known policy of dealer cooperation pays 





Vq of dealer's own advertising. 
Ask for FREE mats and display material. 


G. 
Neeeltici.18-\ meer c-Timela-lil: (ra be 


M 
ncaa of Easy-Aid Products 
imney Sweep, De-Moist, Process 33 
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Smart merchandisers say, ‘’For selling 
power no other campaign compares with 
Gillette’s multi-million dollar advertis- 
ing program.” Men see or hear Gillette 
commercials time and again. Your ex- 
perience proves they make money for 





you. No wonder Gillette has over 85% 
of the double-edge blade market... 
more than 70% of the entire razor 
market. You increase sales 52% and 
more when you keep Gillette products 
where your customers can see them! 





STORE DISPLAY 
UPS GILLETTE RAZOR 
SALES OVER 60%- 
GILLETTE BLADE 
SALES OVER 52%-IN 

DOLLAR VOLUME / 


DONT SELL EM, 
SOMEONE ELSE WILL... 
BECAUSE GILLETTE 
BUSINESS BELONGS 
TO THOSE WHO 
ASK FOR 


Stupendous Selling Impact! 


@ Over 15,675,000 shavers enjoy Gillette’s 
boxing broadcasts every Friday. 

@ More than 25,865,000 different men look or 
listen in a single month. 

@ Other millions upon millions tune in the World 


Series, football Bowl Games, famous stake races 
and similar Gillette sportscasts as they occur. 





@ Time and time again—all year round—your 
customers, almost to a man, are sold and resold 
by Gillette’s powerful commercials. 


\ MOWRE YA FIXED 
FOR BLADES? 


We Tell Em... LOOK Sharp! FEEL Sharp! BE Sharp! ... You Sell ’Em! 
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Just as in 


50..FRay-O-Vac 
leads 
again 

inio5s! 




















SR rE? 


For the past 5 years, Ray-O-Vac 
has led all manufacturers of 
batteries and flashlights in vol- 
ume of farm and general mag- 
azine advertising! Ray-O-Vac 


leads again in 1953! 





Ads like this (but in beautiful 4-color) 
pre-sell your customers on Ray-O-Vac bat- 
teries and flashlights. 


RAY-O-VAC 
foxe) N70) hae 


Madison, Wisconsin 
Ray-O-Vac Canada, Ltd. 


Sell the batteries and flashlights that are pre-sold 
to your farm and city customers... RAY-O-VAC! 


Winnipeg, Manitoba 
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BOOST WINTER PROFIT 
BY FEATURING DOWFLAKE* 


Ice removal means big demand, 


ready market for smart merchandisers! 


Swe, 
SF UMW Ta ancs 


* @aw 


ila BTC 


Old man winter is one of your best salesmen. He’s 
the guy who makes those slippery, icy days . . . and 
the guy who can make big business for you. 
Profit-wise merchandisers feature Dowflake (Dow 
calcium chloride 77-80%) the most popular product 
for ice removal. With hundreds of ice-conscious 
people in your area, a good display of Dowflake can 
boost winter profits with a minimum amount of 
sales time. 

Dowflake’s effectiveness and ease of application 
make it the ideal de-icing product for steps and side- 
walks, parking lots, gas stations, garages, public build- 
ings and many other places where ice is a problem, 


you can depend on DOW CHEMICALS 





Old man winter supplies hazardous ice. Take ad- 
vantage of this ready-made market and sell “Safety”. 
Your Dowflake distributor can furnish you with an 
attractive counter or window display, a variety of 
informative literature and newspaper advertising 
mats. All of these pieces are designed to help you 
make the most of your Dowflake market. 


Remember, there’s a year around demand for Dow- 
flake, the ever-thirsty chemical. In the warm months 
it is used for dust and humidity control. Be sure to 
check with your Dowflake distributor today and 
stock up for the big winter business. THE DOW 
CHEMICAL COMPANY, Midland, Michigan. 
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NOW is the time to move ahead * 






The Tapatco #54 has the exclusive patented Foot 
Pocket for extra comfort, extra sales appeal. No 
other manufacturer can offer this Foot Pocket feature. 
The #54 is one of 16 Tapatco sleeping bag styles, 
including DACRON, DACRON Blends, Kapoc and 
Feather & Down-filled models. 


here’s how 


a af: eal: q@ If you are concerned about sleeping bag 
sales and profits, Tapatco exclusive 


features can help you move ahead of 








exclusives can help oe 

One of the best ways to turn a shopper into a 

buyer is to show him an exclusive feature — a * 

feature that no other merchandise has. When Stay-A-Float Sportster Vest 
you sell Tapatco, you have plenty of exclusives 

to talk about. Tapatco invests more in research - 

than any other manufacturer in its field. That’s ee 

why there are more Tapatco firsts than any et 6 





other manufacturer can offer. That’s why you'll 
find it profitable to sell Tapatco, as thousands of 
other successful dealers are doing. Ask your 
jobber about Tapatco exclusives or write us 
for full-color literature. 


THE AMERICAN PAD & TEXTILE CO. 


Greenfield, Ohio e Fairfield, Calif. © New Orleans, La. 


Cow cant bay bE 


Ta pat... rr 


Design Boat Cushions Sportster Vest 
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Where on this map 
do your customers live 3 





In nearly 2 out of 3 U. S. counties, Country 


Gentleman circulation also surpasses that of Life, 
The Saturday Evening Post, Ladies’ Home Journal 


or Better Homes & Gardens 
In all counties where there is prosperous farm- 
ing, your best rural customers are getting buying 


ideas from the advertising in Country Gentleman 


[ So when a manufacturer tells you "It’s advertised in 
n these 2,224 shaded counties (out of the 3,071 Country Gentleman,” you know he is putting sales help 
U. S. total ) Country Gentleman is read by more where it will help you—among good customers right in 
customers than Look reaches. your own local trading area. 


: LV 
CIRCULATION NOW OVER 2,600,000 ——— Count Es | 


ow Gentleman 
A CURTIS PUBLICATION pacemet 


an 4 iM 
. . - 
wenn er 





at 
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lo MEW BEST SELLERS” 





Christmas Holits ook 


ampLite 
ie ampKook 


# amazinc NEW “ONE and ONLY” | a. 
: INVERTED 
Komplite LANTERN 


@ Exclusive New Inverted Design That Casts No 
Downward Shadows 


















@ Gives More Brilliant Light than any Electric Lantern 


@ Burns ‘‘Leaded’’ Gasoline—No need To Search for 
Hard-To-Find White Gas 


@ For Every Outdoor Use and the Only Lantern For 
Night Fishing 


@ Every Lantern User Is A "'Red Hot”’ Prospect 





PORTABLE 
vec 


@ NEW! All-Aluminum Interiors 


@ NEW! Brilliant Colored Steel or Lightweight Alumi- 
num Outer Cases 


@ 10 Models To Offer—Prices Range From $9.95 to 
$29.95 Retail 

@ The Most Modern, Eye Appealing Portable Refrig- 
erators On The Market 


@ Wanted By Every Sportsman and Every Family 


. Kamphook and Kooklite Too/ 


DER FROM YOUR DISTRIBUTOR OR WRITE FOR 
HIS NAME TO... 


RICAN GAS MACHINE CO., Albert Lea, Minn. 


DIVISION OF QUEEN STOVE WORKS, INC. 
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“Brand C 


cut easiest” 
says dealer 





1 
| 
| 
| 
| 


W. George Anderson of Riverside (IIL) Hardware test cut 


TRY THE ‘BLINDFOLD TEST’’ YOURSELF! 


Cut L-O-F first. last. or in-between the other 


four well-known brands of sinele-streneth window class. 


He didn’t know the brands — they were just marked A.B, , 
; : brands. Run any kind of a cut vou want. 
Cor D. He ran several cuts. Evers time he picked Brand ; - ‘ 

Youll see why you have fewer bad cuts, less 
C as easiest to cut. “CC? was L-O-F. waste and more profit with L-O-F, 


28 out of the 30 dealers who took this test. picked Call your nearest L-O-F Distributor. 


1-O-F! These local businessmen are listed under 
re ‘ : . ; - : “Glass” in the vellow pages of phone books 
L-O-F Window Glass is easier to cut into big picees or in many principal cities throughout the 
little pieces. [Us easier to cut into angled or curved pieces. country. And send for your free booklet 
“or Greater Profits in Window Glass”. 

\ rite Libbey “( wens‘ bord Glass ( 1om- 
pany. 67123 Nicholas Building, Toledo 3. 


Ohio. 


You can even cut off narrow strips with a light. easy stroke, 
L:-O-F cuts easier because it is annealed more slowly, 
more patiently. That makes it less brittle so it’s a safer 


buy for your customers, too. 


reece 3 ww ee a ww we = 






re) 


“23% LIBBEY-OWENS-FORD the casy-to-cut WINDOW GLASS ee 


re/ 
2 
f- 





r 
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Friction, Rubber 
and Plastic Tapes 


bi 


INCREASE TAPE SALES with the two 
; nationally advertised electrical tapes that 
enjoy a reputation for quality nationwide. 
ACCURATE tapes sell on sight 

because tape users everywhere recognize 
their superior taping qualities. Display 
ACCURATE TAPES prominently and 
watch your tape sales grow! Both 
Friction and Rubber are available in 
attractive display boxes. 





; 
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They’re buying 













They‘re buying 
ACCURATE FRICTION TAPE ACCURATE RUBBER TAPE ACCURATE PLASTIC TAPE 
— for maximum —for high - — for speedier 

mechanical protection dielectric strength taping 


They‘re buying 


ORDER YOURS TODAY — REC is Mocks AND AGENTS STRATEGICALLY 
LOCATED NATIONWIDE #tue*BAST SERVICE. For name of the representative in your 
territory, and a copy of the nq u mth efatalog, write Accurate Mfg. Company, Garfield, N. J. 


¢ ACCURATE 


YOUR BEST BUY IN TAPE 
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WYTEFACE’ sells on sight! 
because it’s BLACK and 
WHITE and . every inch 


Clear black markings on white 

with crisp foot markings in red 

at every inch — catch the 

customer's eye and give him the 

immediate urge to buy. 

That's why Wyteface is America’s 7 
most-wanted steel tape. " 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


1867 
NEW YORK + HOBOKEN, N. J. 
Chicago + St Louis « Detroit + San Francisco 
Los Angeles «+ Montreal 





WHIT 


? 


SIR 
FAVORITEt WYTEFACE: For we 
your customers who want the 4) 
best. Case with new tough ati 
Burgundy red cover and ‘ 
nickel p ated mountings. Foot Mo. 
markings in red. Available — 
in 25’, 50’, 75° and 100 , 
lengths ‘ m- Oil. 
- pain 
Firzite 
vent g 
wood { 
ment 
unsigh 
of fir 
a mar 


BOSS* WYTEFACE: Rugged, Big de 
“he-man”’, aluminum case, 

with non-slip finger grips. 

Wide-sweep winding handle. 

Foot markings in red. Priced 

for volume sales . . . in 50’ 

and 100’ lengths 

"TRADE MARK 


HANDY} WYTEFACE: Tape 
Rule is available in 6’, 8’ 
and 10’ lengths 
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THESE WIZARDS WITH WOOD 
Are Practical Gents 
They Conjure up Dollars 
For Dealers with sense SATIN 
































} Nase 
i } E 
i — 
4 
} 
| Largest Selling Wood Glue 
| WELDWOOD 
RESIN 
3 For making things 
or fixing things, 
WeLowage » recommend Weld 








PLASTIC RESIN GLUE- 
re : wood Glue—for all 


wood -to- wood 





bonds and many 
other uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, Le, 
oy, Ode, De: 5 Ibs.. 10 Ibs., 25 Ibs 
= 
Blond or pickled effects call for 


wire FIRZITE 


Recommend WHITE 
Firzite for magical 
woodsy effects on 
hardwood or soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 
e 
Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
watural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwor k. W hen 
customers ask you 


what to use, you'll / mending things...they'll thank you to suggest Firzite, Satinlac and 





Today...with sO many amateurs and semi-pros making things and 





make friends by re 6 . 
commending SATINLAC. It brings bY Weldwood Glue. Easy to use...widely advertised in the Saturday 
out and preserves the natural grain Evening Post and 29 other publications, these 3 Wizards with Wood 
and color-beauty of any plywood or 
solid wood. Water-clear Satinlac are showing very nice profits, indeed, for dealers who feature and 


avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 


Whours. UNITED STATES PLYWOOD CORPORATION 
inne Dept. 285 - 55 West 44th Street - New York 36,N. Y. 


Order from your wholesaler 


recommend them. 
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There's a Pittsburgh brush for 


every home and industrial use 


Sash 
Brushes 


ey”... and 
¢ Varnish Brushes 


LP 


Woll! and 4 


Floor Brushes wb 


Maintenance 
Brushes 


PITTSBURGH 






BRUSHES 


PITTSBURGH PLATE GLASS COMPANY 








‘mid all the confusion, remember this: 


Pittsburgh Brushes 
offer the best hogs’ 
bristle available today! 


The phrase “Pure Bristle’ stamped on a paint brush doesn't mean a 

lot nowadays. It doesn’t tell a thing, for example, about th irce of tl 

bristle—and we don’t have to tell you how the source affeets quahty! 
What can you go on? The Pittsburgh name the Red Stripe label! Y 


can be sure that when you sell Pittsburgh's pure bristle brushes, you're 
} 


selling the best bristle obtainable today! Pittsburgh's contacts are world-wide, 
and our buyers are constantly searching for the best bristle possible. Al 
always good enough for our Gold 
Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 
buys the best of it and makes it into Red Stripe brushes 


though bristle on today’s market is not 


your brush 
of the Pittsburgh name! 


For the address of the Pittsburgh suppher nearest you, write 


Make sure your customers understand this—post this ad near 
department. And watch sales respond to the mag 
PITTSBURGH 
PLATE GLASS Company, Brush Division, Dept. A-12, 3221 Frederick Ave 


Baltimore 29, Maryland. 


Bd Stipe enusve 


PAINTS ° GLASS ° CHEMICALS ° PLASTICS ° FIBER GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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X matke the spot where...COPYFLEX saves 
*8.000 a year for hardware wholesaler” 





How COPYFLEX Pays Off 


* Saves salaries of 5 typists 


* Eliminates costly transcription 
errors 


* Speeds invoicing 
* Streamlines office paperwork 


* Copies any size office form 

























Today’s Paperwork Engineered 
with Jet-Age Speed 
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BRUNING 
Copythe 


For years this well-known New Eng 
land hardware wholesaler kept a staff of 
5 typists to type invoices. Even so, when 
ever a rush of orders flooded the office, 
everyone was pressed into service to pre 
pare invoices. This was costly and in 
efficient, and the frequent emergencies 
fouled up normal office routine. 

Now a Bruning Copyflex order-invoice 
system does the job. The order is pro 
cessed in its entirety from the salesman’s 
order form—and a COPYFLEX ma 
chine provides the invoice copy. There's 
no typing . . . no messy carbons . no 
proofreading . no chance for tran 
scription errors. Pricing and extension 
are done on the original, with back-orders 
indicated in the extension column. 


Model 14 






[ 
[ 


Company 


Address 


! 
! 
I 
I 
i Name 
I 
! 
i 
1 


City 


4700 Montrose Avenue, Chicago 41, Hlinois 


Send me free booklet on COPYFLEX order-invoice system 
Show me how COPYFLEX can speed my order-invoicing 


er OFFICES IN PRINCIPAL CITIES == eee ee oe oe oe 


Result? An annual saving of $8,000 
plus faster shipping and invoicing 


COPYFLEX Advantages 


Copyflex machine turns out ready-to 
use, black-on-white, diazotype copies of 
anything typed, written, printed or 
drawn on ordinary translucent paper... 
no exhausts, darkroom, plumbing, inks 
or stencils needed simple electric 
connection average copying costs 
are less than 2¢ per sq. ft 


Save Money with COPYFLEX 


Cut out unnecessary manual transcrip 
tion, prevent errors and speed invoicing 
with a Bruning order-invoice system 
Send coupon today for free booklet 


*Name on request 


¥ — om ee om CHARLES BRUNING COMPANY, INC © == == = = ~~ 


Dept. Y123 


Title 


Zone State 


bweeenmeeaame 











| Ltertetenreanne — steps that 


under-pricing. Customers e 

and store personnel see, im- 

mediately, the clearly rotect rotits 
marked price on every item 


in your store. 


NCR*  Price-Marking 

Stamps can price mark more 9 
items than any other method 

with savings of 30% to 65% , © LA 


in time and money! They 
can be used 500 to 800 times 
without re-inking — saves 








yy) No mistake in Price- 
e Charging— The indi- 
cation on the National 
Cash Registershows 
both customer and 
store personnel that the 
correct price is being 
charged. 





ed 


3 No mistake with Printed 
e Receipt— Your customer, 
back home, checks her price- 
marked purchases against the 
price charged on the NCR 
itemized receipt. She sees for 
herself that no mistake has 
been made, increasing confi- 
dence and good-will for your 
store. 





ADDED INTO 73 
LOCKED TOTAL 





3 Control steps that save money—The amount that is 
price marked on the item—shown on the indication—printed 
on the receipt —has been followed visually all the way to 

the cash drawer by both customer and store personnel. 

Now that amount is added into the totals locked in the 





register—charged to the cash drawer . . . and must be 
accounted for. That's the control that saves money, builds 


customer good-will, protects and increases your profits. . 
Call your nearby National representative for full details, today! 
| CASH REGISTERS « ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, vavron 9, ono sil ou i 
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When your customer asks for hinges—sell him the best —sell 

him Griffin. And when he asks for Griffin by name, you can be 

’ sure he’s right. He has probably used them before and knows that 
the Griffin line of fine builders’ hardware is a quality line . . . finest 
materials, expert craftsmanship, carefully finished and packaged. 
The Griffin line is fast moving—bringing you greater volume 


and more profit. 


a 
RI FFIN i j / Euery DOOR NEEDS THREE 
MANUFACTURING COMPANY 


ERIE © PENNSYLVANIA 
REPRESENTATIVES 
CHARLES L. LEWIS R. F. BEVERS 
1355 Market Street 4524 East 60th Street 
San Francisco 3, Calif Seattle, Washington 
WALTER S. JOHNSON & SONS L. G. FULLER, 
917 St. Charlies Avenue 644 Wellington Road 
Atlanta, Georgio Jackson 6, Mississippi 
E. H. FARRAR HARVEY D. RUSH & SONS 
6637 Golf Drive 4638 Nichols Parkway 
Dallas 5, Texcs Konsas City, Missouri 









.GRIFFIN PRODUCTS 


H. C. GLOVER 
2611 Garrison Bivd 
Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


WILBUR H. DAVIS 
1639 W. Fargo Avenue 
Chicago 26, lilinois 
GEORGE A. GREGG 
17134-6 Wyoming Avenue 
Detroit 21, Michigan 
AUSTIN & EDDY INC 
115 Broad Street 
Boston, Mossachusetts 


THE B. S$. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. 
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FOR SOUTHERN WOOD SCREWS 


Satisfied Customers Multiply Sales 


Your Southern Screw customer gets exactly the right screw in 
exactly the right amount—whether he wants two, twelve, or 
twelve dozen. 

No “sour taste” from having a whole package forced upon him, 
or a lot of small packages when he wants a gross. 


Colorful Southern cartons attract attention. Easy identification 
and customized service bring your customer back. 


Southern Wood Screws build long range profit—the one line 
that fills all your needs with uniform packaging. 


FACTORY 
WAREHOUSES: 


4100 Dell Avenue 
North Bergen, N. J. 
Union 5-0985 


325 West Ohio St. 
Chicago 10, Ill. 
Superior 7-6531—6532 


2640 E. Washington 
Blvd. 
Los Angeles 23, Calif. 


Logan 5-6157 


The Only Line You Need To Stock 


SCREW COMPANY 


STATESVILLE © NORTH CAROLINA 








Manufacturer of Wood Screws 


Sold through leading wholesale distributors 
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LEW... ros NEW VICTOR WALL 


AND CEILING VENTILATORS REALLY SELL!” | 





“T haven’t had such a big week since I got my first power lawnmower! Guys 
walk in for an extension cord, walk out with a new VICTOR VENTILATOR! | 
They like its good looks, quality features, and the fact that it’s made by a 
time-honored name in the ventilating business—VICTOR! 


“If you’d like to run yourself ragged making sales—and money, too—see 


Nn 


your Victor Distributor. Hell have you mopping your brow in no time!” 


Here’s the line that’s attracting all the business— 
from homeowners... from builders! 








VICTOR MODEL V-83 


Smartly-designed, one-piece grille permits maximum air passage! | 


Comes in standard snow-white enamel finish, or in chrome at slight extra cost! 


“Starts” and “stops” by easy-reach pull chain! 

Powered by induction-type motor... won't interfere with radio or TV reception! 
Whisper-quiet! 

Propeller and motor assembly “snap in"—easy to install, to clean! 

Comes “knocked down” for quick, on-location installation! 

Available in two sizes—8”" (Model V-83) and 10” (Model V-103)! 





VICTOR 10’ WALL OR CEILING VENTILATOR! V-CW103 


@ Wall or ceiling installation optional! 








@ King-sized vent duct provides 20% more cross sectional duct area. Won't “choke” off 
air delivery—ever! 


Deep-pitched, 3-blade propeller gives maximum air delivery, clears out hot, grease 
and odor-ladened air in a hurry! 





Ce) 3-speed control switch! (optional at extra cost.) 
Twin dampers to prevent backdraft! 


Beautiful, one-piece grille in snow-white enamel or chrome! 


“Snap in” propeller and motor assembly! 


For on-location sales . . . VICTOR’S New Floor Display! 


The best “‘silent salesman”’ you ever had! Snares homeowners and * ams 
] | 










speculative builders, too! Comes ready to set up—ready QORS. A, | 

hin dN ie — wnisk 0008S Any | 

to make sales for you. Ask your Victor Distributor for your FREE floor Cz ar, ie 

display today! 1 WM io 
bcs , ; ; 4-2 = 

There’s never a “‘slump”’ in the ventilator business! It’s a four- Sa 


seasonal salesmaker. For all the facts, call or visit your 





Victor Distributor soon! 


VICTOR VENTILATOR COMPANY 


| 
Lockland, Cincinnati 15, Ohio. Dept. HA 12 / | 
\\ ff | 


Victor also makes a complete line of attic and VA 
VENTILATORS AND FANS exhaust fans. Ask about them! 
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“SHINYHEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws — 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 90,000 p.s.i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel —bright 
finish. For use where heat treat- 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexayon heads die made 
to size —not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
Pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e e CLEVELAND 13, OHIO 


“HI-CARBS”’ 
Heat Treated Black Satin Finish 
Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producing 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


KK 


SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
el oo covered. Finish: plain, 

ine plate , cadmium plated. Size: 
9/16", sa! ,15/16"across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 





j 
i 
j 
f 


( 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 




















TANDARD: 





carried by 
LEADING 
DISTRIBUTOR 











SPEC IALS 
furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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... 50 we’re selling your customers on ; = oreening 





In leading national magazines . . . on televi- 
sion . . . today’s biggest screening news is 
ALUMINUM—the modern metal screening 
that’s NON-STAINING. Aluminum Company 
of America, 1922-M Alcoa Bldg., Pittsburgh 


19, Pennsylvania. 
[ALCOA] 


Corp. 
& 3 rv % rm Ui Te Chase Brass & Copper Co. 


Clinton Wire Cloth Co. 

Cyclone Fence Division 
( American Steel & Wire 
Company 

Dixie Screen & Wire 
Products Co. 

Gilbert & Bennett Mfg. Co. 

Hanover Wire Cloth Div. 
( Continental Copper & 
Stee! Industries, Inc. ) 

m4 Heilig Bros. Co., Inc. 

mt The C. O. Jelliff Mfg. 

Company 


Alabama Wire Co., Inc. 
American Wire Fabrics 





ALUMINUM COMPANY OF AMERICA 












ROM 
SCREENING MADE F ALC 











UMINUM 






ALCLAD Al 


IT’S AVAILABLE NOW! 
Place Your Order! Display It! 
Feature The Alcoa Label! 


And remember! Tough, long-lasting screen wire 
of Alcoa Alclad Aluminum meets Federal speci- 
fications. It is woven to the most rigid standards 
of quality by these leading screen weavers. 


Keystone Wire Cloth Co. 

New York Wire Cloth Co. 

Pacific Wire Products Co., 
Inc. 

Pennwoven, Inc. 

Phifer Aluminum Screen 
Company 

Reynolds Wire Division 
( National-Standard Co.) 

Southern Aluminum Cloth 
Company, |ncorporated 

Spargo Wire Company, 
Inc. 

Standard Wire Cloth & 
Screen Co. 

Wickwire Brothers, jnc 
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men who use 


REPUBLIC 


UPSON. 


advantages... 





clean, accurate threads 
mate properly 
...runon 
smoothly 
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ND NUTS 
appreciate these 
smooth-working 








BOLTS 


wrench fits snugly 
on heads and nuts 


Se.) 
wee 


| 


SSAA AAS 
eenehen 
| 


I 


full thread area 
to grip firmly, 
tightly 










Specify top-quality Republic Upson Bolts 
and Nuts for all of your standard fastener 
requirements. More than 20,000 different 
types, sizes and shapes to choose from. 


REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 

CLEVELAND 13, OHIO e GADSDEN, ALABAMA 

Export Dept.: Chrysler Bldg., New York 17, N. Y 
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You can't wear fo 


BARCALO WRENCHES! , 





“BUT THIS BARCALO 
“6-PIECE OPEN END dents | | 
WRENCH SET MAKES a ) a 
BETTER GIFT THAN | | 


IX NECKTIES ! 







e 12 Different Sizes 
%" to 1”. 

@ Nickel Chrome Moly 
Alloy Steel. 


@ Polished Chrome 
Plated Finish. |" fiancee ere 






a oti 
me nie 


OU can’t turn a nut with a necktie! But you can turn plenty of 
sales with these value-packed Barcalo Wrench Sets. They make 
a bright and colorful addition to your tool department. Packed flat 
in individual boxes for easy handling and display on the counter. 
Attractive leatherette roll makes this Barcalo Wrench Set a handsome 


gift item for any occasion. 
teed! 


They" 


Order Barcalo No. 1566 RL from your jobber now! 


BARCALO MANUFACTURING COMPANY © BUFFALO 4, NEW YORK 
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No. A65-025 
32 x 312” regular butt 


Regular Butts 

The popular regular BUTT HINGE; also available in half 
surface type. A quality item proved in the field by a step 
“the man on the job”. Packed one pair with screws in 


a rugged, easily handled box. A steady sales producer. 


Round Cornered Butts 


Same high quality as the Regular Butt Hinge. Has added Sa 1 
feature of “%4” radius round corners. Eliminates hand = Dia se ef ; 
mortising. Saves time and costs. Available in two sizes— 


No. A65-O25R 


32 x 3%” and 4 x 4”, Neatly and conveniently packaged. 
Y 32 x 32” round cornered butt 


Template Butts 


For use with steel frames and either steel or wood doors. 





Machine screws furnished for steel frame—steel door 
installations; both machine and wood screws supplied for 
steel frame-wood door combinations. Available in the 


three most popular sizes—3'/2 x32", 4x4" and 442 x4". 





NATIONAL LOCK Regular Butts, Round Cornered Butts, and 
Template Butts are available in all standard finishes . . . 
ball tip or button tip... loose pins. NATIONAL LOCK 


Butts are always uniform in size, conveniently, attractively {ll th 
€ 


packaged and profitable to sell. Ask your jobber for this ar 

No. A65-026T the tea 
4 x 4” template butt cent De 
s tion pi 


complete details or write for Builder’s Hardware Catalog. 
mann, | 
HATA hardware...all from ] source Island 


ANG RATIONAT TTC” COMPA, Soll sere | 


ker NALD Illinois e Merchant Sales Division | tic 
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A Store Managers Guide 
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DoS Yourads Show 1 


= | 
WED< THUR NOV.4<5 
FROM 7:30" @ 10:30" 








a step-by-step outline on 


| 
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How to put op a 


Do-It-Yourself Promotion 


A store promotion can be profitable, if you do 
it right, oh is a step-by-step outline of what it 


takes to okganize and put on a good promotion, 





based on the experience of dealers who use pro- 


motions regularly and profitably. 





{ll the illustrations used in 
this article, and portions of 
the text, are based on a re- 
cent Do-It - Yourself promo- 
tion put on by Otto Herr- 
mann, Inc., of Glendale, Long 
Island, N. Y. The editors ac- 
knowledge the co-operation 
off if extended by the personnel of 
P | Herrmann’s in the prepara- 
| tion of this article. 
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How to Put on a Promotion 





continued 


—"— Step No. 1—Hold a Meeting 


First, call a store meeting. If yours is a large 
store, you'll call in only key personnel. Hold this meet- 
ing at least two to three months before the date you’d 
like to hold the promotion demonstration. Explain 
What you think should be done; why it should be done. 
Ixplain how a store promotion in a major line can 
stimulate consumer interest; how it can be used to 
develop prospects; how it can be used to establish the 
store as a he:dquarters for a brand or a line. 

Ask for ideas on a line that holds good promotion 
possibilities, either because of the season or some cur- 
rent trend. For example, power tools is a natural, and 
one on which you can expect good co-operation from 
manufacturers. Sporting goods, housewares, lawn and 
garden goods are others with good promotion possi- 
bilities. Perhaps you have enough manpower and 
funds to warrant several promotions during the year, 
without a serious strain on the organization. 

Ask, don’t tell, your employees. Ask them to throw 
their ideas into the hopper. 


bem Step No. 2—Pick a Line and Theme 


Select a theme or slogan around which to build your 
advertising. Right now there’s no better theme than 
the “Do-It-Yourself” idea, if you’re planning to pro- 
mote power tools. If you have six or more employees, 
it would be advisable to appoint a planning committee. 

Hold another meeting a week later. This time, 
after hearing the ideas of the people at the meeting, 
select the line that is to be promoted. Then start giv- 
ing thought to timing. Timing is very important. Try 
to capitalize on seasonal or national events, holidays, 
etc. For example, the “Do-It-Yourself” idea is a good 
theme for a promotion. 
promotion, give thought 
Father’s Day, or a local Clean Up-Fix Up week, 
or the Christmas gift buying season. Check your 
planned date to avoid conflict with other local ac- 
tivities. 


If you should use such a 


to making it coincide with 


Stet) Step No. 3—Select the Location 


The next step is selecting space for your exhibits 
and demonstrations. Don’t stint on space; you’ll never 
have enough for what you'll want to do. If it is to be 
a small promotion, you may be able to obtain sufficient 
space by re-arranging display area. Perhaps you have 
some warehouse space that can be adapted after a 
little paint and some decorations are applied. If your 
plans are more elaborate, you will want to rent a local 
recreation or exhibition hall. Check into rental charges 
carefully; be especially certain to establish, in writing, 
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the nature and extent of any personal liability you 
may have to share. 

Start assigning responsibilities to members of the 
planning committee. You'll have enough to do keeping 
the store running, without taking on full responsibility 
for the promotion. Sometimes it’s hard to pass this 
responsibility on, but it makes for greater efficiency, 
and you'll live longer. 


NW Step No. 4—Check Your Suppliers 


At this point it would be helpful to check with your 
wholesale suppliers. You'll find that they have had 
considerable experience with promotions and can be 
very helpful in pointing out pitfalls to avoid. They can 
help in selecting the manufacturers to exhibit, and in 
obtaining souvenirs; they will also have ideas for 
possible specials, decorations, etc. They will most 
likely be able to aid in printing handbills or mailing 
pieces you may use. 

In selecting manufacturers to invite into your pro- 
motion, don’t stretch yourself too far. For larger 
stores, 10 or 12 working exhibits would be a maximum. 
Four or six would be about what the average store 
could handle properly. If ycur promotion is being 
soundly prepared and ycu are sincere in your efforts 
to make it pay off, you’ll find most manufacturers co- 
operative in arranging displays and demonstrations. 

When you approach a manufacturer, be specific in 
what help you want. If there will be charges for him 
to absorb, tell him so. Don’t hang on assessments 
after the show has started. Don’t expect the manu- 
facturer to underwrite all the costs. After all, you 
will obtain important benefits from a promotion and 
you should be prepared to underwrite a major share 
of the promotion costs. 


—_'_) Step No. 5—The Publicity Timetable 


Once you have the participating lines in order, set 
up your time table for the various publicity phases. 
Newspapers should be the backbone of your effort, but, 
depending on your location, radio and perhaps TV 
can be used advantageously. You’ll need handbills for 
mailing and for distribution in the store. You'll need 
printed invitations for your preferred accounts. You'll 


What a Show Looks Like > 


Photo at top, opposite page, of a Herrmann booth 
at an earlier Home Show, shows how a theme and a 
line can be exploited. Center left photo illustrates 
how windows were used to promote the store's 
latest promotion. At right center is a manufacturer's 
booth in action. At bottom, left, is Gus Herrmann 
awarding the door prizes that had previously been 
prominently displayed. At bottom right is a store 
booth where registrations were collected and s¢ 
venirs issued, 
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continued 


need signs for your trucks, to hang in the store and 


to put in your windows. Other non-competing local 
retailers can be called upon to help by putting signs 
Don’t 


By now you'll have picked 


in their windows announcing the event. 
look the local bank, either. 
a theme. 


over 


Use it in all your promotion, constantly. In 
the example iilustrated with this article, the theme of 
Do-It-Yourself dominates all the publicity. 


(TV ) Step No. 6—About Door Prizes 


While the advertising program is being developed, 
your show committee should be considering such prob- 




















ORBITAL SANDER Pe 
oe 
A profes.ional sand. “a - 
ing Job every time 4 \ 
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serface Model 106 ei Z 
V4" DRILL oe : 
Among Ite features Vay > PORTABLE SAW 
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Power, all the other NY proof clutch 
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MODEL 
Aé 


want in a drill, 


degrees. 


ROUTER 


Hundreds of 
decorative 
corners and surfaces 
on furniture Also 
mortising, grooving, 
weatherstripping and 
shelving. 


RMALZPr>sSnAAm ar 


ern 





Visit Herrmann's 
“DO IT YOURSELF” Show 
af HOFFMAN HALL 
6926 Cooper Avenue 


Model 


ue 49°50 





Glendale "DELTA" 

Wednesday & Thursday HOMECRAFT 

November 4th and 5th DRILL PRESS 
from 1:30 to 10:30 P.M. Ideal fee drilling, 
FREE ADMISSION—DOOR PRIZES mortisirg, routing, 
carving, sanding, 
shaping, grinding 








Ladies Cordially Invited 


many other home- 
shop icbs 


545° 


Less Motor 








SKIL S2ee 


BLACK & DECKER 
UTILITY JIG SAW 








Does dozens of jobs around the 


home. Contains all equipment need- 7, 
ed for drilling, vending, Ese 


Herrmann's ads 





featured lines 
stressed location of show. 


emphasize 1 the and 
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lems of how the store or the hall will be decorated for} 
Most ff 


the occasion. Will you have refreshments”? 
dealers find a few simple refreshments, on the | 
soft drinks, desirable. | 
with the manufacturers of coffee makers; 
be willing to provide equipment and assistance for 
brewing the coffee as a demonstration of their mer- 
chandise. Will you have door prizes? They are very 
useful in building attendance. 


/US8e, 
heck 


may 


sucn as colfee or are 


some 


Souvenirs are invariably distributed at store pro- 
motions. Use some that are available from your manu 
facturing sources. Give souvenirs that have practical 
and which will be 
months or even years. Yardsticks and painters’ 


are old as the hills but always acceptable. 


value retained by customers for 


tlds 


(TV ie Step No. 7—What About Contests? 


Use of a contest is another worthwhile way to build 
interest in your show. Consult with your wholesalers 
and manufacturers for assistance in developing some 
worthwhile prizes. Some manufacturers have canned 
contest ideas that can be worked into your demonstra- 
A word of warning about contests: 


to discuss the contest in mail matter, be sure to check 


tions. If vou plan 


with the post office. Some types of contests are con- 
sidered lottery schemes and can not be encouraged by 
use of the U. S. Mail. You can get into serious trouble 
inconvenient time by this 
Display the prizes in your window prior to the show. 


at an overlooking angle, 


Print the invitations. Sometimes the back of the 
invitation can be used as a registration form. If 
funds warrant, print and mail (Ist class) a_ wel! 
printed formal invitation to favored customers and 
those known to have an interest in the line being 


promoted by the show. 

Make another mailing, or house-to-house distribu- 
the trading area, of a_handbill. 
money. Check mailing list 
If you are promoting power tools, make 


tion, throughout 
Don't 
carefully. 
certain that most of the invitations are mailed to men. 


waste your your 


If it’s housewares, send most of your announcements 
to members of women’s organizations. 


Step No. 8—Organize the Exhibits 





Now your exhibit manger must get to work. He 
must learn of any special requirements for the manu 


facturers’ exhibits. Since most will be powered It 
may be necessary to have an electrician run a tem 
porary power line into the exhibit hall. The show 


manager should give exhibitors details about when and 
where to ship their exhibits. Perhaps most will bring 
their own equipment. Arrange to have show set up 
well in advance of opening. 

Make a floor plan and allot space to exhibitors. If 
you have competing manufacturers it would be well 
to have them separated. If some demonstrations are 
expected to draw crowds, allow sufficient space in the 
Check exhibit hall has folding 


aisles. whether the 
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tables which can be used for booths. Use a heavy, 
durable paper to cover these tables. Light lumber can 
be used to make supports for the banners to be used 


booth. Work with your sign man. on 


OoVvel each 
decorations. 
Signs and decorations should be prepared well in 
advance to get maximum use from them. Don’t for- 
yet to use bunting and banners inside 
and outside the store, so that customers 
don't overlook the coming promotion. 
Use a tape or wire recorder to broad 
cast announcements of the show, several 
These 


made simultane- 


days in advance of the opening. 
announcements can be 
ously inside the store and on the side- 


walk by using a speaker over the front 


door. These same recorded announce- 

ments can be broadcast from a_ store < 

truck, cruising the trading area. A series 

of the same message, or variations there- é 

of, can be repeated as often as possible on ‘ ~ 


the same recording tape or wire so that 
the machine will operate continuously 


for 30 minutes or more without attention. 


Step No. 9—Final Show Details 





As the date for the promotion approaches, step up 
the tempo of your publicity. Put in special windows 
stressing the theme of the event. 
Your whole point now 


Use window stream- 
ers; use signs on the truck. 
is to make your trading area feel that something big 
is happening. 

A store meeting should be held a few days before 
the event to acquaint all employees with the purpose 
and plan. The show manager should make assign- 
ments to those who will have special duties in connec- 
tion with the show. The show manager should show 
his job assignment list to the store owner or manager 
beforehand, for approval. Remember that your em 
ployees will be working extra time for the store, even 
though dressed in their Sunday best, so the item of 
wages will be another expense to be considered as part 
of the total cost of the promotion 


—_— 


| ‘) Step No. 10—Make It Pay Off 


Should you sell merchandise at the exhibit? It all 


depends. You want to always keep in mind that you 


are putting on this promotion for one purpose .. . to 
Sometimes these sales 
sig ticket 


produce sales for the store. 


cannot be completed immediately. items 
especially, may require time before a prospect makes 
up his or her mind. So you want to also take a long 
range view. To capitalize on the long range benefits, 
you want to be sure you get good registration lists. 
The door prizes are usually tied in with a registra- 
tion card, so here is an ideal prospect list. Don’t bury 


it after the show; use it—ift cost you money. 


If your demonstrations will be mostly large items, 


as for example combination power tools, you can as- 
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sume that most of your attendance will be men inter 


ested in tools. So why not set up your own display 
of small tools and equipment, say under $10, that 
Make an effort to really sell 


This permits the large demonstra 


might interest a man. 
from this display. 
tions to develop good sales leads for you. 

With this small selling display, you'll realize some 


~~ 


How Announcements Were 
\ Made—The message below was } 
} put on a tape recorder and played 
into the store’s PA system at fre- 
quent intervals, as part of Herr- 
mann’s publicity effort in building 
up their promotion. Speakers out-  } 
f side the store carried the message } 
# to other shoppers. 


Tonight's the night. The last night you will 
have the opportunity of visiting the Herr- 
mann's Do It Yourself Show. This action 
packed power tool and home decorating 
show will have its final performance tonight 
starting at 7:00 o'clock. Admission is free, 
many valuable door prizes will be given out 
tonight. You may be the lucky winner of a 
Black & Decker sander kit worth more than 
$35.00, or an 8 in. genuine Delta Homecraft 
saw table. Register tonight at Hoffman 
Hall, 6926 Cooper Ave., just 4 short blocks 
from this store. Some lucky visitor this eve- 
ning will receive a jumbo roll of Kimsul re- 
flective insulation, enough to completely in- 
sulate the average attic, for just guessing 
the correct number of square feet of insula- 
tion on the roll on display. This is the first 
show of its kind in Queens County, and to- 
night is the final night of the show. Make a 
date right now and attend the Herrmann's 
Do It Yourself Show. As a special feature, 
the famous color consultant and home dec- 
orator, Betty Moore, will be in attendance. 
She will answer your home decorating and 
painting problems in the same gracious 
manner as she has done for the past few 
years over your favorite radio stations. To- 
night is your last chance to see this fascinat- 
ing show. We extend a most cordial invita- 
tion to the ladies as well as the gentlemen. 
See power tools in action, free movies on 
uses of Delta Tools. You may be a lucky 
winner of door prizes valued at over 
$100.00. Make a date right now, make a 
date to visit Herrmann's Do It Yourself 
Show, tonight, at Hoffman Hall, 6926 
Cooper Ave., just four blocks from here. 


eee 
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sales. But remember, many of the real benefits from 
a promotion will be felt over an extended period of 
time. It is unlikely that you can pay all your promo- 
tion expenses by sales at the show. This has been 
done, but it requires a great deal of sales effort and 
may tend to create an unfavorable feeling among those 
attending. 

These then, are the basic steps that must be taken 
to put on a successful promotion and demonstration. 
Observation of many promotions makes it obvious that 
the keystone to a successful promotion is advance 
planning. If you neglect to plan adequately, you are 
wasting your time. After the promotion is over, don’t 
sit back. You’ve spent all this money and time be- 
cause you felt it would in the long run put more profit 
into your operation. Don’t slack off now. Follow up 
on the prospect names you obtained from the booths 
and from the registration cards. Make more than 
just one mailing to this group. 


Keep Line Featured 


Keep the items you featured in the show in a 
prominent position in your store. People will be com- 
ing in, attracted by something they saw at the show. 
If you hide the lines, you'll likely lose a customer. 

Much of the information contained in this article 
was based on the experience of an outstanding dealer 
in Glendale, Long Island—Otto Herrmann, Inc. A 
recent “Do It Yourself” promotion put on by Herr- 
mann’s is illustrated in the photograph accompanying 
this discussion. 

The editors asked Otto Herrmann, sales manager of 
the store, and Gus Herrmann, advertising manager, 
for their reaction to some questions about the store’s 
Do It Yourself promotion. Here are the answers. 


What Does It Cost? 


“Needless to say we were very pleased to ring up 
about $600 in power tool sales in the first two days 
after the close of the two-day show. We sold a couple 
of routers and a couple of belt sanders and the cus- 
tomers told us that the demonstrations at the show 
had influenced their purchases.” 

Should selling be done at a show? “We limited our 
selling efforts at the show to one central booth, at 
which we displayed small tools, home workshop mate- 
rials and ‘how-to-do-it’ literature, all priced under 
$5.00. During the first evening we sold about $100 
worth of small articles from this booth but that was 
the only business we attempted to write.” 

What does a promotion cost ?—‘Costs of a show can 
be limited to whatever the store management thinks 
the effort is worth. In our case, since we were look- 
ing for the long range effects rather than an immedi- 
ate sales impact, we invested in this as institutional 
advertising. Our total costs ran to approximately 
$550 for the two evenings. The breakdown was ap- 
proximately: Printing of two different invitations, 
$56; mailing costs, $60; rental of hall, $50; decora- 
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tions, including all signs for trucks, store and exhibit 
hall, $200; temporary electric line, $35; and miscel- 
laneous expenses, including overtime pay of employees, 
$160.” 

Are promotions worthwhile? “Definitely so, in our 
experience,” Otto Herrmann told us. 

What are the benefits of promotions? “We do not 
measure the results of our promotional efforts, such 
as this show, on a dollar-and-cents basis. We are not 
so much interested in the immediate returns but rather 
in the long-range effects,’’ Gus Herrmann, advertising 
manager, explains. While our “Do-It-Yourself” show 








OTTO HERRMANN INCORPORATED 
INVITES YOU TO ATTEND A COMPLETE 


“DO IT YOURSELF" SHOW 


FEATURING 
POWER AND PORTABLE ELECTRIC TOOLS 
PAINT, AND RELATED ACCESSORIES 


AT 
HOFMANN HALL. 69.26 COOPER AVENUE. GLENDALE 
‘ 2 SHORT BLOCKS FROM R STORE) 
ON 
WEONESDAY & THURSDAY. NOVEMBER 4TH & StH, 1953 
FROM 7 30 P.M. 1010 30 PM 


LEADING MANUFACTURERS \ 


um RN PROFE 











This embossed invitation, with raised printing, was 

issued to Herrmann's preferred customers. A less 

expensive invitation was used for general distribu- 
tion. 


was our first store promotion as such it was not our 
first promotional effort. We decided to run our own 
show as the result of our experience from participat- 
ing in the Long Island Home Show, over the past five 
years. All of our advertising and promotional activi- 
ties are directed to the end of making Herrmann’s the 
power tools headquarters for our trading area. We 
know that we are succeeding in this effort for many 
of our power tool sales are now being made to people 
who live well outside of our normal trading area.” 

When does a promotion pay off? “We were pleas- 
antly surprised about the immediate returns from our 
‘Do-It-Yourself’ show, for our principal objective was 
to create a consumer interest in power tools as Christ- 
mas gifts and we don’t expect the full impact of the 
show until the height of the Christmas season,” Otto 
Herrmann reported. 


Other Articles on Promotions 

Readers interested in learning more of how vari- 
ous stores have put on promotions are advised to read 
the following articles which have appeared recently in 
HARDWARE AGE: 

Does a Special Promotion Pay-Off? issue of Oct. 
15, 1953, page 81. 

Promotion Draws 5000 in Town of 450, issue of Oct. 
15, 1953, page 84. 

Marks 50th Anniversary with 4 Big Sales Events, 
issue of April 16, 1953, page 97. 
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Rental sanders and related mer- 
chandise in floor display. Otis B. 
Land, store owner, is at right. 


Floor Sander Rentals 
Aid Sales Of 
Related Items 
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Related sales of Kansas City dealer are 
$3.40 for each $1.20 in sander rentals 


The rental of floor sanders and edgers in Otis B. 
Land’s hardware store in Kansas City, Mo., boosts 
business in related items. The ratio is $3.40 in mer- 
chandise sales to $1.20 in rental fees. 

Related merchandise sales and rental fees have 
brought in about $11,000 in the 344 years Mr. Land 
has operated a floor tool rental department. 

Current income is about $1,200 a year in fees; 
$1,000 in abrasive sales; and $2,400 in sales of finishes, 
brushes, scrapers, and similar items. 

Sander rentals also bring in new customers. About 
75 pet of the rentals are to customers who were never 
in the store before, and about two-thirds of these first- 
time customers become repeat customers. 

The department takes up about 8 sq. ft of floor space. 

“Il have no other item or department in my store 
than can come anywhere close to giving me the same 
profit for the amount of floor space required,” Mr. 
Land observed. 

“It is by far the best dollars and cents profit item 
foot-for-foot in hardware.” 

Tools for rent are two sanders and two edgers. A 
sander and edger combination is rented for $5 
per day. 

Customers are mainly home owners. There is some 
business with carpenters and painters working in the 
neighborhood of the store. 

Mr. Land helps customers who are renting floor 
sanders for the first time so they will get good results 
and become boosters for his store. He explains paper 
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to be used, and how it goes on the machines. He goes 
over information on the instruction plates on tools and 
on the rental sheet. 

Maintenance cost is a factor where many new users 
are handling equipment, but Mr. Land has found this 
item to be low in his store. He has spent only $168.96 
in 34% years on upkeep. 

Rentals are promoted by newspaper advertising, 
and store displays and signs. 
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Manufacturers’ Displays Help 


Build Volume in Texas Store 


Special displays save small-town dealer’s time 
in serving customers and checking stock. Use 
of such units has increased sales from 25 to well 


over 100 pct in a variety of lines 


An enthusiastic user of manufacturers’ display units and display expert, something which few small-town 
is T. G. Harris, Jr.. who manages the P. K. Dudgeon hardware stores can afford,” he says. 
Co. store in Port Lavaca, Tex. Mr. Harris has found “Most of these units display the stock so well that 
that use of such displays has boosted sales and saved with a glance we are able to take inventory—a factor 
time for himself and his staff. essential for fast stock turnover. This is something 
“By selecting those displays designed with the we would not have time to do if the stock were less 
small-town merchant in mind, we find that we are able openly displayed.” 
to compensate in part for our lack of a merchandising More than a dozen different manufacturer display 


! Mr. Harris along the road to greater profits 
ve use of manufacturers’ display helps. 





Lamp sales began a sharp 
up-turn when displayed in 
this unit in a front-of-the 





store location. 
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Below — Women now buy 
m garden hose than the 
firm sold before installing 
this unit near its hardware 


displays. 











A variety of “help-yourself" display units in this section showed the value 
of well designed dealer jnelps. 


all- . , : 
I-town units are used at Dudgeon’s. Use of each has helped 


increase volume in its particular line from 25 to sev- 
ell that eral hundred per cent, says Mr. Harris. He also 
, factor utilizes some display units for featuring wholesalers’ 
nething private brand items. 
ere less It was just a year ago that a salesman for a bolt 
; manufacturer induced Mr. Harris to add bolts and to 
display buy a sufficiently large stock to justify the manufac- 
turer furnishing a self-service bolt display unit. 
The company had carried bolts as a part of its farm 
equipment stock, but had sold that department six 
years previously, to devote full attention to hardware 
and housewares. In those days, even with the help 
of the equipment department, bolts did not sell well. 





Bolts Became Impulse Items 





To Mr. Harris’ surprise, when he placed the bolt 
j bar in a front-of-the-store location, where nearly all 


I “ 
Ve ry few po ket knives were disp ayed or d unt 


this unit was acquired. Sales of pocket knives have 
talle 


customers can see it, bolts became impulse items. To- 
day, bolts are among the fastest-selling items in the 
store, no comparable space returning greater net 
prefit. 

This is one of numerous ways the Dudgeon store 
uses manufacturers’ displays to help compensate for 
its limited staff and the absence of potential volume 
sufficient to justify employment of a display and mer- 
chandising man. During the past year, Mr. Harris 
has been utilizing practical manufacturers’ helps 
designed to fit small-town store needs. He finds that 
each display help of this type he uses has helped 
increase volume and turnover for lines featured. 

Another manufacturers’ salesman offered Mr. Har- 


been quadrupled since it was Ins j 





in 





Right—Sales of scissors and shears rose rapidly 
e ’ . . 
when manufacturer's display unit purchase caused 
firm to put in a good stock. 
1953 


HARDWARE AGE, DECEMBER 10, 1953 73 














AY 


MN 


ris a tool bar, which consisted of a complete display 
and merchandising package. 

The firm had been displaying shop and other tools 
in the same section with poor sales results. Mr. Harris 
was not enthusiastic about the purchase of a tool bar 
and stock to go with it; but was finally persuaded to 
buy the unit and merchandise. Since installation of 
the tool bar his sales of hand tools have more than 
doubled. 


Impulse Sales of Tools Zoomed 


Impulse sales of tools started a quick rise when the 


tool bar was placed in a location clearly visible 
throughout the store. 
Until about six months ago the firm carried a 


limited line of pocket knives. A manufacturer offered 
the management a small, compact and attractive dis- 
play and stock unit small enough to fit atop any 
counter. The unit shows 24 different styles and sizes 
of knives. Any six or seven numbers are selling better 
than the six or seven previously offered by the store. 

Sales of pocket knives are now three or four times 
greater than before installation of the unit. 
vestment 


The in- 
in stock was only slightly higher, as the 
stock turns more than twice as fast as it previously 
did, Mr. Harris states. 

Until recently the firm stocked but four different 
sizes of household scissors. A salesman induced Mr. 
Harris to stock enough scissors and shears to obtain a 
special merchandising display unit. This meant the 
purchase of more stock than the store had previously 





\\ J 


Impulse sales of tools for the 
home and household har 
ware have been numero 
since these manufacturer 


displays were added. 


had in such items. The unit’s attractive appearance 
was a big factor in inducing Mr. Harris to make the 


purchase. The unit stands on a ledge near the cashier's 


window. 
“IT did not believe that so many people in town 
would buy scissors from us,” Mr. Harris says. “And 


to our surprise, some customers buy two or three pairs 
of scissors or shears at one time, to assure themselves 
of having a variety of sizes and models.” 

Mr. Harris did not think that drill bits and 
and dies would be good impulse sellers. He bought a 
special display unit for showing a wide range of bit 
It showed sizes and prices so well that customers now 
these items. this 
unit, he has one featuring taps and dies, similarly 
marked. 


taps 


wait on themselves for Alongside 


These two compact display units are shown on a 
waist-high ledge near the shop tool department. Many 
impulse sales of these items are now made to shop me: 


Lamp Sales Up 300 Pct 


A neatly kept electric lamp display unit located just 
inside the main entrance to the store has increased 
lamp sales more than 300 pet—simply because it r 
minds customers that they need an extra lamp or two 
in their homes. 

Mr. Harris now knows—to the firm’s profit—that 
merchandise well displayed is more easily and quick! 
He knows that effective use of well-designed 
’ display units saves time and great] 


soid. 
manufacturers 
increases impulse sales in a variety of lines. 
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7-Point Program for Guns 


Is for the 
Id hard 
numerou Lay-Aways account for half of sales of better grade 
— guns for small-town Pennsylvania dealer. One out of 


dded. 
three customers trade-in on advanced models 








More than 100 guns are sold expert advice, trade-ins, try-out Lay-Aways,” explained A. F. 
each hunting season by Boyer pit, window trims, and a histori- Boyer, owner of the store. 
Hardware, in Slatington, Pa., cal collection. “Aside from lower price rifles, 
(population 4,500), with this “We start the sale of guns a 50 pet of our gun sales are lay-a- 
seven-point program: little ahead of the hunting season ways.” 

Lay-Away sales, big selection, and at the same time we promote The Boyer store has a big se- 

Field and woods scenes comprise window trim that helps sell qun: 


pearance 
nake the 


cashier's 


in town 
s. “And 
ree pairs 
emselves 


ind taps 
ought a 
of bits 
ers now 


ide this 





imilarly 


yn on a 
Many 


op men 


ed just 
creased 
> it re 

or two 


t—that 
quick] 
signed 
greatly 





0, 1953 HARDWARE AGE, DECEMBER 10, 1953 7 














lection of guns of the various types 
hunters in the community will 
want. 

This does not mean that we car- 
ry a big inventory, for guns run 
into a lot of money,” Mr. Boyer 
explained. 

“We carry one gun of each type 
that will appeal to hunters in our 
area, so We have a variety to show 
our customers. 

“When we make a sale we re- 
order that number. If it is a cash 
sale, we ask the customer if he 
can wait until we order it, and if 
so we deliver the replacement. If 
the customer wants the gun right 
away we sell him the one from 
our stock. 

“With Lay-Away sales, we have 
enough time to get in replace- 
ments and make deliveries.” 


Expert advice is available at the 


Boyer store for Mr. Boyer is an 
experienced hunter and is a mem- 
ber of local skeet clubs. 

“A dealer has to know what he 
is selling, when dealing with cus- 
tomers on their first gun pur- 
chases,” Mr. Boyer noted. 


Satisfaction Assured 


“If the customer is disappointed 
with the gun, it is doubtful if he 
will return to the store. There- 
fore, we determine if the gun is 
for target practice or for game. 
Also, we sell a gun that will fit 
the customer's pocketbook. The 
customer is assured of satisfac- 
tion, and we are sure to get his 
return business.” 

Return business is important 
for Mr. Boyer does quite a bit of 
trade-in business 

Mr. Boyer tells customers that 
when they are ready for an ad- 
vanced model he will accept their 
gun as a trade-in, and about 30 
pet of his customers return for 
better guns. Mr. Boyer has one 
gun that has been sold to six cus- 
tomers, each trading it in for an 
advanced model. 

Customers have an opportunity 
to try out guns for Mr. Boyer has 
a try-out pit on a vacant lot back 
of his store. Targets are set up 
and customers can take trial 
shots. Mr. Boyer always accom- 


(Continued on page 94) 








Self-Service 
what it is... how it works 


Many readers have asked HARDWARE AGE to recommend to them 
books on self-service that might help them better understand this 
technique. 

Unfortunately we know of no books that we could freely recommend. 

However, we do suggest that dealers interested in the many aspects 
of self-service will find much valuable information in the two booklets, 
“Will Self-Service Work in My Store?” and “Clinic on Simplified 
Selling.” 

These booklets contain the discussions presented at two meetings 
held in Chicago under the joint sponsorship of the Chicago Retail Mer- 
chants Assn., the Illinois Federation of Retail Associations, the Univer- 
sity of Illinois and Northwestern University. 

The first booklet, “Wil Self-Service Work in My Store?”, of 64 
pages, includes talks made by such speakers as F. Williams, manage) 
of national store planning and display, Sears, Roebuck & Co.; Al Cornet, 
co-owner of an Ace Hardware store in Merrillville, Ind.; J. P. Herring, 
director of self-service operations, Walgreen Co.; S. J. Fosdick, vice- 
president and general operating manager, Weilboldt Stores, Inc. (who 
operate a self-service toy department) ; C. D. Southard, vice-president 
and director, wholesale division, Butler Bros., Chicago. 


Simplified Selling Clinic 

The second booklet, “Clinic on Simplified Selling,” of 92 pages, 
includes, in addition to Messrs. Fosdick and Williams, the comments 
of E. B. Weiss, Grey Advertising Agency; J. Perry Smith, merchandise 
planner of Marshall Field & Co.; F. Packard, president of Packard- 
Bamberger & Co., and J. E. Briggs, assistant general manager, fran- 
chised stores division, Butler Bros. 

This latter book, “Clinic on Simplified Selling,” is especially interest- 
ing in that it tells how Weiboldt’s finally set up its self-service toy 


’ 


department. It also contains a number of discussions on Sears’ experi- 
ence with self-service in many stores and covers their findings in con- 
nection with signing, check out counters, pricing, and the size of the 
average sales checks from both self-service and service type selling in 
their hardware departments. 

Through the helpful co-operation of the Chicago Retail Merchants 
Association, HARDWARE AGE has arranged to make these two booklets 
available to our readers at a special price of $2 a copy. 


How to Obtain a Copy 

If you want a copy of one or both of these booklets (both have soft 
covers) read the following instructions carefully. 

Send check or money order (no COD’s) for the number of books you 
want ($2 for one copy, $4 for both booklets) to HARDWARE AGE, 100 
EB’. 42nd St., New York 17, N. Y. 

Mark the envelope “Aft. Self-Service Books.” 
name which book or books you want. 

Make checks payable to: Hardware Age. 

The books you order will be mailed you from Chicago, postpaid. 

The regular price of each of these booklets is $3, but to make them 
available to readers of HARDWARE AGE, we have undertaken to handle 
orders, without profit, in this special arrangement with the Chicago 
tetail Merchants Assn. 

If you want a copy of one or both of these books, read the above 
instructions carefully. 


Be sure to specify by 
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Gift Wrapping 
Adds $500 to Volume 


them 

1 this 

mend. 

spects 

klets, Dallas hardware dealer puts wrappings on 12-month 
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basis. Increases housewares sales 15 pet 

etings 

-Mer- 
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of 64 Gift wrapping has been set up business days. Housewares sales The service stemmed from gift 

nager as a 12-month service, and cus- have been increased about 15 pet, wrapping during the Christmas 

ornet, tomers are charged according to Mr. Reed believes. season. 

rring, the size of the purchase at Reed Customers are charged accord- The store, in a suburban loca- 

- vice- Hardware in Dallas, Tex. ing to the size of the article. As tion, has an active giftwares de- 

(who Gift wrapping brings in from a general rule, purchases up to partment throughout the year. 

sident $300 to $500 a vear, outside of the $12 are gift wrapped for free, E. B. Reed, owner, observes that 
Christmas holiday season, and upon request. The charge on small requests for gift wrapping were 
wrapping materials cost about giftwares is 25¢; a heavy fruit increasing. To fill these requests, 
$120. An average of four or five bowl, 35¢; a dinnerware set, 50¢; Mr. Reed established gift wrap- 

pages, packages are wrapped on ordinary larger size articles, 75¢ or $1. (Continued on page 9%) 
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Modernization 


Shopping Simplified by Quick Service 


Cashiers at central check-out counter direct customers to num- 
bered departments. Increase in impulse sales has resulted 


Keeping abreast of the newest techniques in retail- 
ing 1s the reason why the hardware firm of P. E. 
Snyder & Son is able to do a $700,000 volume of busi- 
ness in Blanchester, Ohio, a town of only 2,500 popu- 
lation. 

Early last year, this hardware store changed its 
mode of operation to a self-selection plan which it 
calls Quick Service. 

While this store carries an estimated 34,000 items in 
its stock, many of which do not properly lend them- 
selves to self-selection, the management was able to 
switch its operations with a minimum of_ physical 
changes. The only expense involved was for fixture 
alterations, which amounted to about $500. 

The store is operated with six sales people and two 
cashiers. According to Cy Snyder, the store’s mer- 


View toward front of departmentalized, quick-service store. 


chandising manager, an increase in business war- 
ranted the employment of a second cashier. 

The cashiers are located at a check-out counter, 
located between the two front doors of the store. 
More merchandise has been displayed near the check- 
out counter, with a resulting increase in impulse sales. 

The store has been divided into 18 sections, each 
identified by large black numerals on yellow cards, 
measuring 12x14 in. Cashiers direct customers to the 
number of the section in which the desired item of 
merchandise is to be found. 

When customers enter the store they notice a large 
sign over the check-out counter which reads ‘“Informa- 
tion.” When they ieave the store they read “Cashier” 
on the back of the same sign. 

At the right entrance is a display fixture with a 
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ounded front on which is mounted a display device, 
rectangular in shape, a foot square and four feet 
high, mounted on a turntable. On this revolving dis- 
play unit, made of perforated board, are special values, 
taken from the hardware or houseware stocks, which 
are specially priced for the day or week. 

In front of the other entrance is another table with 
a curved front which is used for marked-down items. 
Backed up to this table is another unit, handy to 

istomers as they are leaving the store, on which are 
displayed pottery and small figurines, or similar mer- 
chandise, modestly priced. The merchandise on this 
table is changed frequently. 

The walleases on the left side of the store were 
renovated and glass shelving was installed for the 
display of housewares, glassware and giftware. 

Electric housewares are now displayed on the waist- 
high ledge of the wallcases and these are hooked up 
for demonstration. It is reported that the sale of such 
merchandise has increased about 40 pct. 

Old walicases on the opposite wall were adapted to 
open display by removing the doors and installing 
perforated board and brackets for hand tools. 

As an example of how the new merchandising meth- 

has increased sales, Mr. Snyder cites hinges. Be- 
fore the change, eight sizes of hinges were sampled 
on a door. Now 44 hinge units, specially wrapped and 
priced, are now displayed in bins. 

Last year this store had a sales volume of more 
than $700,000. The store operates seven trucks and 
makes deliveries within a radius of 30 miles of 
Blanchester, Ohio. 

The business was started by P. E. Snyder, who, 
though now 85, is still on the job every day. His son, 
Harry C. Snyder, is vice-president and general man- 
ager; Mrs. Harry Snyder is secretary; their son, 
Cooper, is assistant secretary, and Cy Snyder is an- 
other son of P. E. Snyder. 
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Above—Placemeni of housewares on glass she 
against light background has stepped up 


Below—Use of perforated board in wallcase 
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it easier for customers oO make selection 


Bottom—Signs suggest customer make sel/f-sele 
pay at check-out counter. 

























30% More Business 
From Open Display 





A new owner—a move next door—refixturing for open 
display put new merchandising life into this store 














The views of Hecker's East Sprague 
Hardware, Seattle, Wash., shown on 
these pages demonstrate the type of 
open display fixtures used by the store 
to en ourage a high degree of self ser- 
vice and speed self-selection. This gar 
den tool rack, home-built of pipe 


frame, chicken wire, and a platform 
J f 





on casters is a front-of-store and in 


terior display. 


: ¢ - 4 Le 
aints are at the r 








management ider 
them all year sellers ratt 
/ Ip 





er than Qa seasona 
mand item. The fixture 
permits self-service buf 
owner Fred L. Hecker a 
Mrs. Hecker are traine 
decorators who offer « 
ed 












HARDWARE AGE, DECEMBER 10, 1953 


























10, 1953 








30% More Business From Open Display 
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Left—Display windows at the store were constructed to provide quick changes of display. The base of each 

of the two windows is mounted on casters so that it can be rolled back for easy, more convenient dressing of 

displays. Right—Here is a specially designed rack for sleeping bags. Made of pipe, the rack keeps the 

merchandise from getting soiled and enables the buyer to see exactly what he is buying. Mr. Hecker's me- 

thod of displaying all lines in an open, self-service manner increased his volume in two years by 30 pct and 
his inventory from $8,000 to its present $32,000 level. 


Heating, Air Conditioning Service 


Housed in Separate Building 


Heating and air conditioning is 
such an important line with the 
John J. Vycital hardware store 
serving the agricultural area 
around McHenry, Ill., that the de- 
partment’s service facilities are 
housed in a separate service and 
warehouse building back of the 
store. 

The service and warehouse build- 
ing is connected with the store by a 
30-ft concrete ramp so merchandise 
can be brought up for display pur- 
poses as needed. 

When expansion of the service 
facilities was indicated, the firm de- 
cided to use land back of the store, 
that sloped back to the next street. 
A concrete block building 35x80 ft 
was built to house a sheet metal 
shop, two planning offices and a 
4-truck storage area. 

The second floor is used for stor- 
age. The elevator was located at the 
rear of the truck storage area. 
Trucks can be backed into the 
area, and unloaded directly to the 
elevator. 

A loading platform was built at 
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the rear of the building to serve the 
farm trade. Orders for bulky items 
like fence posts are assembled on 
the platform, and farmers can drive 
their cars or trucks to the platform 
for loading. 


Drives to the service building 


and warehouse and rear of the 
store are from a side street. The 
drives are wide, and there is a near- 
by parking area, so it is easy to 
handle company trucks and cus- 
tomer vehicles at any time without 
congestion. 


Warehouse and service building at rear of store houses heating 
and air conditioning departments. 
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Credit Selling 


S| 20 pct more traffic 
; $3,000 extra volume 


From Store-Wide Lay-Away Selling 





ach Painless credit offered throughout year accounts 
Add for 9 pct of gross volume. Lay-Aways peak is during 
me- Spring and Christmas. A budget plan is also offered 
and 


Sales of big ticket items—power 


mowers, power tools, applianees, 


of the : . 9 s : 

kitchen furniture, and in fact 

eet. The ‘ 

sal saieat, most any item over $10, have been 

p é sti ate y » 12- Lay- 

our te pecan om by a = soe ay 

ma €us- aon - of yg ware, Inc., In 

without Takoma Park, Md. 

Last year, Lay-Aways accounted 
for an extra $3,000 in volume, an 
increase of 50 pet over 1952, and 

resulted in a 20 pct gain in traf- 
eating fic—traffic that comes in weekly 


to make payments and shop the 
store’s departments. 





That is done with no promotior. it 
other than talking signs in the | 
re te * ~ 
store, salesmen’s suggestion and HORE 8 





by word-of-mouth. K. G. Fellows, K. G. Fellows (left), president Hardware, Inc., completing 
president of the firm, prefers this a Lay-Away power saw sale. 

method to other advertising for it 

enables him to exercise better 
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credit control. 

Good credit control and good 
recordkeeping, he feels, are the 
cornerstone of a profitable and 
efficient Lay-Away program. 

The response Lay-Aways get, 
Mr. Fellows attributes to new 
homeowners’ needs for a great 
deal of equipment that they can- 
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not afford at a time when heavy 
bills are converging upon them. 
His store has many such prospects 
since it is located in a fast-grow- 
ing suburb of new home owners. 

“Lay-Aways,” he believes, “are 
strictly a neighborhood trans- 
action with homeowners and not 
with apartment house residents. 


Transiency and credit risks might 
be too great with any but the 
homeowning group.” 

A good record system for Lay- 
Aways avoids selling the item 
twice, avoids snarls in time-pay- 
ment accounting, in confusing in- 
ventory records, he reports. 


This is how the store handles 
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its Lay-Aways. When a customer 
selects an item, a deposit of 10 
pct of the full price is required. 
The item is then withdrawn from 
stock and placed in a basement 
stockroom area. 

This reserved area is 10x10 ft 
throughout the year except at 
Christmas, when to take care of 
the heavier load, it is expanded to 
10x20 ft. All packages stored in it 
are tagged with a yellow ticket to 
signal sales people that the mer- 
chandise has been sold. 

Customers are allowed to desig- 
nate how the payment is to be 
made. There is no written, signed 
agreement between the dealer and 
the customer, but the merchandise 
is not released until it has been 
paid in full. 


Held for Three Months 

Lay-Awavys are held for a maxi- 
mum of three months. When a cus- 
tomer has placed a Lay-Away de- 
posit on an item and fails to com- 
plete the payment within three 
months, the item is put back into 
stock. 

If at a later date, the customer 
claims the item, it is replaced if 
in stock. If not, the customer is 
given a credit equal to the amount 
that had been paid in on the Lay- 
Away. 

No refunds are made. Neither 
are statements issued to custome) 
on items that have been partially 
paid for. 

The store’s record — system, 
which has been worked out to save 
a maximum amount of clerical 
work, consists of a customer's or 
der book, containing an original 
and three copies of a sales ticket. 

The original, in white, is filed 
with the customer's account. A 
pink copy goes to the customer, 
and the yellow copy is attached to 
the merchandise. The fourth, a 
tissue copy, remains in the order 
book. 

The original, which is filed with 


the customer’s account, is the 
store’s record on which all pay- 
ments are posted. When a customer 
comes in with his pink ticket to 
make a payment, the amount and 
balance is recorded on the store’s 
white ticket, and on the custom- 
er’s pink copy. 
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The system has proven most 
satisfactory for inventory pur- 
poses, according to Mr. Fellows. 
A $50 item on which a $5 deposit 
has been made is still in inventory 
at $45. This information may be 
quickly taken off the 
white ticket in the accounts re- 


original 


ceivable file. 
Lay-Aways are promoted by 
signs throughout the 
store. Such signs read: Lay-Away 
Small Down Payment Until You 
Are Ready to Pick It Up. In addi- 
tion, high-priced items are ticket- 


spotted 


ed with Lay-Away and Budget 
Plan suggestions. 

Budget plans are another form 
of the store’s type of painless 
credit. It’s been a practice to sug- 
gest that customers consider a 
budget plan when they show in- 
terest in a Lay-Away. 

Budget terms are 1/3 down, the 
balance to be paid in three instal- 
ments over a 90-day period. The 
second payment is due in 30 days, 
and the third in 60 days from the 
time of purchase 

A 30-day grace period is per- 
mitted after the due payment date 
on a budget plan. Then a_ state- 


ment is sent out, followed by a 
second statement if there is no 
response. There are no phone cals 
nor personal calls. 

“It has not been necessal 
says Mr. Fellows indicating that 
there had been no real losses in 
either Lay-Away or Budget Plan 
items in the four years these types 
of credit have been extended. “\Ve 
have found the intention to pay 
Very good.” 


Budget plan merchandise is s¢ 


on a contract basis and is giver 
to the 

clearance. 
through routine procedures, 1)- 
cluding bank and employment ret- 
erences, earnings, charge account 
with other stores, and a check 
with the local credit bureau. 


customer after credit 


Establishing credit is 


j 


Iixperience has shown that o 
of every 10 Lay-Away prospects 
two will take advantage of the 
budget plan. 

Crystallizing the reason for of 
fering painless credit, Mr. Fellows 
says, “It’s the difference between 
making $3,000 more a year 
sales, or not making it.” It repre 
sents about 9 pet of the store’ 


vross volume. 


Sells Dog Goods to Sportsmen 





All hunters and anglers visiting Ace Hardware in Waukegan, II/l., to 

buy equipment for themselves can easily see this pet supplies sec 

tion located close to hunting and fishing supplies. Numerous impulse 

sales result from this location, although many customers are at 
tracted to the department through newspaper ads 
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SUPERIOR 


HEAVY DUTY 
STEEL LEGS 


TO MAKE TOOL 
STANDS .. . COMES IN 
5 DIFFERENT HEIGHTS 





Model Length List per Set 
1420 20" $5.95 
1424 24" 6.45 
1428 28" 6.95 
1430 30" 7.45 
1432 32" 7.95 


All hardware included 


FOR MAKING 
WORK BENCHES 


Use Superior Heavy 

Duty Steel Legs with 
Heavy Steel Cross Supports 
for both Top and Shelf 











Work Benches 6 feet 
long and as much as 

3 feet wide can be 

made by using Superior's 
HEAVY DUTY ALL STEEL 
LEG and WORK BENCH 
ASSEMBLY 


Complete with all hardware 
List only $1945 


All holes drilled for mounting 
top and bottom shelf. Write 
for Full Dealer Information. 


SUPERIOR 


PRESSED STEEL COMPANY 
30 Cross St. Cambridge, Mass. 
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Display unit for unpainted figurines in Florida store 


When Richard Akers and Floyd 
Hebron arranged the giftwares de- 
partment in hardware 
store in St. Petersburg, Fla., they 
included a hobby line of unpainted 


their new 


figurines. Lessons in figure paint- 
ing is given by a local celebrity to 
promote the line. 

The partners are calling on ele- 


mentary and high school teachers 
in the 


school children in taking lessons at 


neighborhood to interest 
the schools or in the store. Instruc- 
tion is open also to adults. 

The initial inventory of $300 is 
displayed on a_ store-built island 
which has two shelves at the base 
and a black peg-board center. 





Shelf Warmers Converted Into Cash 
By Clean-Up Promotion 


If your store is overstocked and 
you have more than your share of 
shelf warmers, here is an idea for 
converting inventory into cash. 

The used by Scheel 
Hardware Co., in Fargo, N. D., 
last when merchants 
joined in a Chamber of 
Commerce clean-up campaign. 


idea was 


early year 


Junior 


Scheel Hardware ran three full 
page newspaper advertisements 
during the campaign and offered 


everything in stock at 20 pct dis- 
count. 


A special was offered the first 
day to attract store traffic. A broom, 
regular $1.50 value, was offered at 
99¢. The advertised 
with a double column advertisement 


special was 
the full length of the page. 

Store traffic was built on the final 
day of the sale by offering a bag of 
marbles to every child coming to 
the store accompanied by an adult. 

After the sale, slow movers were 
placed on a long table at the rear of 
the store, and marked down another 
20 pet. 
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Part of the up-front display of toys during the heavy promotion season September through February 


Keep Your Toy Section 
Active After Christmas 


A Louisiana hardware dealer believes that there is 
as much profit to be made in toys early in the year 


What do you do with your toy 
department after Christmas? 

Krank Duvic, owner of Duvic’'s 
Hardware & Paints at 3631 Jeffer- 
son Highway in a suburban sec- 
tion of New Orleans, says, “There 
is as much money to be made out 
of a toy department, after Christ- 
mas, as there is before that day.” 
Ile keeps his toy displays in good 
condition after Christmas for that 
reason. 

The Duvic store is a new one in 
a relatively new section. New Or- 
leans’ growth since the end of 
World War II has been largely 
outside the city limits. More than 
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as at Christmas-time 


any other section, suburban Jef- 
ferson Parish has enjoyed the 
overflow of the city’s population 
into new homes. 

Says Mr. Duvic, “Young fami- 
lies live in these new homes and 
toys are a natural for a profitable 
vear ’round department for us. We 
carry toys 12 months of the year. 





Where many stores slacken their 
playthings merchandising after 
Dec. 25, we have found that it 
pays to keep full steam behind the 
toy section for at least two months 





Le Be 
a 
>) 

A customer, having made selectic 
from the catalog, visits the store 1 
look at the things she decided 
“We find that the big buying purchase. 


after Santa has paid his visits to 
the youngsters. 
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MY TRADE KNOWS | STAND BEHIND THE — 


1ED HEAD, 


Ry WELL POINT 
mm NAA 


= “ ieaticmasnatll 


NO GAUZE JACKET TO RIP, STRIP OR PUNCTURE 


There’s a steady volume in well point sales when you show your 
customers a visible difference in quality. The ‘“‘Red Head”’ drive point 
for tubular and drive wells lasts longer and can’t clog because it’s made 
by an entirely different principle. 

It has a continuous V-shaped inlet slot and a direct waterway— 
with no pipe base! There’s several times more opening for water and no 
gauze screen to clog up or rip away. 

Welded from top to bottom into one solid unit, the ‘‘Red Head”’ is 
made of low-carbon steel, double galvanized. It can be driven as hard as 
necessary under all normal conditions. Since it’s used both as a flush point 
and drive point, /here is no necessily for duplicale stocks. 

Available in 114” and 2” sizes. 






. 






let “RED HEAL help you 
° make plus sales: 3 


ASK YOUR JOBBER, OR WRITE 
FOR BULLETIN 








EDWARD E. JOHNSON, Inc. 
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ELL STAR 
“MOLYFLEX”” 


High Speed Hacksaw Blades 







from | 
STAR’S | 
new | 


PAK 






= 


Star “Molyflex” makes you four 
times the dollar profit you make on 
regular blades—and gives your cus- 
tomers more than four times the 
cutting efficiency. You'll find Star 
“Molyflex” easier to sell when you | 
use the new “Flex-Pak” as a coun- | 
ter display. 

Besides being a profit multiplier, 
the “Flex-Pak” works for youother | 
ways, too. It’s a balanced stock of | 
80 STAR Unbreakable Special | 
Flexible (green) and 20 “Moly- 
flex” (copper colored) blades, re- 
duces your inventory,costsnothing | 
extra. 

Ask your wholesaler for the | 
STAR “Flex-Pak”—for better dis- | 
play, balanced stock and bigger 
profits with “Molyflex.” 








GD 3084 


Sold Only Through Recognized Distributors 


CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack 

Saw Blades, Frames, Metal Cutting Band 
Saw Blades and Clemson Lawn Machines. 


® 
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continues for about 60 days after 
Christmas. Those two months can 
produce as many toy sales as any 
two months prior to Christmas.” 

Because some people are uncer- 
tain as to what will please young 
friends or relatives they give them 
money for Christmas. “If someone 
suggests spending money gifts fon 
toys we have a good stock,” says 
Mr. Duvic. 

At the Duvie store, toy promo- 
tion for the Christmas 
starts in September with front-of- 
the-store location for toys. In fact 
they occupy most of the front por- 
tion of the store at that time. Lay- 
Away toy sales start as early as 


season 


September. 

When a customer wants to buy 
Lay-Away plan a definite 
of payments is worked 


on ia 


schedule 


out. It is not necessary for any 
down payment to be made at the 
time. Says Mr. Duvic, “We are 


not glad to see a customer pay 
out his Lay-Away earlier than ex- 
We prefer to have him 
make frequent visits to the store. 


pected. 


The more often he visits the store, 
the more effectively our store dis- 
They 


suggest additional ideas and new 


plays of toys work on him. 


purchases.” 

As the 
nearly paid 
who accepts 
this fact 
is instructed to 


Lay-Away purchase is 
for, the salesperson 
the payment 


from the records 


notes 
and 


bring out more 


Both low and high-unit ite 





arranged 


A Lay-Away purchase is 


The salesperson § inquires 
how many children there 
the family to which the Lay-Away 
item is to go. This 
leads to other sales for youngsters 
in the same or other families with 


toys. 
are In 


idea often 


whom the purchaser is acquainted. 


The Lay-Away plan keeps cus- 
tomers the 
store displays lead to additional 


returning and good 
sales. 

A Billy and Ruth 
tained from Leonard King Co., dis 


catalog, ob- 


tributors in New Orleans, bears 
the Duvic store imprint. It is di 
tributed to homes within the 


firm's trading area. Many custom 
carefully go through 
catalogs in their own homes ani 
Duvic’s to make the wa 


ers 


then visit 
tual purchase. 
Catalog distribution is made | 


ms are featured in the toy sectior 


Note Lay-Away invitation on the ledge just under wheel goods 
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* Special alloy tip for increased resistance to 
oxidation and wear 


* Advanced Transformer design — right 
amount of heat at the right time . . . melts 
solder in 3/2 seconds 


* Colorful silent-salesman display carton 


* Extra comfortable — 1° Ibs. weight, finely 
balanced and with coolest handle 


* Long life, heavy duty 180 watt transformer 


* Tough, long life case of laminated phenolic 
resin-impregnated cloth plastic 


* Positive trigger 





easy action 


* Backed by the famous LENK Warranty 
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NO OTHER SOLDERING IRON offers all these features AT ANY PRICE 


Lenk 


INSTANT iH HEAT 


Soldering Iran 


MELTS SOLDER in 3'/2 seconds! 
PERFECT BALANCE for working comfort! 
ADJUSTABLE SWIVEL-TIP 

permits any angle soldering! 
AUTOMATICALLY FOCUSED LIGHT 
always follows work! 


$Q.95 


list 








Hundreds of uses for the home owner “DO- 
IT-YOURSELF” market as well as craftsmen, 
electricians, model makers, floor, layers, 
radio repairmen, factory and shop. 











At your favorite jobber, or write for information to 


The 


Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 





Dealers’ Choice For Over 30 Years 
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The No. 133 HP 
"“Yankee-Handyman" 
with quick-return spring 
equipped with |,” bit 
for driving screws, 





the No. 233H 
“Yankee-Handyman" 
. .. the complete tool. 
With quick-return spring. 4 
Transparent magazine | 
handle. Supplied with [% j 
*2" and '4” bits. Three f j 

] 


drill points: °u", *”, t 
and %«” for boring 1 
holes in wood. | 


"YANKEE-HANDYMAN"| 
SPIRAL RATCHET 






uniformed teams of Boy Scouts, 
the treasuries of local troops 
benefiting from this employment 
of scouts. 

During the heavy toy promotion 
season, appropriate music is 
played over a record player at the 
Duvic store. In the weeks prior 
to Christmas there are Yuletide 
carols. Afterward, children’s rec- 
ords—each with emphasis on play 

are heard in the front-of-the- 
store toy section. 

Toy assortments are heavy at 
the start of the season. They are 
kept that way until after Christ- 
mas. Mr. Duvic reasons. that, 
“People shopping the downtown 


district for toys see big assort- 


ments. If you want to attract 
them to a suburban store, 1: Is 
necessary to offer assortments and 
selections as varied as those forind 
in the larger downtown stores 

Featured at all times in the 
Duvic toy department are good 
quality toys. Most of the firm's 
toy purchases are made from one 
source, thus simplifying its buy- 
ing procedure and saving much 
of the buying time at the store 
for attention to other depart- 
ments. 

Keeping toys in a prominent lo- 
cation in the store both before and 
after Christmas is a decided traffic 
and profit maker for the Duvie 


store. 


Pre-Wrapped Gifts Save Selling Time 


A quick service idea that saves 
not only buying time but selling 
time in a service store is being 
used successfully at a time when it 
is needed most—during the Christ- 
mas selling season 

The Heyman Hardware, Dan- 


bury, Conn., pre-packages its toys 
to lighten the labor load. 
Beginning long before Thanks- 
giving, and accomplished during 
slack periods, Christmas wrappings 
are put on packaged toys. 
The method is to open one box, 


NO. 
NEWS, |! 
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SCREW DRIVERS 


One whirl of the fast 
spiral with the quick- 
return spring and your 
customers get the idea 
...and you get the sale. 
One tool that drills, 
countersinks, and drives 
and draws screws. 
That’s a spot-seller in 
any store, any day. 

Extra sales for you in 
the No. 330H Accessory 
Pak, as a companion to 
the No. 133H Screw 
Driver. Pak contains 
extra ;5 bit for 
smaller screws, 
3 drill points 


Heyman Hardware pre-wraps its toys before Christmas using 
cellophane-covered sample for selling. Nor 






NEW USES FOR 
YANKEE 
Hanovman 


SCREW DRIVERS 

















for boring holes 
in wood, and 
a countersink. Hor. 
| | a No. 330H Accessory 
| ~ Pak with °s:” bit, 3 
| —- drill points and ' 
Ly rey countersink, 
TK ¢* 
NORTH BROS. MFG. CO. SF 
215 West Lehigh Avenue \—iji,as 
WV Sp 
Philadelphia 33, Pennsylvania Ww WEE), “<P 
Division of Stanley Tools GY. ey: 
STANLEY WOKS ue. 
a HARI 
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MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS + DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


n stores 
NEWS, IDEAS AND INFORMATION 


OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


nes in the 


are ood 







Aon2/ 
the firm’s SALES LEADS 


e from one 








ig its b ly- THE L. S. STARRETT COMPANY e¢ SINCE 1880 WORLD'S GREATEST TOOLMAKERS e¢ ATHOL, MASS., U.S.A. 
ving much 
the store 


Pr depart- 


1ERE’S A STARRETT COMBINATION SQUARE 
K COMBINATION SET FOR EVERY NEED 


yminent lo- 


before and 


ided traffic 


: H I $ Il Th Ri h 0 DISTRIBUTOR 
the Duvie Here’s How To Sell The Right One mu 
PROMOTION PLAN 
No. 11 ss ; ! 
Hardened Blade, The Starrett line of combination squares and 

Cast Head — 
combination sets is designed to provide the ynect Mall PROGRA 
{ “_e mere ng ’ “ 

° = mechanic with the right size and type of tool not ys yt 





s its toys only to suit his needs but at a price to suit his 





purse. By understanding the difference between 





e Thanks- No. 33 3 
: Hardened Blade the various numbers you can sell combination 
od during ond Heads ) 
wrappings squares and sets more eftectively. GETTING YOUR y 
a ” : , : PC TWEE Cc A 
r The popular No. 11 Combination Square has sETWEEN : 
| one box, ; i : 
a hardened blade and cast heads. No. 33 also has The Starrett Distributor Sales Pro- 
No. 9 a hardened blade plus drop-forged and hardened motion Plan is designed to make 
y Hardened Blade, - 
J Cast Heads, heads. Both are available in 4, 6, 12, 18 and extra sales calls for only “pennies 


Non-Reversible Protractor 


No. 433 
Hardened Blade and Heads, . Y > 
Non-Reversible Protractor non-reversible protractor head. No. 433 offers 


tas the No. 33 Combination Square hardened blade 


and drop-forged hardened head, plus a No. 492 


sizes, with or without center head. per call”. It’s a direct mail program 
} 7 fe — ade 1€i > Starrett Distrib- 
i, f Combination sets are made in 4 types. No. 9 made to measure for Starrett Distt 
. . . ; itors . : . supplements personal 
| consists of a No. 11 Combination Square with . PI I 
, selling, brings 1 ‘rs you might 
hardened blade and cast heads plus a No. 12 selling, brings in orders you 


otherwise miss. Put it to work for 
you. The cost is small, the results 
are big. Ask your Starrett salesman 


a or write for information. 
non-reversible protractor head. No. 435 is similar 


No. 434 to No. 9 but with No. 491 reversible protractor "Y/Y jh 
Hardened Blade cnd Heads, © ) Wj Vie Yj 
YY 


head. No. 434 is similar to No. 433 but with 








Reversible Protractor 





No. 490 reversible protractor head 


< mt Combination sets are available in 12, 18 and 


” . . ° 
24° sizes with direct reading protractor graduated 





No. 435 
Hardened Blade, Cast Heads, 
Reversible Protractor 


double 180 degrees. 


Wherever They See STARRETT 
They See This Seal... 


In every Starrett advertisement, on every cata- 


INDUSTRIAL 


DISTRIBUTOR 





log, folder, mailing piece or display . . . wher- 





ever they see the name Starrett, your Customers 








see this seal. It helps sell the value of Industrial 





After forty years, I've hit 
the Jack Pot!” 


Distributor Service to industry. 
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GRC CAP NUTS 
=, Attractive, bright finish 
+ DEPENDABLE 


* RUSTPROOF 
¢ DURABLE 














GRC WING NUTS. 


Exclusive, finger-grip 
' design; easy to as- 
semble, disassem- 


Ps 1D ble; brightly finished: 


> clean threads 


For faster volume selling 
GRC exclusive die cast Wing 
Nuts and Cap Nuts in fast sell- 
ing display assortments—packed 
four popular sizes to box! 


bulk in all 


Also available in 
commercial finishes. 


Write today for 
samples and prices 







GRIES REPRODUCER CORP. 


161 Beechwood Ave., New Rochelle, N.Y. 
NEw Rechelle 3-8600 


94 


cover its contents with cellophane 
to protect the item and to keep it 
from being spilled. That box serves 
as a sample to be used in selling. 
The remaining boxes are wrap- 
ped with Christmas paper and 
stacked beneath the sample. The 
pre-wrapped packages are also 
priced and labeled as to contents. 
Thus when a sale is made from 
the sample, the sales person need 


only remove a wrapped package 
from its stack, present it to the 
customer and ring up the sale. ‘Che 
customer doesn’t 
wrap the item for presentation. 

This extra service 
the staff in its 
before the holiday season and even 
during its rush, enables the store 


even have to re- 
work done by 


sales Spare time 


to concentrate on selling where and 
when it is needed. 


7-Point Program for Guns 
(Continued from page 76) 


panies customers as a safety pre- 
caution. 

hunting Mr. 
Boyer trims a window with guns 
His 


windows have attracted much at- 


During seasons, 


and related merchandise. 


throughout 


tention from hunters 


his trade territory. 


A gun collection has also stim- 
interest in = guns. Mr. 
grandfather 


collection, and some of 


ulated 
Boyer's started the 
the yiuns 
are of Revolutionary War vintaye. 

The collection is mounted on a 
9 x 30 ft rack above wall shelving 


in the sporting goods department. 





Expert advice on guns is at all times available from store 


owner w hc ) 


Below 


Historical collection 


s a hunter 


displayed in sporting good 


department arouses plenty of interest in guns 
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Baturoom PLANNING 


ML I 


A CHEERFUL BATHROOM accented with 





the refreshing. gleaming beauty of Hall-Mack 
has a wav of making 


ACCESSOTICS 


busy house holds run smoother Every member 





of the family seems to enjoy the unique 


a combination of COMNVCTIICIICC and start 
—se 


a fee 








stvling which has made Hall-Mack the 


This new concealed toilet paper 
holder originated by Hall-Mack 
strikes a note of quiet refinement 
in any modern bathroom 


consistent chore of lise Page 





iome-builders down through the years 


he 
)! YY 


Towel bar 
with pull-outs Clear 
for extra Lucite 
drying space Handy Kleenex Stirrup-type 
holder for wall towel ring 
or table top 


Concealed 
magic for soap 
.. tumbler 

toothbrush 


act MAC 
Wh 


WSUCE 


Tumbler 
Recessed F . = and 
soap and | CT toothbrush 


grab Mirror doors slide open... one of holder 
many fine Hall-Mack cabinets 


You'll use your bathroom accessories for many years to come — so make sure 


you gel Hall Mack’s lifetime quality and permanent beauty 


BY LEADING PLUMBING, TILE AND HARDWARE DEALERS EVERYWHERE 


HALL-MACK COMPANY 


1344 West Washington Bivd., Los Angeles 7, California * 7455 Exchange Avenue, Chicago 49, Ilinois 
1000 Main Avenue, Clifton, New Jersey 
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AGAIN! 
YOU CAN BUILD PROFITS 
WITH REPUTATION 





LIGHTWEIGHT 


tp 
G a) ; 


PRICED 


CORRECTLY HARDENED aa 


JAWS AND TEETH 


r ‘ 
eA} 
\ 


RUST AND CORROSION RESISTANT 


The GMa Stillson 


with the New Finish 
— Standard of Quality Since 1869 


Today, the Walworth GENUINE Stillson 

wrench is sold at hardware counters all over 

America. Design- and quality-wise, it is 

the standard by which all other wrenches may be 

judged, and it is known everywhere as the 

wrench with “TEETH THAT KEEP THEIR BITE.” 

A new process of heat treating, and a special electroplated 

zinc coating makes the Genuine Stilison hard, strong, 

tough, rust and corrosion resistant. 

The Genuine Stillson comes in a full range of sizes from 6” to 48” 
«and with the ever-growing demand it will pay you to have 
a stock of Genuine Stillsons on hand. 


Order trom your wholesaler. 


WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y. 





Gift Wrapping Adds 
$500 to Volume 


(Continued from page 77) 


ping in his store on a year ’round 
basis. 

The store’s operating budyet 
was enlarged to include $10 a 
month for the purchase of wr: 
ping materials; Miss J. E. Bylsma, 
in charge of housewares, was put 
in charge of gift wrapping, too; 
and a 6-ft table in the back room 
set aside for wrapping. 

Charges are determined by Miss 


Bylsma. The service, and charges, 


apply to merchandise customers 


may buy at other stores and bring 

in for wrapping, as well as to pur- 

chases in Reed Hardware. 
Supplies include ribbon in 11 


| colors from % to 1% in. wide; 
| three colors of wrapping paper; 
| white stuffing tissue and white 


| lining paper. Customers may se 


lect their own colors. 


Merchandise is handled in reg 


| lar cartons. Articles are placed 


in the carton and protected with 
stuffing tissue. The box is 
wrapped in white lining paper, 
sealed with transparent tape, and 
then wrapped with colored paper 
The final touch is the ribbon and 


bow. 


Store Traffic Built 
By Vending Machines 


Vending machines are _ traffic 
builders for Frentz & Son’s self 
service hardware store in Royal 
Oak, Mich. 

Nut, gum and jelly bean ma 
chines located at key point 
throughout the store are especially 
attractive to youngsters, but the 
big trade puller is the stamp vend 
ing machine near the cashier’s pos 
tion at the wrap counter 

Customers have been attracted 
to the store from beyond its noi 
mal trade area by the stamp m: 
chine. 

The machine is especially bu 
Saturday afternoons and evenings 
when the post office is closed. Cu 
tomers can buy | and 3 cent stam] 
without taking time of store en 
ployees, and are exposed to me} 


chandise displays. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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They will be—Eager as a * e 
beaver for a Luther port- ¥, 


chain saw—Not so light it’s 
a toy—magnesium and 
aluminum makes Luther 
lighter than ever before 
thought consistent with effi- 
cient performance. 
Not as low cost as the cheap- 
est—only $25.00 more buys 
the Gilmer reduction chain 
drive that never falters at 
jobs that have burned out | 
a direct drive motor. r 
But Luther also cuts twice 
as long on a tank of fuel— 
15 more trees per quart. 
Cuts as lowas | inch stumps 
—‘Sure-fire” automatic re- 
wind starter with exclusive 
nylon cord—waterproof 
ignition not affected by rain 
or snow—up, down or side- 
ways, carburetor works in 
any cutting position—gives 
more, easier cutting per 
dollar than any like saw. 


LUTHER ENGINE 








~ 











Div., Luther Corporation 
Williams Bay, Wisconsin 





, | 


attractive wh Wishing 


NEWS and Views 





(Continued from page 10) 


displays fst cl a 


Due for Rate Rise 

More changes are due with re- 
spect to mailing costs with an up- 
ward revision of letter mail rates 
next on the docket in a drive to get 
the United States postal service 
close to a_ self-sustaining basis. 







Pending proposals would add to bill- 
ing and other first class mail costs 
| by a minimum of one cent per let- 
ter, whether regular or air mail. 

Change in first class rates re- 
quires congressional action. But 
the House Post Office Committee is 
ready to act quickly when Congress 
convenes. It will try to avoid call- 
ing further hearings, feeling that 
it has already heard enough on 
both sides of the question. 

Action is likely to be a little 
slower on the Senate side. Senate 
committee is not likely to move un- 
til a private research agency has 
completed a study. 

Among other things, the agency’s 
report is expected to show the ex- 























tent the postal service is used b: 
business, the part the service plays 
| in distribution, and what impact 
rates have on the economy. 
Mail Order Selling 
Becomes More Costly 
: : | Ss J . - ¢ . is . -_ 
CAMPBELL CHAIN, displayed on this elling by mail is growing more 
— costly, whether it’s by circular , 
compact, colorful merchandising | from local retailer or by catalog There's 
stand, has eye appeal—reminds cus- from a mail order house. Rates nasi 
° ° ° ana 
tomers to get the chain they need. have already been hiked for third- Pisa 
Various assortments of the most pop- class mail, which takes in most local wre 
. I direct mail advertising matter. nn 
Rar pee ate we. he eee The catalog houses have been horizont 
plete Campbell Line includes chain merely waiting for the Post Office from on 
of every type ... in every grade to name an effective date for a to set uf 
“ee i ile ite, wall ane you can 
and size. Ask your wholesaler, or | boost in their rates which will cost Pea 
a las | them about $3,000,000 a year. ' P 
as alain | New rates will fall most heavily thing cot 
on the four largest mail order NATIOI 
i ses—<é § ( ( »*rese will reac 
Chain for every need .. . INDUSTRIAL —— og a 10,000. resent poh ae 
satalog Zé 7e rates run 
FARM...MARINE... AUTOMOTIVE . K oz and over) rates ru P 
by zones from 10 to 18 cents for seen t 
; the first pound. Under the new like this, 
CAMPBE LL CHAIN Company s rate, approved by the Interstate 
MAIN OFFICE: YORK, PA Commerce Commission, the charges Lh 
Factories: York, Pa., and West Burlington, lowa Y 
will range from 12 to 20 cents. ‘ 
Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS (Resume reading on page 11) F 
- 
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yourself 

q slice of 
the NEW 
po-It-yourself 
Market 


First and Only Complete 
S:in-l HOME WORKSHOP 







TO RETAIL WITH 






FULL DEALER MAKK-UP 


sae be 


8” Tilt Arbor Saw and Tilt Arbor Sander 





There's plenty of gravy left in the 100 million-dollar Do-Iit- 
Yourself market, if you have the right item at the right price. The 
Plana Centric Workshop is right all the way. 


VALUE APPEAL, VOLUME SALES — There's never been 
anything on the market before like Plana Centric. It drills — 
horizontally and vertically. It saws, sands and turns. It changes 
from one operation to another in a matter of seconds. It's easy 
to set up, easy to operate. In short, for the first time in history, 
you can offer a complete home workshop of professional quality 
at a price every handy man can afford—$60 to $100 below any- 
thing comparable on the market. 


NATIONALLY ADVERTISED — The story of Plana Centric 
will reach every corner of the land. Powerful advertising is 
planned to reach the thousands of home hobby fans who have 
“seen them all’’ but have been waiting (and hoping) for a tool 
like this. 


PLANA GENTRIC POWER TOOLS 


“TILT THE BLADE — NOT THE TABLE” 
20 BOYLSTON STREET, BOSTON, MASSACHUSETTS 
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FREE SALES AIDS— Yours for the asking! .. . display cards, 
newspaper mats, window streamers... just about everything 
you need to help you move the merchandise. Just clip the 
coupon below and mail it today for complete details. 


DEALERS, DISTRIBUTORS ... ACT NOW, PLEASE... 
At the New York Hardware Show this great tool excited so much 
interest that we are a bit behind on deliveries. Other dealers 
report sizzling sales . .. so, we urge you to take action now to 
assure you of your slice of the NEW Do-It-Yourself market this 
amazing NEW tool is creating. 


PLANA CENTRIC POWER TOOLS, Dept. HA-12-3 


20 Boylston Street, Boston, Massachusetts 


Send me full details by return mail. 


| want to get in on the ground floor with this profit-maker. 


| 
| 
| 
| 
Name 
| 
| 
| 
| 


EG i S:0 w:iia00. ch tehdeheeewebaceeednn bese sedeeusseuosiees | 
DE RT ET A aT SRE eT | 
DN Aa 0G at Ob heahadbe hadembanasenwasads edanerea ansehen | 

LI Tea | 

Din dcdinasneeibetanam dada J 
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Be profit-wise—sell Keystone Insect 
Wire Screening and build lasting satisfac- 
tion and goodwill among your custom- 
ers! You'll find it’s easy to sell Keystone 
Wire Screening in today’s big market 
for new and replac ement work. Keystone 
quality is carefully controlled by modern 
manufacturing methods. This results in 
outstanding strength, durability and eye- 
appeal ... to boost your sales! Aluminum, 
Wire 


Screening available in all standard widths 


Bronze and Galvanized Insect 
Department of Com- 


138-49, 


and meets U. S. 


merce Commercial Standard 


KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. Fostoria, Ohio 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 








Convention Check List 
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January 
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3 ney Reta i 
Sr } Meeting 
-14 Garden Supply Show (( 
14-21 H wa & Apr 
! } 2( N J Sr Tir ] Cy 6 St 
18-20 Western Hardware Show 
18-24 Bicycle Institute Conventi 
19-21 Minnesota Hardware Show 
24-26 Intermountain Hardware ‘ 


24.29 California Gift Show 
25-26 Americar 
Conventior 
25-27 Ace Hardware Convent 
25-27 Texas 2 


Hardware Show 
26-28 Indiana 


26-28 Mountain St 


Hdwe Supply ¢ 


Hardware Show 


ites Hdwe. C 


31-Feb. 2 North Coast Hardware Show 


31-Fet yo w 
February 
2 Frank Hdwe. & § 
( tior 

2 + t m Iw ) 
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26-28 N Dakota Hardware Convention 


16-18 Pacif thwest Ha 


July 


August 
|- 4H ey W 


September 
26-29 Nat 








National Events 


Bicycle Dealers convention and trade 
show, Feb. 14-17 at the Hotel Jef- 
ferson, St. Louis, Mo. Sponsored by 
the National Bicycle Dealers Assn., 
Inc., Wickliffe, Ohio. 


Bicycle Institute of America, Inc., an- 
nual convention Jan. 18-24 at the 
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Boca Raton Club, Boca Raton, F! 
Four component groups of the I 
stitute—the Bicycle Manufacture 
Assn., the Cycle Parts and Acce 
sories Association, the Cycle Jo 
bers Association of America, a! 
the Merchant Member Group-——w 
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Your Customers Will Like 
the Superior Performance 
of these NEW 


C CLEVELAND 


CARBIDE TIPPED 


MASONRY 
DRILLS 























Home owners, farmers, contractors .. . 

all your best customers . . . will admire 

the many outstanding features of the new 
CLEVELAND Masonry Drill. It’s the modern, 
efficient drill for all types of masonry, including: 


STONE CONCRETE 
BRICK * MARBLE e SLATE 


They offer many advantages over older methods. Their 
superior performance assures 


Straight, round holes * Less noise 


Efficient dust removal © Long life 
Easier operation 


They may be used in drill presses or portable electric drills, prefer- 
ably at the slowest possible speed. 


ALSO AVAILABLE IN HANDY SETS 


There’s extra profit in selling CLEVELAND Masonry Drills 
in sets. Three popular assortments. Containers are made of 
tough, durable plastic with individual pockets for each 
drill. They are compact and convenient. The right size 
drill is always at hand... in full view. 


THE CLEVELAND TWIST wee co. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 2 * San Francisco 5 * Los Angeles 58 
E. P. Barrus, Lid., London W. 3, England 






a LEVELAND HARDWARE JOBBERS EVERYWHERE ARE READY TO SERVE YOU — 
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meetings with several general -es- 


3 * 
ere S a valit sions of the Institute member-hip 
e also on the agenda. John Auerbach 
ice is executive secretary of the Insti- 


tute with offices at 122 E, 42nd St., 


yond Steel Tape ata PO Se Ac 


Garden Supply Shows (National), : 
& 
























Jan. 12-14, 1954, at the Hotel Sher- 


z= 
r\ man, Chicago, and Feb. 2-4, at the 
at d ppeals to eve Tist Infantry Regiment Armory, | 
| Park Ave. and 34th St., New York w, 
City. Sponsored by the National 
Garden Supply Marketing Bureau, 


1901 St. Paul St., Baltimore, Md 

0 ner | George EF. Perry, director. 
Hardware Week (irha), April 16-24, 
Sponsored by the National Retail 


Hardware Assn., 964 No. Pennsyl- 
vania St., Indianapolis 4, Ind. Rus- 





sell R. Mueller, managing director, 


Housewares Show (Western) at the 
Shrine Auditorium, Los Angeles, 
Cal. Sponsored by the Los Angeles 
| Trade Fair, Inc., 1151 South Broad- 






NO EXTRA COST 
FOR HOOK RING 
way, Los Angeles 15. 


Industrial Supply Convention, May 
17-19 at New York City. Sessions 
at the Waldorf-Astoria Hotel. Con- 
ference Booth Program at Madison 
Square Garden. Sponsored by the 
American Supply and Machinery 
Manufacturers’ Assn., 814 Clark 
Bldg., Pittsburgh 22, R. Kennedy 
Hanson, general manager; the Na 
tional Industrial Distributors’ Assn., 
1900 Arch St., Philadelphia 3, Pa., 





! 

) Hl. R. Rinehart, executive secretary, 

Now you can offer Lufkin d dabilit and the Southern Industrial Di 
Y Sp eany tributors’ Assn., 712 Voluntee 


in the lowest-priced quality steel tape on Bldg., Atlanta, Ga. E. L. Push, Jat) doubt 
the market. secretary-treasurer. op ll 
of three met 
Dealers alrea 













Long wearing all-metal line of hard nickel- National Builders’ Hardware Exposi- pe line can ge 
* , . Ra 26-94 t " Ys - "gf an additio 
plated steel resists rust and corrosion. a oe “ : nc "grt ie 
. . ouse, licayro. oeponsorest ry “ 
Durable, protected jet-black markings are National Contract Hardware Assn., 
easy to read, resist wear. Rust resistant John R. Sechoemer, managing di 
tal : d ith rector, and the American Society 
metal case is covered with tough green ot Muchitectusst Gonntents. W. i. 
vinyl. Folding flush handle opens with push Mathewson, executive secretary. 
i i ’ / istrative flice of both + 
pin. Available in 25, 50, 75 and 100 foot = - on st a \1()| 
lengths. York 17, N. Y ott 
, , a 
Your market is as big as e 





the number of homes in National Housewares and Home Ap 
pliance Show, Jan. 14-21 at the 


your trading area. Cash in Navy Pier, Chicago. Sponsored by 
now by displayin the the National Housewares Manufac 
R | 4 — turers Assn., 1140 Merchandise 

oya Ni-Clad. Mart, Chicago 54. A. W. Budden- 


berg, executive secretary. 
















National Retail Hardware Assn., an- 
nual congress, July 12-15, at the 







Fairmount Hotel, San Francisco. 
IT PAYS TO SELL JeEKIN TAPES © RULES © PRECISION TOOLS Managing director, Russel R. Muel- 
ler, 964 No. Pennsylvania St., In- 
286 Order From Your Hardware Jobber a—_—_«£_ oO ACI 
THE LUFKIN RULE CO., SAGINAW, MICHIGAN | R. 
132-138 Lafayette St., New York City @ Barrie, Ontaric Sporting Goods Show and Convention y 






(National), Jan. 17-20, at the Mor- 
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ATTRACTIVE 
DISPLAY CASE 
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one: 
both ray MU ARS 
Ave., New OUD tofied) 

ow ‘ (LEFT) Single line 
nn display case free with 
order of a full assort 
g f men t of Nu-Art num- 

Home Ap- | bers (total 132). 
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Manufae 
Merchandise pt 
W. Budden- . , ' os : Mounting Boards 
y . eos 


available as com 
panion sales item! 
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Nu-Art and Nu-Lume 
LETTERS Also Available! 


DASA AAAAAAAAAAAARAAEEAAI EIEIO? 


Convention ’ ORDER NOW! Your order will be shipped same day received. 


it the Mor- 
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OKLAHOMA CITY, OKLAHOMA 
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4 HEAT-CONTROL 
J Thermostatic 
~ Actlon guaran- 
4 teed for the life 
4 @f the iron. 


\\ 


Suggested 
List Price 


WITH THE AMAZING 
“THERMOSTATIC BRAIN” 


A joy to "handle"—for dealers and users. Sells itself on 
touch"! Heats QUICK—at the touch of the trigger! 
Heats RIGHT—heat-control "Thermostatic Brain" gives 
thermostatic action, without the use of transformers or 
fragile thermostats. Heats LONG—Thermostatic action 
guaranteed for life of iron. SPOTLIGHT—switches on for 
interior soldering. Trig-R-Heat sells QUICK—with a neat 


\\ 





profit! Self-display box is a real eye-catcher. Get 
TRIG-R-HEAT—and get ready for a "Profit Parade"! 
A\™ "et . 
OVER 20,000,000 SOLDERING PRODUCTS SINCE 1864 _|~___ - 


WALL manuracturine co. 


GROVE CITY © PENNSYLVANIA 
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rison Hotel, Chicago. Sponsored 
the National Sporting Goods A 


on 


Secretary, G. Marvin Shutt. 


nual trade show and convention 


Institute of Surplus 
Broadway, New York City. 


Regional Events 


Ace Hardware Corp., 30th annual con- 
vention and exhibit, Jan. 25-27, at 
the Conrad Hilton Hotel, Chica 
Ill. Arthur H. Krausman, Ace 
Hardware Corp., 2355 S. Blue I 
land Ave., Chicago 8, is convent 
manager. 


American Hardware Supply Co., Mer- 
chandise Fair and Stockholders 
Meeting, Jan. 25-26 at 
headquarters, 41 Terminal Way, 
Southside, Pittsburgh 19, Pa. 


compan\ 


California Gift Show, Jan. 24-20 at 
Los Angeles. Sponsored by the Los 
Angeles Trade Fair, Inc., 1151 So. 
Broadway, Los Angeles 15. 


China, Glass, Gift, Toy, Housewares 
Shows, Jan. 31-Feb. 3 at San Fran- 
cisco, Calif.; Feb. 14-17 at Seattle, 
Wash.; Feb. 21-24 at Portland. 
Sponsored by Western Merchandise 
Exhibitors Assn., 1355 Market St., 
San Francisco 3. 


Coast-to-Coast Stores annual conven- 
tion and exhibit, Feb. 7-10 at Mi 
neapolis, Minn. Sponsored by the 
Coast-to-Coast Stores Central Or 
ganization, Inc., 29 Main St., S.E.. 
Minneapolis 14. 


Cotter & Co. annual spring Merchan- 
dise Show and Stockholders Meet- 
ing, Feb. 8-9 at company quarters, 
365 E. Tllinois St., Chicago 11. 


Franklin Hardware and Supply Co., 
convention and trade show, Feb. 1-2 
at company headquarters, 18-28 
N. Delaware Ave., Philadelphia 2°. 
The first day will be an Open House 
for visits to manufacturers’ dis- 
plays. Business meetings are sched- 
uled for the second day. 

Janney Retailers’ Conference and 

Spring Meeting, Jan. 11-13 at Min 

neapolis, Minn. Sponsored by the 

Janney-Semple-Hill & Co., 22-36 S 

Second St., Minneapolis 1, Minn. 


Northern Wholesale Hardware Co. an- 
nual convention and trade show ten- 
tatively scheduled for Feb. 21-23 at 
Portland, Ore. Company is located 
at 805 N.W. Glisan St., Portland ° 

annual stock- 

merchandise 


Our Own Hardware 
holders meeting and 
(Continued on page 108) 
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1 North La Salle St., Chicage 2. 


Surplus Dealers, Institute of, 3rd an- 


Jan. 10-12 at Madison Square (ar- 
den, New York, sponsored by the 
Dealers, 73 
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BIG WINTER PROFITS 


in the new low-cost, 
highly maneuverable 


self-propelled , 





ROUND 
OUT YOUR 

SELLING 
SEASON! 








The finest 
engineered, the finest 
operating ...to do the 
finest job of removing snow 





Cleans wet, dry and ice-encrusted snow from 
walks, driveways and streets. Clears an 
18 inch path in drifts as high as 20 
inches. Throws snow 18 fo 20 feet 


away from shoveling area. 


Perfect for homes, apartment build- 
ings, stores, institutions, 


hotels, factories. 


Breaker bar 











































\ hard disintegrates 
Heated 2 HP. "and ice-encrusteg | Rugged 
carburetor | Shielded spark Briggs & Stratton] Throttle and - SNOW as jt all steel 
revents Plug eliminates Gas Engine | clutch controlled Me 8 § rotor area construction 
e shorti from handle pe or ejection 
icing UP ng out graction 




















: Re 
e 
: c 

the one source line : 

of lawn equipment {teen ‘noe “sce “ a 


WESTERN TOOL & STAMPING COMPANY 
: 2725 SECOND AVENUE. + DES MOINES 13, IOWA 
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wing OILIEINS 


Show BOLENS ’54 Line 
of Power Mowers 


--- Loaded with Power-Packed 
Sales Points that win friends 
Increase Sales and Profits 





More models attractively designed and 
engineered for customer satisfaction. 


More outstanding features that attract 
customers and sales. 


More and better selling aids that multi- 
ply inventory turnover. 


eecoegqece 
i "ey 


@eeee 0008088800008 80868 e@eeees cy 


YOU JuSsr 
GUIDE jr 


ates 


BOLENS 


421A 
20 inch 


ROTARY 2'2 H.P, 







¥ Easy starting with © 
sturdy, long-life 
recoil starter. 


* Effortless mowing — 
powerful engine doe 
all the work. ; 














My ‘y 
¥* All-Safe Design forthe %, 
All Family Mower. 



















Hy) ‘\ 
WITH THIS COMPLETE LINE, 


U 
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BOLENS 
quarter: 
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Dealers 
and lite 
selling { 
years. } 
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Hold Y 
Interes 
With 11 
every se 
farmyar¢ 
tors nev 
months ¢ 
features 
infinitely 
lable un 
reverse. 












6 RUGGED ROTARY MOWERS 


e Model 421A 20” Self-Propelled 
® Model 420B 20” Side-Trimmer 
@ Model 412B 21” Front-Trimmer 
@ Model 361E 18” Front-Trimmer 
@ Model 362E 18” Side-Trimmer 
@ Model 360 18” Electric 


Front and Side Trimmers—18” to 21” 
Gasoline and Electric—'s h.p. to 242 h.p. 


A complete line of both gasoline and elec- 
tric powered models, with power units and 
cutting widths to suit every budget and 
need, from cottage to estate. All as smartly 
styled as a sports car. 









3 REALLY GREAT REEL TYPE MOWERS 


Two sizes and three models of time-tested 
reel type mowers. Powerful, easy to handle. 
All designed for volume sales. Whatever 
type your customers prefer, it’s in the 
BOLENS line. 





aS et OLA I ED, Geshe te 
GRIND-A-LEAF 
(Help Nature Work for You) 

No leaf raking, burning or disposo! prob: 
lem. Wonderful, easily attached device 
pulverizes autumn leaves and distributes 
them evenly over lawn as fine fertilizer. 


@ 441B 21” 1.6 h.p. 
@ 433C 18” Special 1.1 h.p. 
e 438B 18” DeLuxe 1.1 h.p. 





























BOL 
FOOD 


Line 
wers 


r-Packed 
1 friends 
d Profits 


signed and 
atisfaction, 
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OLENS 
21A 
0 inch 


TARY 212 H.P, 











AN ORGANIZATION DEDICATED TO DEALERS 


sents quality! BOLENSs means business for its dealers! 


“* GARDEN TRACTORS 


Hold Year ‘Round 
Interest with Attachments 


With 111 tools and attachments, usable in 
every season in both city and country, 
farmyard and field, BOLENS garden trac- 
tors never go into storage. They sell 12 
months of the year. The 54 Power-Ho line 
features Versa-Matic Drive which gives 
infinitely variable forward speeds control- 
lable under full power, and safety type 
reverse. 
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BOLENS PRODUCTS DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
Port Washington, Wisconsin 


k Stree 


PUT BOLENS POWER 
BEHIND YOUR SALES 


BOLENS KNOWS THE IMPORTANCE Of establishing dealers as head- 
quarters for outdoor power equipment in the community, and spends 
thousands of well-placed dollars each year in direct dealer support. 
Dealers are well supplied with sales-winning mats, display material 
and literature to enable them to cash in on the huge BOLENs pre- 
selling program of national advertising which has been in action for 
years. You can capture the whole market while America is power- 
minded, when you handle BOLENS, “America’s Most Complete Line 
of Outdoor Power Equipment.’ Sell an established name that repre- 


“Every Prospect a Customer” 


“+ CHAIN SAWS 





Nationwide Engine Parts 
and Service Facilities 


A new member of the BOLENs family to 
complete your line of outdoor power 
equipment. A typical BOLENS product in 
that it is the fastest starting, easiest oper- 
ating, finest constructed chain saw ever 
made, loaded with new features and offered 
at a new low price to help you make sales. 
You have only to demonstrate this light- 
weight beauty to prove its superiority. 


BUILD WITH BOLENS 


TRACTORS * TILLERS * MOWERS + CHAIN SAWS 


























YOUR 
PUUAYL [Ay 





+ M-E ROTARY TILLERS 





| Added Profits 
Through Attachment Sales 


Demonstrate the BOLENS M-E Mustang. 
The Mustang is a powerful piece of equip- 
ment that out-performs any other low 
priced rotary tiller. Three larger models 
too—the BoLENS M-E Models BA-12, 
BA-16 and BA-24...all carrying a guar- 
antee with the most powerful sales impact 
in the rotary tiller field today! NON-WIND- 
ING TINES GUARANTEED AGAINST BREAKAGE. 




















Mail Coupon Now for details on 
BOLENS POWER PROFIT PLAN 


BOLENS PRODUCTS DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
283-C South Park Street, Port Washington, Wisconsin 

Please send information on BOLENS money making Dealer Franchise Offer. 








Name a ee — 
Address 
Company 















exposition, Feb. 15-17 at Minne- tie! 










apolis. Sponsored by the Our Own 11¢ 
Hardware Co., 618 No. Third 
Minneapolis 1, Minn. India 
shi 
Sport Shows—New England Sports the 
men’s and Boat Show, Feb. 6-14, at SOC 
the Mechanics Bldg., Boston, Mass. W644 
Detroit Congress Sportsmen’s Show, cup 
March 13-21 at the State Fai 
grounds, Detroit, Mich. Intert 
ant 
Texas Wholesale Hardware Assn. : Ida 
nual joint meeting with the Texas Ho 
Hardware Boosters Club, June 17-19 L.. 
at Galveston. Secretary-treasurer, Bc 
Howard Weddington, 1427 National 
City Bank Bldg., Dallas. lowa 
<> cor 
nteed by at 
— State Events les 
Alabama Retail Hardware Assn., co: oe 
vention and exhibit, May 16-18 at ome 
The Admiral Semmes Hotel, Mobile . 
Association secretary, Mrs. Euna G. newt 
Ramsey, 1006 Frank Nelson Bldg., = 
Birmingham. - 
SOC 
Arkansas’ Retail Hardware Ass ” 
trade show and convention, Feb. : 
= . : : Louis 
14-15 at the Robinson Auditorium, 
. Little Rock. Hotel headquarters tg 
/j Marion Hotel. Association secre- 
/ tary, J. Wayne Tisdale, 908 Recto: 83 
/* Bldg., Little Rock. ™_ 
California Retail Hardware Ass! "a 
trade show and convention, Feb. 16- 
7-10, at the Fairmount Hotel, Sar poe 
Francisco. Association § secretary. he 
j/ Kreuger B. Jacobson, Western Me) Ok 
j chandise Mart, 1355 Market St., 
/ San Francisco 3. Minn 
e j tra 
Carolinas, Hardware Assn. of, trade 21 
Ciyges? Soler best Vole show and convention, Feb. 23-25, at Au 
Charlotte, N. C. Exhibits at Radio tel. 


' Center. Meeting place, Hotel Char- Ch 
C A L = D A K lotte. Association secretary, Dwy- Mii 


ane Laws, 118% E. Fourth St., 


T Bi T Charlotte 2. Missi 
V : 1 AY A L ree 
Connecticut Hardware Assn., conven- Bu 


tion, Feb. 10 at the Hotel Bond Sec 

There’s MORE PROFIT FOR YOU Retail fair Hartford. Association secretary, S, 
when your customers “Serve trade price ? 95 Ned Russell, Harris Hardware, 

et oc NG . Southport, Conn. Misse 

and Dine in half the time” with ar ee ae ae 

America’s most popular TV with storage rack || 95 Florida Retail Hardware Assn., co! the 

Tray Table. QUALITY ° vention and exhibit, April 25-27 at soc 

é George Washington Hotel, Jackson- 118 

your customers ville. Executive manager, W. W. St. 

will appreciate Howell, P. O. Box 183, Waycro 

_and buy. Ga. Moun 

me 

Georgia Retail Hardware Assn., con- at 

vention and exhibit, April 25-27 at Col] 

George Washington Hotel, Jackson- Ww. 

ville, Fla. Executive manager, W. Col 


W. Howell, P.O. Box 183, Waycross. 


Manufacturers of work-saving quality housewares 


: Nebr: 
Illinois Retail Hardware Assp., trade tra 
show and convention, Feb. 23-25 at 16- 


CAL-DAK nanny Two factories to serve you better [rnng Chicago. Show at Navy Pier. Se 7 As: 


Colton, California « La Porte, Indiana sions at Sheraton Hotel. Associa- 29F 


Ge) 
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tion secretary, William F. Ewert, 
1194 Merchandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., trade 
show and convention, Jan. 26-28 al 
the Murat Temple, Indianapolis. As- 
sociation secretary, W. J. Sheely, 
464 No. Pennsylvania St., Indian- 
apolis 4, 


Intermountain Association, trade show 
and convention, Jan. 24-26 at Boise, 
Idaho. Hotel headquarters, Boise 
Hotel. Association secretary, Leon 
lL. Weeks, 308 Continental Bank 
Dldg., Boise. 


lowa Retail Hardware Association, 
convention and exhibit, Feb. 9-12 
at State Fair Grounds, Des Moines, 
lowa. Headquarters and sessions, 
Savery Hotel. Secretary, Philip R. 
Jacobson, Mason City. 


Kentucky Retail Hardware’ Assn., 
trade show and convention, Feb. 2-4 
at the Brown Hotel, Louisville. As- 
sociation secretary, D. W. Laws, 
501 Republic Bldg., Louisville 2. 


Louisiana Retai] Hardware Assn., 
convention, April 11-13 at the Buena 
Vista Hotel, Biloxi, Miss. Secre- 
tary, David O. Mansfield, 226 S. 
State St., Jackson, Miss. 


Michigan Retail Hardware Associa- 
tion convention and exhibit, Feb. 
16-18 at Grand Rapids. Headquar- 
ters, Pantlind Hotel; exhibit, Civic 
Auditorium, Harold W. Schumacher, 
Olds Bldg., Lansing 8, manager. 


Minnesota Retail Hardware Assn., 
trade show and convention, Jan. 19- 
21 at St. Paul. Trade show at the 
Auditorium. Sessions at Lowry Ho- 
tel. Association secretary, C. J. 
Christopher, 2110 Nicollet Hotel, 
Minneapolis 4. 


Mississippi Retail Hardware Assn. 
convention, April 11-13 at the 
Buena Vista Hotel, Biloxi, Miss. 
Secretary, David O. Mansfield, 225 
S. State St., Jackson, Miss 


Missouri Retail Hardware Assn., trade 
show and convention, Feb. 23-25 at 
the Jefferson Hotel, St. Louis. As- 
sociation secretary, Harry Scherer, 
1189 Arcade Bldg., 812 Olive St., 
St. Louis. 


Mountain States Hardware & Imple- 
ment Assn., convention, Jan. 26-28 
at the Cosmopolitan Hotel, Denver, 
Colo. Association secretary, Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


Nebraska Retail Hardware Assn. 
trade show and convention. Feb. 
16-18 at the Auditorium, Omaha. 
Association secretary, C. A. McCoy, 
525 Insurance Bldg., Lincoln 8. 





Tie-in on this PROFITABLE market 


\ f 


'/SEASON AHEAD 


Over 52,000,000* turkeys will 
be sold this year - - - 


higt Take advar 










itable market NOW, by stocking the 


SAVE ON FREIGHT—ORDER THE 
COMPLETE ROASTER LINE NOW! 


A j 

? popular s t 

y purchas t tc 
asy t 1! t 
' r protit j 


*Authority, National Turkey Federation 


ROASTWELL 


No. 16 16 to 18 Ib. Fowl 185% x 13V2 x 81/2 


20 to 22 Ib. Roast 


No. 11 3 to 4 Ib. Fow! 12% x 8Ve x 5% 


6 to 7 Ib. Roast 


No. 12 5 to 6 Ib. Fowl 
9 to 10 Ib. Roast 


No. 13 7 to 9 Ib. Fowl 
10 to 12 Ib. Roast 


14% x 9Ve x 6Y2 ROASTWELL—TURKEY-KING 

With Trivetray—For ease in removing turkey 

No. 165 16 to 17 Ib. Fowl 1856 x 13/2 x 8Y2 
20 to 22 Ib. Roast 


15V¥e x 10% x7 


No. 14 9 to 11 Ib. Fowl 16% x 11% x 7% 


12 to 13 Ib. Roast 


RECIANGULAR ROASTWELL 
No. 3-S 12 to 16 Ib. Fowl 18 x 112 x B42 


No. 15 12 to 15 Ib. Fowl 17/2 x 12% x 8% 18 Ib. Roast 
echaglie than sist No. 4-$ 18 to 22 Ib. Fowl 1914 x 122 x 9V2 
25 Ib. Roast 


ENAMEL COMPANY- DUNBAR, W.VA. 


Sales office: 





200 Fifth Ave., New York 10, N. Y. Merchandise Mart, Chicago 54, Illinois 
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GAS CIRCULATORS (vented and 
unvented) with and without radiants. 
In all popular sizes and designs. . . . 
Exactly what your customers want... 
at the price they want to pay. 


Perm enene neem ccg 








GAS LOGS — most beautiful on 
the market. A real sales winner. Oak 
in 20" and 24". Birch in 20" and 26". 











_ 
7 


CLAY BACKWALL HEATERS 


Sizes and styles to suit every prefer- | 


ence and purse. 
FIREPLACE FURNISHINGS 


Complete line in all price ranges. Write for | 


catalog. 
CHATTANOOGA ROYAL COMPANY 
division of 
Chattanooga Implement & Manufacturing Co. 


CHATTANOOGA 6, TENN. 
Space 1119-A Merchandise Mart, Chicago 
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New England Hardware Dealers 
Assn., trade show and convention, 
Feb. 22-24 at the Hotel Statler, Bos- 
ton, Mass. Association secretary, 
A. C. MacHardy, 185 Dartmouth 
St., Boston 16. 


New York State Retail Hardware 
Assn., trade show and convention, 
Feb, 16-18 at Syracuse. Show at 
War Memorial. Sessions at Syra- 
cuse Hotel. Association secretary, 
Nicholas H. Kiley, Hills Bldg., 


Syracuse 2. 


North Coast Retail Hardware Assn., 
trade show and convention, Jan. 31- 
Feb. 2 at the Multnomah Hotel, 
Portland, Ore. Association secre- 
tary, D. D. Stewart, American 
Building, Seattle 4, Wash. 


North Dakota Retail Hardware Assn. 
convention, Jan. 26-28 at Fargo. As- 
sociation secretary, Miss E. J. Mc- 
Grann, 54% Broadway, Fargo. 


Ohio Hardware Assn., trade show and 
convention, Feb. 8-11 at Cleveland. 
Exhibit at Public Auditorium. Ho- 
tel Headquarters, Statler Hotel. 
Association secretary, John B. 
Conklin, 198 S. High St., Columbus 
15. 


Oklahoma Hardware & Implement 
Assn., trade show and convention, 
Feb. 2-4 at the Municipal Audi- 
torium, Oklahoma City. Association 
secretary, Robert K. Thomas, 515 
Midwest Bldg., Oklahoma City. 


Pacific Southwest Hardware Assn., 
trade show and convention, Feb. 
16-18, at Long Beach, Calif. Ex- 
hibits at Auditorium. Meetings at 
Wilton Hotel. Association secre- 
tary, A. C. Kammeier, 416 W. 8th 
St., Los Angeles 14. 

Pennsylvania and Atlantic Seaboard 
Hardware Assn., trade show and 
convention, March 2-4 at the Chal- 
fonte-Haddon Hall, Atlantic City, 


N. J. 


Association secretary, 


Glenn Pearce, 1616 Walnut St., 


Philadelphia 3. 


South Dakota Retail Hardware Assn., 


trade show and convention, April 


6-8 at the Coliseum, Sioux Falls. 
Association secretary, O. R. Baily, 


1300 S. Jefferson Ave., Sioux Fa 
Tennessee 

convention, Feb. 21-23, at the Noel 

Hotel, Nashville. Association s« 


retary, Morris Jones, P. O. Box 7:4, 


Nashville. 


Texas Hardware & Implement Assn 
trade show and convention, Jan. 25- 
27 at the Plaza Hotel, San Antonio. 
Association secretary, R. M. Souder, 
822-823 Texas Bank Bldg., Dallas 2 


Tri-State Hardware & Implement 
Assn., trade show and convention, 
Feb. 8-9 at the Herring Hotel, 
Amarillo, Tex. Association secre- 
tary, M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., trade 
show and convention, Feb. 7-10 at 
the Hotel Chamberlain, Old Point 
Comfort, Va. Association secretary, 
G. T. Omohundro, Jr., Scottsville, 
Va. 


Western Retail Implement & Hard- 
ware Assn. trade show and conven- 
tion, Jan. 18-20 at the Municipal 
Auditorium, Kansas City, Mo. Asso- 
ciation secretary, William J. Shaw, 
3915 Main St., Kansas City 2. 


West Virginia Retail Hardware Assn., 
trade show and convention, Feb. 
22-24, at the Daniel Boone Hotel, 
Charleston. Association secretary, 
James C. Fielding, 1628 McClung 
St., Charleston 1. 


Wisconsin Retail Hardware Assn., 
trade show and convention, Feb. 2- 
4 at Auditorium-Arena, Milwaukee. 
Association secretary, H. A. Lewis, 
Stevens Point, Wis. 


Make It a Sporting Christmas 


Silvered branches and artificial snow, and two manikins make this 
window at T. B. Rayl’s in Detroit, both a medium for suggesting 
Christmas gifts, and for promoting sale of winter sports’ equipment. 
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J. K. Roe, manager, Whitesides Hardware, Corvallis, 
Oregon; Philip Lister, salesman, Northern Whole- 
sale Hardware Company, Portland, Oregon; A. 
G. McNaught, manager Housewares Department, 
Northern Wholesale Hardware Company. 
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Below —an attractive all-Rubbermaid window dis- 
play is one of the big ways Whitesides Hardware 
increased its Rubbermaid sales 64% during the 
past year. 
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RUBBERMAID SAYS: “Rubbermaid can pay 
off in sales and profits for you... because 
women everywhere want and need it. STOCK 
the complete Rubbermaid line . . . all items, 
sizes, colors. DISPLAY the complete line in 
a busy traffic spot . on the sales-tested 
Rubbermaid display unit. PROMOTE 
Rubbermaid in your local papers, in your 
windows ... mats and banners are available. 
REORDER often to keep your basic stock 


complete. 


JOBBER SALESMAN SAYS: “‘As a salesman for a 
wholesale hardware concern, | realize the value of 
selling a line as well received b: the hardware 
) dealers as Rubbermaid. The selliny aids, national 

advertising and customer acceptance makes the line 
one of the easiest to handle in the catalog. My customers are 
extending their selection on Rubbermaid on every call.” 
Philip Lister, Salesman, Northern Wholesale Hardware Com- 
pany, Portland, Oregon. 








RETAILER SAYS: ‘Rubbermaid gives us one of the 
best profits and greatest turnovers of any item 
in the Housewares Department. The tremendous 
amount of national advertising makes it advan- Join the 

. tageous for us to cooperate in our local newspapers Rubbermaid sellin. sos! 

and window displays. It is truly a line with a success story for ing team today | 
every hardware merchant.” J. K. Roe, manager, Whitesides Call your 4 
Hardware Company, Corvallis, Oregon. Rubbermaid jobber now 


Rebberm@ait, Y vouseware 


The original ... complete... nationally-advertised line of rubber housewares. 








THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 115. 


(Continued from page 13) 
ing unit. Thermometer is mounted 
on wall near unit by means of key- 


hole slots on back of case. Tempera- 





ture-sensitive bulb inside freezer 
records temperatures from 40° be- 
Flexible 
metal tube connects bulb to ther- 


low zero to TO above. 
mometer, which is in a transparent 
plastic case. Packaged in self-sell- 
ing display box picturing instru- 
ment in use and diagraming.§ in- 
stallation, thermometer retails for 
$4.50. Taylor Instrument Cos. 


For more data circle No. 9 on posteard, p. 115 


Direct Reading Rule 

Direct reading of inside measure- 
ments is made possible with this 
Pull-Push rule, No. 6386W. Red in- 
dicator on window of case points to 
exact inside measurements on blade 








112 


when case butts against work and 
blade is extended; no case width to 
add. Tru-Zero self-adjusting hook 
vives exact inside and outside 
measurements. Other features are 
clear black graduations and num- 
bers on baked white enamel surface, 
and nickel plated 2 in. case with 
brushed satin finish. Six-foot rule 
retails for $1.50. Stanley Tools. 


For more data circle No. 10 on posteard, p. 115 


Upright Freezers 

HU-15 (illustrated), 15 cu. ft. 
upright freezer, and HU-11, 11 eu. 
ft. model, have green and copper 
color in the trim. Larger model has 
in-the-door ice cream conditioner 
and food storage capacity of 525 Ib. 
It is 837.x301'. in., has refrigerated 
storage well at cabinet base for 


odd-shaped packages, automatic in- 








terior lighting and outside signal 
light. retail 
$519.95. Smaller model has spe- 
cial door shelf which tilts outward, 


Suggested price is 


storage capacity of 385 Ib., is 64%, 
x33¢. In., and has suggested retail 
of $399.95. General Electric Co. 


For more data circle No. 11 on posteard, p. 115 


Lantern -Bicycle Lamp 


Here is a small bulb designed 
for hand lanterns that can be used 
on bicycles. It produces more than 


twice as much light as most bicycle 


headlamps now in use. It operates 
on a combination of eight conven- 
flashlight batteries or a 
single six-volt hand 
Slight modifications in 1 

battery cases 


tional 
lantern bat- 
tery. 
flector heads and 
make new lamp, PR-15, adaptable 
to bicycles. Bulb, 114 in. in length, 
has agyvregate life of 30 hom 
Westinghouse Electric Corp. 


For more data circle No. 12 on postcard, p. | 


Umbrella Tents 


Easy to erect umbrella tent 
have been added to the Tapatco 


line. They are big, with ample 





headroom, and are available in 
three models. Economy and Stand- 
ard models come in sizes 9x9 and 
9x11 ft. 


with heavy army duck and _ has 


Deluxe model, 9x11 ft., 


extra features such as drill floor, 
bigger storm flap and roped edges 
with metal stake loops. All models 
have door canopies, mosquito net 
doors and net windows with storm 
flaps. American Pad & Textile Co. 


For more data circle No, 13 on postcard, p. 115 


Salad Washing Basket 
Made of plastic coated steel in 
red, golden, vellow and white, this 
salad washing basket, No. 106-P, is 
adapted to hang under faucet, per- 
water to swirl 


mitting through 
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“In first 45 days...sales of — 
GOLD SEAL LINOLEUM TILE 


S$ 4 —says Mr. William Levy Cat 
of Jacob Levy and ; 
8 Brothers, Inc., Louisville, 7 

Kentucky si 


Here's how it all started. In a nut- 
shell, Bill Levy was fed up with 
selling tile on price alone. He had 
an idea he could trade his cus- 
tomers up to linoleum, from less 
expensive asphalt tile, [F he could 
find the right kind of linoleum tile. 
He chose the 9 “Fashion-Floor”’ 
patterns in Gold Seal Linoleum 
Tile—put them right up front in 
this Gold Seal Tile-O-Matic where 
his customers could see a complete 
color range. 

Did it pay off? From the opening 
ong, it started averaging 4300 sq. 
t.a day—at full mark-up! \t quickly 

threw his asphalt tile in the shade, 
proving once again that people 
will pay more for a demonstrably 
better product. Bill Levy says that 
“the Gold Seal name is well- 
known everywhere, and the beauty 
of the tile sells it over other names 
and other makes.” He is building 
up a full stock of the tile to be able 
to fill orders promptly. 

Mr. Levy apologizes tor only be- 
ing able to supply us with this one 
picture." He would have taken 
more, he says, but customers were 
waiting to buy the product. 

Are you interested ia increasing 
your sales? 




















e- 
’ 

- Congoleum-Nairn Inc 

i Customer Service Dept HA 10 
: Kearny, N. J. 

: Yes, 1 am interested in tacreasing my 
' sales of Gold Seal Tiles with the Tile- 
: O-Matic. Please send details 

; Eee ee 

’ 

: SIRO PC OT PECL TT OTE ret 
: Address .......- 

: City ..... Zone No... State..... 
Rr 


SEAL 


TRADE MARK a 





Bill Levy shows how easy it is to display and sell 24 patterns of FLOORS AND WALLS 
tile in only 5 sq. ft. of floor space with the Gold Seal Tile-O-Matic. CONGOLEUM.NAIRN INC. Kearny NJ © 1953 
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WHAT'S NEW 








vegetables. It is 11'%x7 in. hinged, 
and opens easily; it comes apart for 
sasket comes 
with 


space-saving storage. 
packed in polyethylene 
multi-colored label. Easy to clean, 
basket will not scratch a polished 
It is rust-proof and will 
Sells for $1.79. Belf & 


bag 


surface. 
not chip. 
Lustig. 


For more data circle No. 14 on postcard, p. 115 


6-Oz. Pump Oiler 
This all-purpose 6-0z. pump oiler 
flexible 
for easy oiling. 


has asbestos-lined steel 


cone-shaped spout 





Its hydraulic action delivers oil in 
a full stream or one drop, depend- 
ing on pressure applied to finger 
trigyer lever. 
less 


Unit features seam- 


drawn steel body, double- 


seamed bottom and _ copperite 
finish. 
no pump leathers and no soldered 
All pump parts 
Kagle Mfg. Co. 


For more data circle No. 15 on postcard, p. 115 


Pump mechanism contains 
connections. are 


replaceable. 


In-Car Portable Heater 

in-car this portable 
fan-forced heater is de- 
signed for patrons of drive-in 
theatres. Model T-90, it weighs 5 
Ib. and is 7'% in. high and wide, 
5 in. deep, with 1'% in. extended 
guard rails. Of 500 watts capacity, 
it operates on 220 volts, 60-cycle 
AC only. 
on-off switch, 


For 
electric 


use, 


Features include handy 
11-ft. rubber cord, 
Oil-Lite bearings and a long-lived, 
quiet induction motor that does 
not interfere with sound reception. 


114 





sun 


is finished in 
It has three 


case- 


All-steel shell 
tan baked-on enamel. 
Bakelite feet 
yrounded to neutral line for safety 
with no shock hazard. Arvin In- 


dustries, Inc. 


and unit is 


For more data circle No. 16 on postcard, p. 115 


Midget Tool Assortments 


No. J-1 
(illustrated 


midget tool assortment 


upper) consists of 10 
tools: two cutting nippers, two flat 
nose pliers, two round nose pliers, 
two short chain nose pliers and two 
diagonal pliers. One of each comes 
with full polished handles, the other 
with handles covered with red Plas- 
tisol. Free counter display holds all 
10 models; each tool is individually 
priced on display. Assortment lists 
for $27.68. No. J-2 assortment (il- 
lustrated lower) has same variety 
of five tools, all with red Plastisol 
List 


covered handles. price is 


ooo 


Wf 
eon 
TOP OBALITY mUDEETS . 
: Utica 
HU Fee 

$13.40, including free counter dis- 
play. Utica Drop Forge & Tool 
Corp. 


For more data circle No. 17 on postcard, p. 115 


Dual Action Sander 


Called this 
sander vives orbita: and straight- 


Dualine, dual action 


line action. Two separate sanding 
plates give user optional control of 
each action. Other features include 
push-button method for chanying 


paper, bumper guard design to 


eliminate side wall marking, 
natural grip handle and thumb con- 
trol slide switch. Unit 


with two-ampere Universal AC-DC 


is powered 


motor and sealed ball bearings are 


has aluminum 
lb. 
use one-third of 9x 11 in. 
Model 


used throughout. It 

Plates 
sheet of 
it sells for 


housing and weighs 5 


sandpaper. 1253, 








$44.95. Fairchild Industries, Div. 
of Fairchild Camera & Instrument 
Corp. 


For more data circle No. 18 on postcard, p. 115 


Reel-Type Lawn Mowers 

In the Holiday line, this 18-in. 
reel-type lawn mower (illustrated) 
is powered by an easy starting 1° 
—_ Se 


7 
x 





h.p., four-cycle engine and features 
a high-tension magneto, automotive 
type carburetion, semi - enclosed 
chain and V-belt drive, and 2-to-1 
Model WH-18L, its 
$97.50. 


has 


gear reduction. 
suggested retail price is 
Model WH-21L, 21-in. model 
same features as 18-in. model and 
suggested retail price of $107.50. 
(Continued on page 118) 
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: Wn A successful hardware dealer keeps up to date on 


ee. | | What's New in merchandise. The Quick Check 
| 1 Card on the bottom of this page will help you get 








more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
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@ Drop the post card in the mail box. 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


MATA 


Here is Your Quick Check Card || 


What it is... How it works 


| @ Each issue brings you dozens of descriptions of new products, new dis- | 
plays, etc., in the “What's New" columns. 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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No postage is needed. You will 
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A big help for busy deal- 


ers. Use this card for free 
information on new prod- 
ucts described in this issue. 
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Check Cards Only 


UNUATTAAAAUNT 


























Here’s | 
greatest 
Advance 
You'll fi 


loaded \ 
efficient 





NEW 
AND | 








“Thriftn 
master 2 
engine*- 


Mos 


‘ 


HARDW 

































































O. 


uick 


HN 























New (954 
CHEVROLET TRUCKS 





a ca £8, ee Je cna r3 


Completely new—the most powerful, finest performing, 
best-looking Advance-Design trucks ever built! 








Here’s America’s greatest truck builder’s latest and Heavier axle shafts on 2-ton mod- 
greatest truck! Here’s the brand-new line of Chevrolet NEW RUGGEDNESS els. Bigger, more durable clutches 
Advance-Design trucks for 1954! AND RELIABILITY on light- and heavy-duty models. 

Stronger, more rigid frames on all 











You'll find they’re packed with great new features ... 
loaded with big new advantages that mean faster, more 
efficient service and lower operating costs on your job. 


models. New pickup and stake bodies are built to stand 
the roughest going and to keep coming-back for more 
—and they give you greater load space for ’54! 








You get new high-compression 

NEW POWER power and greater operating econ- NEW COMFORT 
AND ECONOMY omy with free advanced valve-in- 
head engines. Bigger, brawnier 
“Thriftmaster 235” engine. Rugged, durable “Load- 
master 235” engine. Mighty, all-new “Jobmaster 261” 
engine*—most powerful in Chevrolet truck history. 


New Comfortmaster cab provides 
increased visibility with new one- 
AND CONVENIENCE piece curved windshield. New 
Ride Control Seat* brings you 
extra driver comfort. New truck Hydra-Matic trans- 




















mission* offers the last word in no-shift driving ease. 
Available not only on 4- and %-ton Chevrolet trucks, 
, but on 1-ton models, too! 


. rr. 
y Most trustworthy trucks on any job! Plan to see the completely new 54 Chevrolet trucks, and 


get the whole money-saving story at your Chevrolet 
dealer’s now... . Chevrolet Division of General Motors, 
Detroit 2, Michigan. 


‘Optional at extra cost. Ride Control Seat is standard on C.0.F. 
models, available on all other cab models as extra equipment. 
Rear corner windows in standard cab, optional at extra cost. 





ADVANCE-DESIGN TRUCKS 
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; MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE 
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Te, 


make X | R/\ sales... 


BIGGER profits! 


Winter's “HOTTEST” item 





> 2 he 
> MELTS SNOW 
> THAWS ICE 





CAPACITY 
THAN SALT 





Ice and snow melting 
chemical pellets with new 
“Speconite” rust inhibitor. 


PACKED IN 
RE-USABLE METAL CONTAINERS 
5 and 10 Ib. pails 
25 lb. white utility bucket 
100 Ib. utility drum 


SPECO, Inc. 


7308 ASSOCIATE AVENUE 
CLEVELAND 9, OHIO 


A-8306 


Other Speco products: 
HUM-I-DRI moisture absorbent 
RAIN REM fobric waterproofing 


DAM-TITE water repellent 
for masonry 


RUSTREM anti-rust point 
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WHAT'S NEW 








@® For more information on these products and services 
use free post card on page 115. 


,oth models have baked-on enamel 
finish in a and black 
color combination. Reo Motors, Inc. 


red, cream 


For more data circle No. 19 on postcard, p. 115 


Fishing Tackle Kit 

Mastereel Aristocrat fishing 
tackle kit comes packed in attrac- 
tive metal tackle box. Kit includes 





one Mastereel Aristocrat for fresh 


and light salt water an extra 


spool, 100 yd. each of monofilament 


use, 


and braided spinning line, eight 
lures, two stainless steel leaders, 
four snap swivels, six anti-twist 


keels, two line clips and one plastic 
float. Kit is priced at $33. Airex 
Div. of Lionel Corp. 


For more data circle No. 20 on postcard, p. 115 


Gasoline Engines 

Two lightweight gasoline 
engines, Models AV47 (illustrated ) 
and AH47, have high horsepower 
per pound. Both models are 2 hp., 
the vertical model weighing 13 lb.; 
the horizontal, 14144 lb. Styling in- 


new 


cludes concentric cylinder cooling 


fin arrangement which also con- 
tributes to increased operating effi- 
Other features are: ball 
bearings at both ends of crank- 
shaft; crankshaft induction hard- 
ened at rod bearing surface; full 
carburetion, diaphragm 
type carburetor available; positive 
fly-ball fully 


ciency. 


optional 


governor, enclosed; 





full bronze connecting rods, nee 
bearing available; fan shroud : 
rewind starter optional. Pov 
Products Corp. 


For more data circle No. 21 on postcard, p 


Grass Shears 


Handle and blade of 


these No 
137 grass shears are drop-forged 
as one piece for greater strength 
longer-lasting 


and sharpness 





Shears are carefully fitted and h 
low ground to provide smooth, even 
cutting action. Blades are 6 i 
over-all length is 11% in. Pack: 
six to a box, shears retail for $2.50 
each. Seymour Smith & Son, li 


For more data circle No. 22 on postcard, p 


Knife Sharpener 
This electric knife sharpener 
completely safe, end-to-end sha 


ening is assured by combinati: 
guard and knife guid 
Guard guide is removable for shai 
other toc 


safety 


ening scissors and 
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Take a shortcut to extra profits with a 


DELCO Water System franchise 


Built to sell and to stay sold! 


Self-selling extra features and national advertising 
make your job easy when you carry the Delco 
Water System line. General Motors engineered 
and Delco built, these pumps deliver peak per- 
formance year after year to assure customer sat- 
isfaction and eliminate costly service calls. This 
tank-mounted convertible jet is available with a 
4g or 2 hp Delco Appliance Motor and delivers 
190 to 990 gallons per hour at 20 Ibs. pressure 
from depths of 5 to 20 feet. Pump has only one 
moving part. Compact for easy installation. 











“400” Portable 














Select new franchises available now 


A complete line for every need. Low, low prices are hard to 
underbid. For the most valuable franchise in the industry write 
Delco Appliance Division, General Motors Corp., Dept. H-A, 


Rochester 1, N. Y. 
For a good deal 


DEAL WITH DELCO 


Manufacturers of famous Delco-Heat oil- and gas-fired 
burners, Conditionairs and boilers. 


RS 
GENERAL ga 


DELL 2 
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, Push- button Muscle 


The tough little brute of a work-saver your 
customers want—to thread, cut or ream pipe 





POWER DRIVE 


It's light weight! 


® The last word in easily portable power to 
turn pipe for threading, eutting, reaming with 
hand tools—quickly pays back its cost in saved 
time and work. Capacity '4"’ to 2” but scads 
of power even for geared tools to 12”. Rib 
design 3-jaw chuck, 6 pinions, one always handy. 
Self-centering workholder in rear. Sealed-in 
lubrication—no oil to spill. Famous RIGID 
“*guts’’ in it—scores of thousands in use. 
Profitable sales, fast turnover 
for the whole story! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


write us today 
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THE GLYNN-JOHNSON NAME 


is your assurance of 


5 4 ot cells 


OVERHEAD DOOR HOLDER AND SHOCK ABSORBER 





SECURITY DOOR HOLDER 





DOME TYPE 
DOOR BUMPER 


PLUNGER TYPE 
DOOR HOLDER 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be.. , satisfied 
customers. 


DOOR HOLDER 
AND BUMPER 





ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 


4422 North Ravenswood Avenue ° 


Chicago 40, Illinois 


i i 
i 














WHAT'S NEW 


White plastic case 
tion type motor. Case 





encloses ind 

is easy to 
clean and has three suction cups on 
hold sharpener in place 


base to 





while in Retails for $12.50 
Manning Bowman Div. of McGrau 
Electric Co. 


use. 
For more data circle No. 23 on postcard, p 


| Milk Filter 


Called Duo-Filt, this disc double 
filters milk by enabling two filter 
pads to be used together. It 
rates the two filters so they cannot 
become matted, thus allowing same 


sepa 





| flow of milk as with one pad. Dis 
| fits into strainer easily. Nickel 
| plated, it sells for $1. Duo-Filt C 


For more data circle No. 24 on postcard, p. 115 


Hamper, Basket Set 


Added to the Decoware line, th 
all-metal hamper and basket set 
comes in Damascus Rose pattern, 
lithographed on black (illustrated), 
peach, blue or white. Ventilated 
hamper is 21% in. tall and 9% 1 
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Alert Distributors of 


«indo CLEVELAND 7 2“7 FASTENERS 
ch : profit by Cleveland’s specialization 


in Cap Screws, Set Screws & Milled Studs 





Specialization has enabled us to concentrate on making 





a few items we/l/—to give you more sizes in the commonly 


in diameter; basket is 107% in. tall wanted styles of threaded fasteners. Hexagon head cap 
and has 8-in. diameter. Continental screws, for instance, can be had in diameters from 4” 
Can Co. , 

to 2%”; flat heads up to 1”. Square head Set Screws 


For more data circle No. 25 on postcard, p. 115 


range to 1%” dia. Many of the larger and longer sizes 
are usually carried in stock. 










Coat and Hat Hook 


Added to Androck line of pack- 
aged hardware items, this wire 
$12.50. coat and hat hook, with zinc finish, 
McGraw is mounted two on a counter card. 
Space is provided on card for 


Distributor trade has contributed largely 





to the success of our business. We 
strive to merit your continued 
confidence by making prompt 
shipments from our factory and 


four convenient warehouses. 
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COAT & HAT HOOKS, 


double- 
vo filter 
It sepa- 
y Cannot 
ng same 





pricing at 15¢ retail. Other items 
in line include screw eyes, gate 
hooks, screw hooks, coat hooks, etc. 
Washburn Co. 
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Tool Sets 

To be given special promotion 
during Hardware Week, these tool 
id. Dis sets are offered at a reduced price 
Nickel- 
Filt Co 






- ‘CLEVELAND 72 eZ FASTENERS 


ne, this 
ket set 
pattern, 
trated ), 
ntilated | 
914 in 
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Don't Forget! 


Werner 
CHROMTRIM 


is PRESOLD 


with BIG SPACE... 
MASS MARKET 
NATIONAL 


ADVERTISING 


Now is the time to tap the sales set 
up for you. Werner Chromtrim Metal 
Mouldings are especially designed 
for the big, booming ‘Do-It-Yourself’ 
Market. They cut, work and fit easily 
...come in six-foot lengths, protec- 
tively and brand name wrapped. Alu- 
minum or Stainless Steel...Shapes for 
every need. 








Werner Chrom- ry 7 
§ trim Merchan- , 
4 diser — Compact = 

attractive display k 
stops and makes 
the passers buy — 
Stainless Steel or 
Aluminum, FREE stand with start- 
ing assortment of eight Chromtrim 
shapes. 





Werner Alumi- 
ladders — Com 
plete line... 
extensions, plat 
forms, singles, 
steps and stool 











Ask your distributor —or 
write direct for full information. 


ir; a4 i" ee 





R.D.Werner Company, Inc., 295 Fifth Ave. 
New York 16, New York, Dept. C7 
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WHAT'S NEW 








on 


=a 

for that period. No. 3822, left, is 
a seven-piece interchangeable Nut 
Driver Set in a plastic case; for- 
merly priced at $2.98, special Hard- 
ware Week retail price is $1.98. No. 
5708, right, is an eight-piece inter- 
changeable Screw Diver Set in plas- 
tic case; usual price is $1.49, special 
is 98¢. Both sets are packaged | 
Hardware Week counter 
display box. Oxwall Tool Co. 


doz. in a 
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Spray Gun 
Powered by CO. cartridges, 
Model 53 spray gun needs no com- 
hose or electrical 
it is completely portable. For 
both home and industrial use, gun 
nozzle, 


pressor, connec- 


tions; 


removable 


has adjustable, 





permitting it to ‘spray a wide va- 
riety of fluids, from paints to in- 
secticides. Spraying head is cast 
aluminum, container is heavy-gage 
steel, and inserts are of brass and 


stainless steel. For industrial ap- 
plications, gun is available with 
special attachment that fits into 


handle so unit can be pressurized 
by conventional air line for spray- 
ing solutions which will atomize at 
Sullivan-Becker Co. 


low pressure. 
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Axial Flow Pump 
Rapidayton Two-Stager axial 
flow jet pump is designed for set- 
tings of 60 to 140 ft. in 4-in. well. 
It has a *4 hp. motor and two- 
stage axial flow construction. All 


internal parts are made of brass or 
stainless steel. Diffusers, cases, and 


covers are precision formed ir 





reduced 


and 


efficiency 
Other 
rotary 


greater 


weight. features are: car- 


tridge-type seal, combina- 


tion adapter flange end slip cou- 


pling which eliminates need for 
separate coupling, and pressure 
regulating valve which automat! 


cally adjusts to varying well depths 
and discharge Retail 
prices of complete pump begin at 
$199.50. Dayton Pump & Mfg. Co 


For more data circle No. 29 on postcard, p. 115 


pressures. 


Miniature Spinning Reel 


Weighing 6 oz., this miniature 
spinning reel is no larger than 
kingsize cigarette pack. Precision- 
made and chrome finished, Model 


850 Spinette incorporates all fea- 


ee eel 






SPINETTE 
MOOK 450 


tures of 
Spinflo spinreels, 
matic self-centering and automat 


Spinlite and 


including 


company’s 
auto- 
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cases, and 


rmed ir 


reduced 
we: car- 
combina- 
slip cou- 
need for 
pressure 
utomati 
‘Il depths 

Retail 
begin at 
Ufg. Co. 
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NOW ®@ 


A MAGNETIC DOOR LATCH AT 


Yo THE COST 


@ No after-installation headaches—doors remain | 
firmly closed even when warped or sagging. 


@ Doors open easily, shut quietly due to EXCLU- 
SIVE spring action. 


e Lasts indefinitely—no working parts to get 
out of order. 


@ Unconditionally guaranteed. 


@ Works equally well on wood or metal doors. 
Highly recommended for every type of home 
and industrial cabinet, including kitchen, 
medicine, tool, music and house trailer cabi- 
nets, closet doors and ship and boat lockers. 


Write for complete details and distributional 
information TODAY! 





HEPPNER 


SALES COMPANY + ROUND LAKE, ILLINOIS | 


specialists in magnetic devices 
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AL .. GROWING 
RETAIL DEMAND FOR 
ALLEN KEY SETS” sie 

r 
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Pills LEN . "ALLEN 
nee CAP AND SET 
iene | SCREWS, T00° 

- 




















It’s all our fault . we admit that Allen has been 
promoting the use of Allen-head Socket Cap and Set 
Screws for manufactured products, so -that now the 
household handy man can't do business any 
without a set of Allen Hex Keys. He needs popular 
sized socket head screws for replacement, too, and he 


more 


wants them for his workshop projects. 


Allen got the handy man into this fix. Allen is getting 
him out by making it easy and inexpensive to buy the 
screws and keys he needs in his retail hardware store. 


You profit without effort. Counter displays of Allen Key 
Sets, plus counter screw merchandisers, make Allen 
products sell them- 
selves. Ask your 
Allen distributor 
about the many re- 
tail sales aids he 
provides to help you 
make a profit on the 
Allen line at retail. 
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FOR QUICK, EASY SALES 
8 | ee 








@ For more information on these products and services 


use free post card on page 115. 








anti-reverse. Maximum line capac 500 (illustrated), passage o1 
ity is 100 yd. of 6-lb. test. Retail terior latch set: No. 515, exterior 
price is $32.75. Featherweight 3°, keyless lockset with spring latch; 


STOCK 


oz. matching spinning rod or one- 





DE-ICER piece nylonized tubular glass, 51% 

Keeps large hole in ice even at —50°... ft. long, is available for use with 

600 watts plastic float is rustproof ae ee > ail . 9 

safety UL approved electrical parts miniature reel. Rod sells for $20. 
snap type thermostat ‘ all parts are ' 


Langley Corp. 


easily replaceable 
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, 
CALF- 5 
TERIA | Rubber Sealer 
— Sealer 900, a liquid rubber sealer, 

is now capable of withstanding re j 
Guaranteed to save 100 lbs. milk per calf ‘i 4 = 
ted only pail with a milk-saver siphon peated freezing or thawing without 
valve leaves less than tablespoon of a $ e “ : 
milk per feeding. Easy to clean all affect Ing its adhesive quality or 
parts replaceable. F 


flexibility. For stopping leaks in 





No. 590, closet door latch set; No 
505, dummy knob; No. 532, vesti 


—_— Va 


w Z 
ne are) 


¥ 


: , ’ K 
pa bule lock with spring latch; No i 
STOCK Bee | * ’ b 
4 ] } 510, privacy lockset. Western Lov 
a : | f v 
WATERER Mfg. Co. 
New type electric cast aluminum waterer | 
completely automat heated inlets | For more data circle No. 32 on postcard, p. 115 | 
available for sub-zero weather. Flow rate | 
3 g-p.m. Designed for cattle, hogs and 
lambs Slave units provide additional 


water points at half cost 





| Vd wa a Glove Coating 


Glove-Kote is a Neoprene rubber 





hammertone enamel 


product for coating cotton gloves to i 

make them longer wearing, wate: I 
MILKHOUSE | 7 ne, 
CABINET proof, grease and oil-resistant and 
Meets requirement for Grade A milkhouse. | to provide more complete hand pro j 
Two dustproof storage compartment : . . . 4) 
drop doors stay closed holder for | tection. Coating can be applied with 
eight inflations all-welded heavy-duty | : . 
construction. Finish in attractive blue-gray | a paint brush or it can be rubbed 

} 


in while wearing gloves. Comes in 
pint cans, $1.50 per can, which will 








yew 


boats, windows, sinks, ete., sealer 





} comes in handy 95? oz. plastic 
FLASH | sa a Pe ~< 
WATER | squeeze bottle with pointed tip to 
HEATER control flow into cracks, joints and 
' 
The heater with 1001 uses. Safe and easy seams up to '. in. width. Two 
to use heats 1 to 1000 gals. for less * 
than any other method. All electrical parts color, easel back display card, with 
UL approved and easily replaceable. . : 
a die-cut space to hold an actual 
yew A ¢ bottle of sealer, is available free to 
dealers. Marine Products, Ince. 
RAIN-SPRAY <> For more data circle No. 31 on postcard, p. 115 
SPRINKLER 


} The only sprinkler to pass “cup test’ for 
| even coverage. Engineered to produce 
} 40% better coverage than all other sprink- 

} lers on the market. Unlimited selection of Door Locksets 

} Spray patterns pin-point watering. Ty ‘ ; 500 k | > 
Write Today for Catalogs and Ms new 9 cone _— nov series 
} | Price Sheets of locksets is available in all finishes 














for every room. Among models in give a full coat to 10 pairs of 
THE RHINEHART MFG. CO., INC. series are: No, 540, entry lockset gloves, Also can be used as a wate 
|_| 1133 POLK ST., FORT WAYNE 7, IND. with dead-locking spring latch; No proofer and repair material for 
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Mes’ MORE SALES... 
. BIGGER PROFITS! 





wraco 
arn 
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JAX DELUXE 


Knocked-down 
i best-seller! 


You're always sure of fast turnover 
when you stock the Jackson line . 

because your customers are pre-sold 
on Jackson superiority. Yes, customers 
know the Jackson name is an assurance 


of dependable quality and performance. 
They know that the modern design 
features of Jackson Home and Garden 
Wheelbarrows are best. Result .. . the 
Jackson line outsells all others. There's 
your sales and profit proof! 





| woop 
| GARDEN BARROWS 
i For lawn, garden or green- 


' house use. Made of one- 
piece exterior waterproof 


LAWN ROLLERS 





ywood ... won't warp. 

neumatic or semi-pneu- Various types.,... drume 
~ matic tires; also steel made of ig lt quality sheet 
| wheels. stecl; edyes Founded te pres 
Ly vent cut ing of Bod Adin 


able sdfaper. 
steel; sturdy hance. 


os 


¥ o 
Pee cceceveecsene 
’ - 





Oldest and largest wheelbarrow maker in America 
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Announcing for 1994 


lawn -Se3led 
RUGGED Mowers 


Price-Scaled sensible, down-to- 
earth prices yet full profit 
margins .. . with exclusive features 
scaled up in price steps to increase 
your profit opportunity. 


Lawn-Scaled both power and hand 
mower lines are scaled in size to 
fit every size lawn... every model 
with the right features, at the right 


ROTO 


ROTO-RUGG “18” leaves 
no windrow, mulches 
as it mows. 










G "20 


Deluxe styling in 
sleek modern design 
. . . this brand-new 
ROTO-RUGG makes 
full 20” cut very 
close to curb and 
trees . . . side dis 


charge throws grass 
to uncut area for re 
cutting into lawn- 
conditioning mulch. 
Action-angle design 
makes ROTO-RUGG 
"20" easiest to use, 


THE Su ubanue / he and 21” 


| Best Buy in power mowers for 
the millions with average-size 
lawns. Throttles up or down 
to any walking speed . . 
light-weight . . . easy 
| starting. 





\ RUGGED WAND MOWERS 
E-Z Wheel, Air-Wheel, Fleet-Wheel 
quality hand mowers with “‘lawn 

scaled"’ features . . . at sensible 


“price-scaled"’ levels that sell 
in volume, yield real profit. 










E-Z Wheel 
| Big 17” Cut — 
| Closer Trim 


> 


QWuiéé NOW for 1954 


Catalog, Specs, Prices 


The E. T. RUGG Company, Newark, Ohio 





Manufacturers Since 1883 
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“A 








. * ey, 
* Guaranteed by % 
Good Housekeeping 


*0r 









C. 
45 aoviaristo 4 





COMPLETE 
FAUCET 
a 


U. S. Patent No. 2,443,012 





é 


wi ®) 
SNAP-IN WASHER 


SNAP-IN SEAT 
® 





New kit containing washer, seat, insert tool 
and gauge now available in polyethelene 
envelope. Kit retails for 48¢. Ten kits in at- 
tractive counter display carton. National 
advertising in POPULAR SCIENCE, POPU- 
LAR MECHANICS, GOOD HOUSEKEEPING. 


Ordinary washers wear out through rota- 






tion under pressure against the face of the 
NEW DISPLAY CARTON 
SW110 with 10 new poly 
ethelene repair kits, containing 
1 washer, 1 seat, insert tool, 
measuring gauge and instruc 
tions. 


SNAP PRODUCTS CORPORATION 


3615 SOUTH JASPER PLACE CHICAGO 9, ILLINOIS 


faucet seat. It’s a waste of time and money 
to replace the washer without replacing the 


seat. 











POWER-GUIDE -:: 


7" BLADE -1H.P. MOTOR 


AC/DC 


PORTABLE ELECTRIC HAND SAW 


nae 


FIRST in Features — 
Priced BELOW 
Competition 


This tried and 

proven . . POWER 

GUIDE gives you 

extra power... 

capacity ... flex- 

ibility . . . ease of 

operation . . great- 

er strength . 

longer wear. 

® Mitre cuts 2" 
lumber at 45 

* Rips at high 
speed 

* Adjustable built- 
in shoe routs 
from %' to 27/6" 

* Easy bevel and 
depth adjustment 
* Lifetime lubricated 
bronze bearings 


MODEL PG-7 CAN BE 
PG-7C (with Case) MOUNTED 
: UL Approved Switch ~ FOR TABLE 
* Spring operated safety guard and Cord * Factory SAW USE 
* Lightweight... only 11 Ibs. Guaranteed for 1 Yr. 
JOBBER FRANCHISES AVAILABLE 


* Trigger switch 


WRITE FOR COMPLETE INFORMATION: 


RAM TOOL CORP. - 411 N. Claremont « Chicago 12, Illinois 








WHAT’S NEW 





other textile products such as 


aprons, tarpaulins, canvas shor 
ete. Industrial Adhesives, Inc. 
For more data circle No, 33 on postcard, p. 


Lawn Soaker-Sprinkler 
Added to the Daisy line of ga 

den hose, this plastic lawn soak¢ 

and sprinkler will spray or so: 





any given area in any given direc 
tion. Made in 20 ft. lengths, each 
comes with a four-color display 
wrapper and is designed to use on 
any garden hose. Schacht Rubbei 
Mfg. Co. 


For more data circle No. 34 on postcard, p. 115 


Portable Grill 


Skotch Grill is a portable outdoor 
cooking aid which provides steady, 
uniform heat. Firepot is recessed 





and protected; around it is cool-ai1 
chamber which eliminates excess 
surface heat. Stable and non-tilt- 
ing, grill has four legs so it can be 
set on any surface. Grill is latest 
addition to line of plaid products 
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a ALERT SERVICE MEN 
FUEL OIL FILTERS 















such us 
5 shor $ < 
=" AND CHECK OFF ee 
ne. = - 
*URE ee Se 
ard, p. 115 THESE ADVANTAGES a 
7 2A-700 
= QUICK PROFIT REPLACEABLE FELT 
er Generals are easy to sell because customers CARTRIDGE 
need GF's positive filtering protection. 
 - EASY SERVICE 
soaker ws % 
ii aie Single-bolt assembly means instant, sure Nap é 
or soak servicing — no time lost through troublesome la mod 
“call-backs.”’ 2s 7 
T L : 
REPEA SA ES 2A-700 1A-25 
Seasonal cartridge changes aid in finding new for average needs for small stoves, 
filter prospects, assure lucrative, dependable heaters, etc. 
earnings. ceiaiuianainnicicnanitaaiadial b sintslichetaiabsdipign —EE 
PER-FILTRATION 
j SU Veteran fuel oil service men enthusiastically agree that GENERAL FUEL 


Finest all-wool cartridge and GF’s unique filter 


desi the safect Chasing trowel OIL FILTERS are the finest all-wool-cartridge filter money can buy! Easily 
esign mean ! 


replaceable felt cartridges not only reduce maintenance to a few simple 

steps but assure positive filtering which puts an end to unprofitable service 

e ees “call-backs.’’ One cartridge change covers the entire 
NOTHER MONE TAKER season. In addition, GF’s quick, out-in-the-open installations 

CLEAN RIGHT Soot Remover works ret save you time and money on every job. 

gently, quickly cleans any heating plant. 

Made for General Filters, Inc. 










GENERAL FILTERS ‘ Uv i 2 oe of =—2 es ) <4 43800 Grand River Ave. 


INCORPORATED Ol i>: a t- Novi, Mich. 
CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVENUE, TORONTO 13, ONTARIO 


1 direc- 


phar —— 

eh a vital link... in American industry 

ini al Essential to every industry . 
es (Gah 3 rd - Buy or Seli... Industry and Government Surplus 


annual Trade Show Electronic, aircraft, hardware, textile 


products, metal and lumber products, 


soes., and convention of the chemicals and medical supplies, rope 
rT \ Institute of and wire,. sporting goods, camping 

























. ¢ and outdoor, and hundreds of other 
3 ax SURPLUS DEALERS commodities will be bought and 
ie INCORPORATED id. Y seca a 
sold. Your attendance invited. 
MADISON SQUARE GARDEN waiecuens 
Jan. 10-11-12 For information regarding rental of 
sills 1954 : display booths, wire or write: 
excess INSTITUTE OF SURPLUS DEALERS 
yn-tilt- INCORPORATED 
pe 8 673 BROADWAY, NEW YORK CITY 
ates 
sities PHONE: ALGONQUIN 4-4638 
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Magor’s Eastern Pattern 16 gauge 
scoops are available in three popu- 
lar Brands— Arrow, Bull’s Eye, and 
Gold Target. Their non-splitting,non- 
curling normalized steel blades and 
seasoned ash handles will ring the 
bell with your quality-minded cus- 
tomers...keep them coming back for 
repeat sales and more profits for you. 

To dig into this profitable field 
with the simplified Magor line...sim- 
ply drop a postcard for illustrated 
price list, NOW! 











MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 

SO CHURCH ST., NEW YORK 7, N.Y. 

ceieomeedinenencemmenemamees 


@ 8223 


FAST 
SELLING 
MAGOR 
BRANDS 


MASTER POWER + DIGWELL 


clei Gomme. ie) ai 


ARROW 


BULLS EYE 
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WHAT'S NEW 








which includes Skotch Kooler, 
Skotch Party Bucket and Skotch 
Kaddy. Grill retails for $6.95 


Hamilton Metal Products Co. 


For more data circle No. 35 on postcard, p. 115 


Screen Door Grille 
Latest addition to line of screen 
door grilles is this Nu-Way Push 


Grille. More than 16 in. high, grille 


| ! 
(Str 
az d e-4 >. 
{ 4 = _ 
. ~) * 7 Sin as 
< ( j ; 
( 7} ! | Nas Ps 
‘ ~~ / 7 
“=, % 


fri | 
- y ( \ 
«) — { 1% x \ J } 
A 
the 


te 


is made for 32 and 36 in. doors 


Silver finish will not rust or tar- 


nish. Comes packed in cartons of 
12 with all end caps and screws fur 
nished. Macklanburg-Duncan Co. 
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Hose Accessories 
Steel 
holds garden hose evenly all around 


hose clamp (illustrated) 


the outside. Clamp can be tightened 





using one hand, since top of clamp 
is formed to prevent nut from turn- 
heavy weight 


ing. It is made of 


strip steel, galvanized to resist cor- 


rosion. Three other new accessor les 


are: solid brass hose shut-off valve 
called “Stop ’n Flo”; Y-connector 
hose coupling; brass hose nozzle 


Melnor Metal Products Co., Tn 
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Roaster Oven 
Everhot 
Model 950, has ovenproof glass dish 


DeLuxe Roaster Oven, 
set consisting of large meat tray 
and two covered dishes. Adjustalle 
shelf makes 
and cakes on two levels. Large por- 


baking pit 


t 


possible 


celain enamel cooking well roast 
24 Ib. fowl. Glass observation wit 
dow is in polished aluminum-alloy 
cover which has self-basting shay 
Steam from cooking condenses on 
inside of cover and drops back to 
baste food. Turn-A-Knob cover lift 
er, remote control dial, opens, closé 


and locks cover or holds it any « 





sired position. Unit has white e) 
amel finish, black trim, large plast 


handles, and retails for $44.95 
Tropic-Atre, Inc. 
For more data circle No. 38 on postcard, p. 115 


12-Ft. Pocket Tape 
This 12-ft. pocket-size white ste: 
marked off in 
foot-and-inch 
enables quick reading and accurate 
First 
32nds. Conventional 
scale 16ths of an 
inch and marked off from 1 to 144 
in. Other scale is calibrated in 8ths 


tape is inches and 


also has a scale. 


measurement. six inches ar‘ 
marked off in 


is calibrated in 
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EAGLE’S 


Complete 
Line of 


OILERS 


Put these colorful, 
sales-making Eagle 
display cartons to 
work on your store 
counters... they 


build steady, profi- 





able business. 


There are Eagle Oil- 
ers of every type for 
every use — House- 


hold, Harvester, 





Hydraulic Pump, 
Copperite and the 
modern, all-purpose 
pistol-grip pump oil- 
ers—#33 and #66. 


Display the quality 
Eagle Oilers and see 





how fast they sell 
right out of their 
attractive cartons. 
Only Eagle has the 


Complete Line. 








Order from your supply dealer or write for further information. 
Eagle products are also available in Cana 


AB LE |e 


Wellsburg, West Ve. 





MANUFACTURING COMPANY 
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WARWOOD WORKMANSHIP , 
\ MAKES THE DIFFERENCE ly 


The great demand for Warwood 
Forged Tools is reflected in the pop: 
ularity of the two items, here ill- 
ustrated, the Wood Chopper’s 
Maul and Railroad or Clay Pick 
Correctly designed, accurately 
forged and scientifically heat 
treated, they meet the require- 
ments of exacting buyers. 
\ arwood Is a line you can 
sell with confidence 
MATTOCKS..SLEDGES..MAUT 
/ HAMMERS... WEDGES... PICKS 
BARS HORS {LSO TRACK 
TOOLS. ANVIL TOOLS... MINING 
TOOLS, ALGERS AND CLUTTER 
BITS 


NO. 30 


WO, 

/ yphW09 

(Sam? 
| SINCE 1854 
\~n 


ow | : 
Vr se { 


WARWOOD TOOL COMPANY 


WHEELING, WEST. VIRGINIA 
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Self Selling 


TACK AND NAIL BAR 


@ Profit-proved by thousands of 
dealers 

@ Takes less than I sq. ft. of 
counter space 

@ Holds 180 packages, 6 each of 
30 items 

@ Boxes slide into selling position 
automatically 


HOW TO GET IT 


Just buy one dozen each of popular Atlas 
items listed below. Display comes packed 
in same carton. Shipping weight 60 Ibs. 





Upholsterer’s Tacks, 4 sizes © Carpet 
Tacks, 3sizes © Furniture Nails, 3styles 
Wire Brads, 6sizes © Wire Nails, 4sizes 
Metaleather Furniture Nails, 5 colors 
Wire Cloth Staples ¢ Double Pointed 
Tacks ¢ Thumb Tacks © Linoleum Bind- 
ing Nails ¢ Glazier Points 


FAST PROFIT! SMALL INVESTMENT! 


This is fast-moving, impulse sale mer- 











chandise —— items that every householder 
uses and keeps on hand! Priced to give 
you over 60°), PROFIT on your invest 


ment, 


Ask Your Wholesaler’s Salesman 


ATLAS 


S|} TACK CORP. 


Fairhaven, Mass. 
Henderson, Ky. 









WHAT'S NEW 








© For more information on these products and services 
use free post card on page 115. 


and marked off 12 in. to the foot, Garden Hose Accessory 


foot markings being given in white me? 
Whipend is short length of h 


on black island backgrounds. Black- 


; ‘ : 5 for use betwee Faucet an ‘ir 
on-white smaller-size foot markings en faucet and main 


hose. It fits all types of garden hose 


and comes in lengths of from 12 to 


can be ruined as result of constant 








are repeated between each inch no- 
tation. Each tape comes in cleat 
plastic box; retails at $1.89. Evans 
& Co. 
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pulling, stretching and flexing that 
causes weakening near coupling or 
faucet. Whipend prevents this and 
gives garden hose longer life. It can 
also be used on hard-to-reach fau- 


18-In. Rotary Power Mower 


Comet rotary power mower has 


18-in. cut, automatic retrievable cet, lawn sprinkler, etc. Pioneer 
starter and mulching type precision Rubber Mills. 
ground tool steel blade. It has two- For more data circle No. 41 on postcard, p. 115 
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Formed Wire Products 


Line of formed wire products i! 
cludes turnbuckles, eyebolts and 
U-bolts, screw eyes and lag screw 


are 


Epona 5 ; 
* ~ TURNBUCKLES 


* 


mal EYEBOLTS 


siti Bt") 4,4 i 1 ( 9a; K) 
Found’ 4 Wy) Y 
$end 8 Hook 5 

Pa 


A Assonrmenr 


J 
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Re 





cycle, 1.6 h.p. engine, automatic PLAT 
toy te) eee 


clutch ball bearing wheel and fea- 


7A ik SS 
tures heavy gage unbreakabl steel = sale 
housing. Model 100A, it is adjust- ae Fad 


able in height from °4 to 2°; in. 





Added to the Eversharp line, it re- S and 8 hooks, screw hooks, porc} 
tails for $79.95. Midwest Mowe) 


Corp. chain, household fittings such us 


swing and hammock hooks and 
For more data circle No. 40 on postcard, p. 115 clothes line hooks, and cup al 1 
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18 in. Entire length of main hose 
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FOR 


Made Of Steel! 


THOMAS 
NU-WAY 


SAWHORSE 
BRACKETS 


are engineered to provide more 








strength to a sawhorse as. more 
weight is placed upon it! Easy to 





set up, easy to take down. 





HERE'S HOW... 


The more weight you place on 
the sawhorse, the tighter its legs 
wedge into the crossbar. No 














nails or screws needed. 









DISPLAY CARTON 
HELPS YOU SELL! 


Each pair of NU-WAY Brackets is 
packed in a smart, colorful self- 
selling display carton. pete ot 
ORDER FROM YOUR $3.50 
JOBBER ... or write Pair 


for name of your near- ($160 West 
est supplier. of Rockies 





THOMAS PRODUCTS COMPANY 
Detroit 21, Mich. 


8490 Lyndon Ave. > 
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Is Work-Tested eee 


It Leaves the Factory 





... fo give 
your customers the 


Best and the Most 


Wrench Service for their money 
The reason Riteatl> Heavy-Duty Pipe 
Wrenches are known for the brutal punish- 
ment they can take is because of the toughness 
built into them, checked part by part and then 
hard work-tested when assembled . . . not just 
one wrench in 100 or 1000 but every last one! . . . 
Add the guaranteed repair-free housing, no- 
slip no-lock jaws, handy pipe scale, easy spin- 
ning adjustment nut and comfort-grip I-beam 
handle and you see why genuine RiG&ib 
gives the big value for the money. It pays you 


to sell the world’s most popular pipe wrench. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


wise 
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6" to 60” 

























Introducing the 


OFLUTE 


NRY DRILLS 
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TAKE ONE 
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The ARROFLUTE “Silent Salesman”’ is now 
available to all industrial, hardware or elec- 
trical suppliers. This new counter or wall dis- 
play features five ARROFLUTE Carbide 
Masonry Drills and a pocket space for the 
descriptive ARROFLUTE literature supplied 
with the display. Furnished without extra 
charge with your order for the five drills 
featured on the display, this “Silent Salesman” 
is a must on your sales force. 


FR SeSece 


For all masonry drilling specify ARROFLUTE. 


Write, asking for full details on the new 
ARROFLUTE “Silent Salesman” .. . or better 
still, order your “Silent Salesman” today. 


ARRO EXPANSION BOLT CO. e« MARION, 


1600 N. BOONE AVENUE 


OHIO 
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WHAT’S NEW 


shoulder hooks. Turnbuckles (illu- 
strated upper), eyebolts and U-bol's 
come in assortments with metil 
wall-type merchandisers. Speciii! 
assortment of S and 8 hooks comes 
in shipping carton which converts 
into counter display (illustrated 
lower). Round Chain Cos. 
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Home Lawn Aerator 

Here is an easy-to-use home lawn 
aerator and cultivator, the No. & 
Spike Disc, that is a push or pull 





model with a fully adjustable handk 
so that unit can be run in either 
direction. It has eight high alloy 
steel discs, each 10 in. in diameter. 
Spiking width is 16 in. John H. 
Graham & Co., Ine. 


For more data circle No. 43 on postcard, p. 115 


Tilting Arbor Saws 
Darra-James 8 and 9 in. tilting 

arbor saws, models 85 (illustrated) 

and 89, have newly designed work 





tables with new reinforcing ribbing 
and accurately machined work sur- 
face. Tables are 16x20 in.; cast iron 


’ 
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extensions, 9x20 in. Overlocking 


EW! fence is self aligning with one ball 





ae knob handle. Fence head _ rides 
etched steel, plated guide bar. Unit 

es (illu- has reinforced fabricated steel base. 
1 U-bolts Spring tension motor mount tilts 
h met! with blade. Arbors ride on grease 
Special sealed ball bearings. Miter gage is 

cs comes of heavy cast aluminum construc- 
converts tion with automatic stops. Toolcraft 
ustrated Corp., Div. of Hampden Brass & 


Aluminum Co. 


ard, p. 115 For more data circle No. 44 on postcard, p. 115 


Automatic Thermostat 

All 1954 Fresh’nd-Aire room air 
conditioners will have an automatic 
thermostat as standard equipment 
at no extra cost. Thermostat is ad- 
justable and is part of the Electro- 
magnetic Weather Control. It can 
be set to give maximum cooling dur- 
ing hot spells, average cooling for 
normal weather, and minimum cool- 
ing during moderate weather. Func- 
tion guards against over cooling 
especially at night. Fresh’nd-Aire 
Co., Div. of Cory Corp. 
/ For more data circle No. 45 on postcard, p. 115 


me lawn 
2 No. 8 
or pull 





Wood Planer 
Called Razor Planer, this wood 
planer uses double-edge safety razor 


tan [one | Wrapping up a good sale 





Hf 


. either 

















h alloy 
ameter. hs 
ohn Hi. | hen you wrap up Griffin Hack Saw Blades, you 
can be sure your customer will be satisfied. 
ird, p. 115 d 
He'll like their long-lasting sharpness and the 
| smooth straight cuts they give. 
tilting The finest steels, accurate machining and careful 
trated ) , , : 
. work heat treating are skillfully combined to solve your 
d wor ) 
| ‘ 
| customers’ cutting problems. 
unit is suited for model-making, | 
; , : , . i Cot a 
cutting soft wood, shaving edges oi When you sell him Griffin Hack Saw Blades, you 
cabinet doors, shelves, moldings, | know he'll be back for more. 
etc., and scraping paint from wood : af ; k “bt saaaiites 
' " ask y obbe o 
° surfaces. Planer comes complete For more information ask your jobber 
with spoke-shaving attachment to to us. 
increase scope of operations. It sells 
for $1.95. Fern-Wey Co. 
For more data circle No. 46 on postcard, p. 115 
Paint Color System | gf // 44 
‘bbi This paint color system, called 
repens Color Tint System, is now available 
rk sur- 


ot toa on a national scale. System is built G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


(Continued on page 136) Sales Agents: John H. Graham & Co. Inc., 105 Duane Street, New York 8, N.Y 
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WESTCLOX 


the addition of four 





JUDGE — Westclox finest! Shock resistant, water and 
dust resistant, luminous dial, stainless steel back, 
non-breakable crystal, sweep second hand. Guaran- 
teed for one year. Retails at $12.95 plus tax. 





TROY 


A small, smart and sturdy watch. It has a 
gold-colored case, stainless steel back, non-breakable 
crystal, sweep second hand. Guaranteed for one year. 
Retails at $8.95 plus tax. 


The watches are new, they’re beautiful, they’re 
priced just right. And the customers are waiting 
some 4,000,000 of "em. Westclox is really supply 
ing the ammunition to help you get a big share of 
this big market. Study the details of watches above 
and you'll quickly see that each has one, two or 
several popular, up-to-the-minute features that 
customers can’t resist. Especially when they’re 
backed by the Westclox reputation for sturdiness 
and dependability. All four are guaranteed for a 
year! Sales are waiting, profits are handsome. Tie 
in with the national advertising by Westclox. It'll 
be a banner year! 


WESTCLOX, La Salle-Peru, Illinois ¢ In 


Canada: 


KIM— As sturdy as it is handsome. The Kim has a 
stainless steel back, non-breakable crystal, and a 
sweep second hand. Guaranteed for one year. Retails 
at $7.95 plus tax. 





ROCKET—Smartly styled for rugged use. It’s shock 
resistant, has 
hand, non-breakable crystal. Guaranteed for one year. 


r 


Retails at $6.95 plus tax. Luminous, $7.95 plus tax. 


a stainless steel back, sweep second 


WESTCLOX 


TD ray 
roduc of; (ul (orporation 
fim a ‘id 


+ &ee 


Western Clock Co., Ltd., Peterborough, Ontario 
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ANNOUNCES 


brilliant new wrist watches 


Each new watch offers up-to-the-minute features 
at low prices to help you get a bigger share 
of those multi-million dollar wrist watch sales 


with this profit- 
making Westclox 








\ 
\ 
‘ watch deal... 
\ 
\ . DEAL INCLUDES: 
\ 
a" ant 2 Rockets (plain dials), retailing at $6.95 each, 
\ ; =a 1 Rocket (luminous dial), retailing at $7.95 
HN “or y poten pe ee \ 1 Kim (plain dial), retailing at $7.9! 
\ . ones earaet™ al ert wr — wr | Troy (plain dial), retailing at $8.95 
\ ae 2 nee gee OS en _ 
. on = ——— aN ana ; a ' £19 Q8 
\ Tenet canon Ve -- 1 Judge (luminous dial), retailing at $17.95 
; aoe pee \\ ‘ 
ia a PLUS Handsome Fr Display 
: mealies an | 
WATCH DEAL #700 _ | : 
WESTCLOX | 
La Salle-Pery, Illinois 
| 
SELLS FOR adits $ S| . 70 | Gentlemen: Please send me through my wholesaler | 
CO STS YOU 35 57 | sets of the Westclox Watch Deal 
ie | 
quaneresen MY NAME IS | 
| 
YOU MAKE... $16.13 ADDRESS ! 
DON'T DELAY! ! MY WHOLESALER IS | 
SEND THIS COUPON TODAY! ; 
| HIS ADDRESS IS | 
| | 
itis cc eel ei lp ls cab ta i nade al ein ng a pial ain tn 4 
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MELADUR 


by General American 








Gvaranteed for 1 year against chipping, cracking, breaking 
v= i a 


| 









20 GOOD ITEMS! 
Open stock, 16-pc. starter 
sets, 5-pc. place settings, | 
serving items. Six lustrous | 


America’s best looking, 
best quality, finest design 
melamine dinnerware 


Send for 
Illustrated Literature 


GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 S. LaSalle Street, Chicago 90, Illinois * New York « Los Angeles 
Offices in all principal cities 


colors. Complete promo- 
tional material. 
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WHAT’S NEW 


around two types of base paints 
One series has a white base which 
can be tinted with any of the Color 
Tint tubes alone or in combinations 





to give a wide range of custom pas- 
tel colors. Nine finishes are avail- 
able in white and matched pastel 
colors. Interior and exterior prim- 
ers, sealers and undercoaters are 
also available and can be tinted to- 
ward the color of the finish coat 
with the system. Second series is 


Deeptone base, a gray base, that 
becomes a fully functioning one 
coat Deeptone finish when tinted ac- 
cording to the system. Eight Deep- 
tone finishes are available. Seal Rite 
Caulking Co., Inc. 


* 
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Insect Bomb 

House plant insecticide, Antrol 
African Violet Bomb, kills 
mealy bugs, mites, aphids, exposed 


Insect 


ne HOUSE us 
8 ce] 
ee 8 
TU 1 
ne 





thrips, white flies and other pests. 
For use on African violets, ivy, 
bracken, Boston fern, fuchsia, philo- 
dendron, rubber and other house 
plants, insecticide is especially for 
indoor use. It is non-inflammable 
and contains Pyrethins, Rotenone, 
and Piperonyl Butoxide. Product 
comes packed in 6 oz. aerosol can 
with push-button valve. Antrol-Sar- 
nol Div. of Boyle-Midway, Inc. 


For more data circle No. 48 on postcard, p. 115 


Corner Clamp 

Independent Twin-Screw, two po 
sition professional corner clamp, 
B-207, actually pushes wood into 


square corner with great force. For 
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grlueing, doweling, welding, nailing, 
ete., it takes wood, plastics, metals 
ind other materials up to 4'% in. It 





will not mar and can be used as 
wedge vise for planing, sanding, 
drilling, etc. Made of 14-page steel, 
it is welded and ribbed for added 
strength. Retails for $6.98. Belruss 
Mfg., Inc. 
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Blow Torch 

Here is a_ liquefied petroleum 
hand model blow torch with dispo- 
sable fuel tank for soldering, light 
brazing, do-it-yourself jobs,. ete. 
Complete with all-brass burner and 
fittings, it has pressure relief valve, 
wide - range positive - control flame 
adjustment, and heavy-gage large- 
diameter tank. Tank is 27% in. in 
diameter and 9 9/16 in. high. Sug- 
gested retail price is $6.95; replace- 
ment fuel tanks, $1.95. Accessories 
include heavy-duty burner, pointed 





soldering tip, chisel point soldering 
tip, and flame spreader. Twurne? 
Brass Works. 
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Americana 


TODAY’S MOST PROFITABLE HARDWARE FEATURES 


——— 








AMERICANA 


KNOB 


with screws 
2391 








AMERICANA 


“HL” HINGE 


with screws 
#320—for flush doors 
#317—for %e"* offset doors 





| 
AMERICANA | 
“H” HINGE 
with screws 

z 


#318—for %"' offset doors 
#319—for flush doors 


— Ee HE HH 


AMERICANA 


DRAWER PULL 


with screws 
#394 





The hardware your cus- 
tomers are looking for 
.. the most popular line 
you can feature! Every 
*“Americana”’ item is 
beautifully formed in 
hammered steel 
finished in ‘Star 
Brite’’ Black, An- 
tique, Copper or 
Brushed Brass. 


WRITE TODAY 
FOR COMPLETE CATALOG 


Sold through wholesalers only 
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Bassick 


Rubber-Cushion 
Gilides 





CG-92-1 1/4’ 


CG-392~—1 1/4” CG-393-1 1/2’ 








———— SLIDE EASY... 
PROTECT FLOORS... 


Furniture moves smoothly, s 
lently. Heavy flat polished 
hardened steel base glides over any 
surface. Rubber cushion absorbs 
shock and Saves floors and 
floor coverings. 

For nailing to wood legs. Or stem 
type with sockets for application to 
furniture legs where have 
been used. 


SELL FAST! 


Bassick glides 
move faster because 
they’re nationally ad- 
vertised, made of 
highest-quality mate- 
rials, are easier New “try-it- 
yourself” display lets shopper sell him- 
self on Bassick quality. Ask your Bas- 
sick distributor salesman for details on 
how to put this salesmaking new dis- 
play to work 





gauge, 


noise. 


casters 





Ye oy 


to sell 





rs =~ THE BASSICK COMPANY 
iy 
yd 


Bridgeport 2, Conn. In 
Canada: Belleville, Ont. 





A DIVISION OF 





MAKING MORE KINDS OF CASTERS MAKING CASTERS 00 MOR WARNER] 
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New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


operation of the 555 or 666 door 


closers. 


When door part of display 


is opened, closer operates to close 


ERE 
YOUR 


DOORMAN 
ALWAYS ON DUTY 


LOSES QuiETLy SuRtty einistit 





door. Miniature doorman directs 


attention to closer. Display is free 
with each dozen of either model of 
Shelby Spring Hinge Co. 


closers. 
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Socket Wrench Display 


This display board for %-in. 
square drive socket wrenches and 
parts has been added to line of 
Life-Time Wrenches. Board car- 


ries complete assortment including 
seven sizes of 12 point double hex 
sockets, six sizes of 12 point double 
hex deep wall sockets and five sizes 
of Universal Flex: sockets. Also 
displayed are six interchangeable 
handles, extensions, etc., including 


BILLINGS 





a reversible ratchet. Total of 42 
sockets and parts are displayed on 
board, which is enameled in blue 








NOW, a 3-way 
tape sales 
volume builder 


GOLD SEAL 


e 








\ 


FRICTION 





_ 





RUBBER 
Splicing Compound 








HANDY PAC 


ws 


PLASTIC 








~ wie! 
10 nous 0” ™ 
20 #t £Or 





Gold Seal quality in a plastic 
stretches 


lectrical tape Flows 
and contracts to cover any surtace 
snugly. High dielectric—neat 
thin wrapping gives all needed 
insulation on most jobs. Sticks fast 
gives lasting protection under 


toughest « ynditions—sunlight, water 
oil, solvents. Single 60-ft. rolls in 


ind Handy Pack 


in metal and fiber 


round metal cans 
of ten 20 ft. rolls 
cartons. Sample free on request 
Jenkins Bros., Rubber Div 
100 Park Ave., New York 17 


Stock up and tune up 
tape sales and profits. 


JENKINS 





Vue. 


PLASTIC /f 






RUBBER - 


FRICTION ° 


Single rolls and 10-roll containers 
Also Diamond Seal Friction 

and Rubber Tape made to 
ASTM Specifications. 
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70 HELP YOU SELL 


vith trade name and _ individual 
art numbers shown in yellow. | 


Billings & Spencer Co. 
ADDS ANEW DESIGN 


Lsoorillin ware belle 
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Plastic Pipe Spools 

Dur-X plastic pipe now comes in 
pool package. Made of sturdy lam 
nated board, dispenser is light in 


A BELLE KOGAN MASTERPIECE 


4, 
% 


weight and accommodates 500 ft. of | N M | K A CL E - M 0 L D E D M E L M s C 


either % or “4 in., 400 ft. of 1 in., 
300 ft. of 14, in. and 250 ft. of 
I'y in. Full package of '. in. pip 





weighs 57 Ib. Spool prevents back 
lash and kinking, and is attractively 
printed to serve as a selling aid 


Prantiin Plastics, Ine AT A NEW POPULAR PRICE ! 
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Protector Packaging 

Special package for No-Frost 
windshield protector has Christmas | 
label for gift market. “Merry 
Christmas” is substituted for the 
price, and bright red and green 





scorllin ware® 


Protector sells for 98¢ and is quick- | Weimpce DINNERWARE “GUARANTEED AGAINST BREAKAGE 


colors for the regular blue label. 


ly and easily installed for outdoor Written Guarantee comes with every package 
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How to make 


Quick, Easy 


flush-to-wall 


Installations | 
nm‘ 








 Fapeauca 


Gas Range Connectors 





Superseal’s long, 10° tapered cone 
makes positive, leak-proof connec- 

tions certain every time. With their | 
heavy, tapered fittings and special 
alloy aluminum tubing of .049” wall 
thickness, Superseal Connectors can 
be tightened 


} 
danger of 
shearing tube or damaging fitting. 


without 
They can be bent close to the fitting 
to make a neat, flush-to-wall instal- 
lation. Superseal Connectors are 
certified by the American Gas Asso- 
ciation and are listed by Under- 
writers’ Laboratories. They are pro- 
duced in any combination of female 
elbows and male or female adapters; 
3/4-inch pipe thread; 12 to 60-inch 
lengths; cadmium plated. Over 400 
U.S. distributors. Call the one that 
is nearest to you. 


"Every Superseal Fitting 


a 
2egperscal, 





COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


COLUMBIA, PA 
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TO HELP YOU SELL 





@ For more information 
on these products and 
services use free post 
card on page 115. 


parking. It eliminates scraping of 
ice and frost, and leaves the wind 
shield clear. Made of heavy plastic, 
it resists cold down to 60° below 
zero. Water-proof plastic bag hold 
protector while stored in glove com 
partment. Central States Paper & 
Bay Co. 
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Plastic Bag Display 
Metal display rack holds 69 pack 
ages of See-Safe plastic bag assort 


ments. Included are 15 four-bay, 





30 eight-bay and 24 sixteen-bag as- 
sortments. Made of polyethylene, 
bays can be used to store food or 
general utility items. Each package 
is marked with price. Self-service 
rack is free with purchase of com 
plete assortment; total retail value 
of merchandise is $41.97. Mehl Mfy. 
Co., Div. of Sydney-Thomas Corp. 
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Aluminum Hobby Booklet 


“How You Can Make Thing 
With Reynolds Do-lt-Yoursell 
Aluminum With Ordinary Tools,” 
is 2 16-page booklet which gives de- 
tailed instruction on the use of the 
new series of Do-It-Yourself Alum 


inum mill products. Booklet lists 










DEPEND ON TURNBUCKLES 
To Save You Money and Time 





a ee on”, 
ae 
; abi 


= ey” ‘ 


7 agiitiiinn 


LOE henles 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


‘One Good Turn(Buckle) Deserves Another’ 


ih 
Wie 















SAWHORSE BRACKETS 


NO NAILS e NO BOLTS 
NO SCREWS 


/ ALL-WELDED CONSTRUC 
TION, Use any 2 x 4s for lega 
and crossbar ...set up or knock 
ed down instantly 






Bach package is a 
colorful counter dis- 
play. 12 Sets to a 
carton. Dealer helps 


FREE, 








Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you 


GRAND HAVEN STAMPED PRODUCTS CO. 


GRAND HAVEN, MICH. 
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TO HELP YOU SELL 


items included in line: sheet (plain 





or embossed), rod, bar, tubing, 
angles in different sizes, Reynolon 
clear plastic sheet (for storm win- 
dows), and a variety of rivets, bolts 
and screws. Separate sections in 
booklet cover pointers on working 
material with hand tools and power 
tools. Finishing methods are also 
discussed. Reynolds Metals Co. 


For more data circle No. 56 on postcard, p. 115 


Bicycle Lock Package 
Bicycle lock, called Ziplock, comes 
in a special Christmas counter dis- 
play package for holiday sales. 
Package consists of colorful Santa 
Claus counter display containing 
ix individually boxed Ziplocks. 
Boxes, also decorated in Christmas 
motif, have cut out fronts through 





which each lock is visible. Locks are 
wrapped in polyethylene contain- 
ers. Ziplocks are also suitable for 
motorcycles, duffle bags, baby car- 
riages and other items requiring a 
lock with an adjustable shackle. 
Yale & Towne Mfg. Co. 

g 


For more data circle No. 57 on postcard, p. 115 


Fishing Tackle Catalog 
Catalog No. 5853, Fishing Tackle 
for 1954, illustrates and describes 
entire line, including newly de- 
Signed models of fresh and salt 
water rods. Catalog covers six new 
and improved models of fresh water 
spinning rods of tubular and solid 
glass construction; Dynaspin model 
with improvements; bait casting 
line of two-piece rods—No. 808 Fal- 
con tubular glass rods and No. 908 
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KESTER 
Meta, MENDER 


a 


cr” IT SELLS for you 
KES! of IT SELLS again and again 


asa DF t/ 
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The original small package of Acid-Core Solder 
introduced 430 years ago! Often imitated but never equaled, 
The flux is of the Kester proven formula .. . correct 
diameter (1/8th inch) for best work. 
Remember, Kester is not a solder with /ess Tin 


so that it can be offered to you at a lower price. 


FREE: “Soldering Simplified” 16 page booklet on 
how to solder most anything. Write for your supply 


KESTER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 


SOLDER 





Newark 5, New Jersey @ Brantford, Canado 















BRAKES PREFERRED 






Get your free supply 
of “Bendix Brakes Preferred” 
stickers from your jobber or 
from us direct 


It's No Trouble to get the Best 


Phere Is He need lo pul up with a 





second choice when it's so Casy to gel 
the best in coaster brakes. The handy 
“Bendix Brakes Preferred” stickers are 


“made to order” for every bievele order 


4) “iad , yy, 
ag 


where quality is the choice. 


Remember its no trouble to get the 
best if vou use the handy “Bendix 
Brakes Preferred” stickers. 


Cond 


Coaster Brakes 


ECLIPSE MACHINE DIVISION of Begayy 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division 
205 East 42nd St., New York 17,N. ¥ 

















CONTINENTAL ENGINES 
ARE BACKED BY 
GENUINE PARTS AND 
AUTHORIZED SERVICE 
IN EVERY COMMUNITY 


RED SEAL 
-» MODEL AU85.. 


(AIR-COOLED) 

A HUSKY 3 h.p. ENGINE 
COMBINING EASY 
STARTS, HIGH TORQUE, 

LONG LIFE 








IT’S WISER THAN EVER, TODAY, 
TO HANDLE THE MAKES OF 
EQUIPMENT THAT FEATURE 

CONTINENTAL RED SEAL POWER 

* DEPENDABLE SINCE 1902 ¢ 











[ontinental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 
12800 KERCHEVAL AVENUE « DETROIT 14, MICHIGAN 
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TO HELP YOU SELL 





solid glass rods with Speedlock 


handles; tubular glass fly rods, the 
Aristocrat, Pennant and Favorite, 


and many other models as well as 


fishing tackle items. True Temper 
Corp. 
For more data circle No. 58 on postcard, p. 115 


Battery Packaging 
Flashlight batteries 
to offer more sales appeal by | 


are desly d 


ing greater stress on Chrome jpro- 








tection, a feature which keeps bat- 
teries fresher longer. Guarantee to 
replace damaged flashlights is now 
printed on every battery, directing 
customer to send case and batteries 
directly to company, thus relieving 
dealer of making adjustments. Bur- 
gess Battery Co. 


For more data circle No. 59 on postcard, p. 115 


Wrench Display 

Self-selling metal display contain- 
ing complete line of combination, 
open end and box wrenches is given 


free to dealers as part of a spe- 


Vita se ; 
ESCO y™ 


WRENCHES 
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featuring No. 200WR 


cial package 

wrench assortment. Package in- 
cludes 33 assorted wrenches and 
display unit. Valued at $35, com- 
bination costs dealer $19.95. Litho- 
graphed in three colors, the 16x24 


and slots for 
Metal Engi- 


in. display has easel 


wall or counter use. 
necring Co, 


For more data circle No. 60 on postcard, p. 115 


Painting Booklet 

Called “How to Best Roll the 
terior of Your home in Comfort and 
this free booklet demon- 
a combination 


Inx- 


Safety,” 
strates the use of 
pail holder and paint roller for out- 
painting. Bestt Bucket-Jac- 
clamps and locks securely behind 
ladder for safe Shows how to 
get maximum painting efficiency on 
beveled siding, shingles, 
stucco or other rough 

Fond Du Lac Roller Corp. 


For more data circle No. 61 on postcard, p. 115 


side 
use. 


cedar 
surfaces. 


Ladder Promotion 

Small packs of Life Savers with 
an inscription on the side reading: 
Werner Alumiladder “A Life Saver 





for Your 
dealers 
Life 
or given to customers as a means of 
Alumiladders. R. D. 
Ine. 


No. 62 on postcard, p. 115 


are available to 
promotional 
Savers can be put on counters 


Home,” 
for 


purpose Ss. 


introducing 
We rer Co., 


For more data circle 


Fishing Guide 


Free guide to Florida salt water 


fishing, for dealer use, features a 
chart that lists suggested tackle 

hook, line, rod and bait—to use in 
catching any of 24 species of Flor- 
ida coastal fish. Tells geographical 
range of each fish and where each 
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GLASS CUTTING MACHINE | 


e VERNIER ADJUSTMENT FOR SQUARENESS 

e FULL LENGTH ADJUSTABLE SCALES 

e HEAVY CHROME-PLATED STEEL GUIDE BARS 
e BALL BEARING EQUIPPED THROUGHOUT 


Ony the FLETCHER Automatic Glass Cut- 
ting Machine has these features and many more. 
When using a FLETCHER machine, the operator 
does not manipulate the glass cutter. It is a part 
of the machine itself and can be adjusted to the 
exact desired cutting pressure. 


FLETCHER Machines are made in two standard 
sizes to cut glass up to 36” and 48”. Send for 
free literature or ask your jobber for complete 
particulars. 





YOU'LL FIND QUALITY 
PLUS IN THIS KNIFE 


The recently introduced FLETCHER line of putty 
knives and wall scrapers is rapidly gaining in popularity. 
Repeat orders from satisfied customers is an excellent 
indication that the FLETCHER line has all the looked for 
features of the better quality tools. Ask your jobber to 
show you samples. 


THE FLETCHER- TERRY COMPANY 


664 SOUTH STREET FORESTVILLE, CONN. 
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PLOW 


PAT. PEND 


1. Plows all types 5. Cleans path 26” 


of snow, ice and wide 
slush 

All steel plow 
2. No Lifting! It with baked enamel 
plows and pilesthe — finish. Hickory 


snow! handle, 


3. Clean steps, 7. Weighs 71% 
drives and walks. pounds. 

4. It vibrates... 8. Built for years 
shakes snow loose. of rugged use. 


RETAILS FOR gust 6.90 


SELLS ON SIGHT with 
BIG PROFITS FOR YOU. 


Contact your dist. or write 


E. H. HEMSATH MFG. CO. 


CINCINNATI 5, OHIO 
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TO HELP YOU SELL 








@ For more information 
on these products and 
services use free post 
card on page 115. 


is most likely to be found. Guide 
map of Florida 
distribution of salt water gamefish 
along the 
yood fishing spots for fresh water 


contains showing 


coasts; also indicates 
gamefish. Ocean City Mfg. Co. 


For more data circle No. 63 on postcard, p. 115 


Cord Display 

Here is a counter display mer- 
that 
blind cord coils cut for the home re- 
placement markets. Each display 
box contains six 50 ft. coils of No. 
11% Venetian Blind Cord. Each coil 


chandiser features venetian 


is individually packaged in cello- 
phane bag. Cord comes in white 
and all standard venetian blind 
cord colors. King Cotton Cordage. 


For more data circle No. 64 on postcard, p. 115 


Electric Tool Catalog 

Pocket de- 
scribes and illustrates complete line 
of 52 different portable electric 
tools and numerous specialized at- 
tachments. Includes 135 photo- 
graphs of electric tools and their 
Complete specifications and 
prices are given for electric saws, 
grinders, Crills, planes, 
routers, shapers, hedge shears, etc. 
Porter-Cable Machine Co. 


size catalog No. 201 


uses. 


sanders, 


For more data circle No. 65 on postcard, p. 115 


(Resume reading on page 14) 











Adjustable 


WEED CUTTER 


Patent No. 71 Pending 





Adjustable to your cus 
m tomer's preferred handle 
\ length, cutting angle, hang 







and balance. This "Little 
Giant" tool feature alone 
will increase your sales. 
Other features: 
Elastic stop nuts 
for easy blade 
removal — plain 
or serrated blade 
—length 42" — 
packed 3, 4, 5 
or 6 in carton. Free folders and mats. 
Order from your jobber. 

Send for a sample and see for your 
self why this is a profit maker. Write 
us NOW including $1.00 to help cover 
costs. 

A FREE HATHAWAY SHIRT to Leon 
Wiseman of Kenilworth Hardware Co., 
Washington, D. C. Send us your shirt 
size. Also, free shirt to your jobber 
salesman who sells North Wayne Tools. 
Please send his name, company and 
address. 


NORTH WAYNE TOOL CO. 


OAKLAND 1, MAINE 

















YOU'LL FIND IT 
PROFITABLE 


to send us your Fence and 
Metal Specialties orders 









To cash in on this easy money send for litera- 
ture and familiarize yourself with the Stewart 
line. Then when you get an inquiry for some 
Stewart product you will be in a position to 
give the prospect the information he desires, 
and close the sale. Remember, you make no 
investment—you carry no stock. Every year 
more hardware dealers are making extra profits 
through this arrangement. Are you getting your 
share? Write for catalogs today. 





lron Picket Fence 


Stewart Iron Railing 





OTHER PRODUCTS: 
Steel Flagpoles 
Wire Mesh Partitions 
Settees 
Window Guards 





Stewart Chain Link 
Wire Fence 


THE STEWART IRON WORKS CO., INC. 
2037 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications since 1886 
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NO SEASONAL 
SLUMPS WITH 


DISPLAY CM Chain in colorful... 
handy dealer drums. Watch your chain 
sales grow and grow and grow! 


tae wt 


INSWEL 


OF com CHA 


“ 


There’s always a demand for chain...especially for CM 
Chain. Customers recognize this long-established prod- 
uct with the distinctive “Inswell” weld...are constantly 
reminded of its quality through intensive advertising... 
are ever ready to buy it wherever it is sold. There’s a 
type and size of CM Chain, including attachments and 
specialties, to satisfy every customer requirement. Be- 
come a “chain specialist” with CM. Build up this profit- 
able part of your business. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


TONAWANDA, NEW YORK 
DISTRICT OFFICES: NEW YORK, CHICAGO, CLEVELAND 


In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONT. 
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the lawn mower 
you ride 





Exhibit MOW-CYCLE at 
a trade show and every 
visiting buyer stops to 
examine it. Put it on a 
retail sales floor and 
lawn mower users im- 
mediately evidence their 
interest. Start it on any 
lawn and passing autoists 
halt cars to get out and 
ask questions. Americans 





2% h.p. 
engine love to ride. They proved 
it by their speedy adop- 
tion of MOW-CYCLE. Every jobber and retailer who 
handled this practical riding, mower in 1953 is repeating 
for 1954. Hundreds of additional outlets are taking it on. 


MOW-CYCLE is the one mower de- 
signed expressly for the householde1 
who rebels at pursuing on foot any 
lawn mower, no matter how pro- 
pelled. Priced to fit his purse; yet full 
size. adequate, reliable. Cuts clean 
Plenty of 
extra power to pull attachment 

vithout 


ATTACHMENTS 


Leaf Mulcher, Lawn 
Sweeper, Spreader, 
Turf Spiker, Roller 
Cart, Canvas Cover, 


and Cutting Trailer. 
20” swath in any going 


Gives complete lawn care 
walking. Extremely comfortable; re- 


wo T 2 


markably safe Strong, light: easy 
- to operate, control, steer, back up 
Sturdy enough for heavy adults 
Simple enough for teen agers. Trade 


information on request 
MUSGRAVE MANUFACTURING CO. 
2903 Columbus Avenue 
Springfield, Ohio 


Self-powered 
trailer unit 
makes estate 
mower out of 


MOW—CYCLE 
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. , ents the firm in Charleston, Name Greene, Magers To Smith, LY 
Harbor Hardware Opens in Aberdeen, Wash.; Woo V a, wid surrounding qoto-Mower Sales Posts aaniied 


e ° . area, as presented ith ¢ ; 
Schneider & Jackson Relocates in Florida °°") 8 ciation Allan W. Greene has been Robert 


year pin in: appreciation per ic 
Aberdeen, Wash An esti- 913 Front St., has been sold of his service by A. G. Rora named ale manager and \ hitlock 
mated 5,000 persons attended to R. F. Rogers by B. G beck, Worthington president. H. Malcolm Magers assistant 
the recent grand opening of Adams. The store is’ being 
the Harbot Hardware Co.'s completely re-stocked under Series of Meetings Held 
new store at 112 EB. Market the new management, lin Hard 
St. Numerous demonstrators By Frank n araware 


were on hand to explain ad Hast Gary, Ind Wallin’s The Franklin) Hardware 
vantages of nationally-adver Hardware recently held. it & Supply Co., Philadelphia, 


tised home appliances, cook- formal opening with a nine-— pa. dealer-owned wholesaler, 
ing utensils, tools, sporting day sale at its new location, recently completed a serie 
goods and other item S461 Central Ave. The new of meeting with member 

Thousand of vardsticks tore occupies a modern brick dealers in Norristown, 


and candy bars and several and concrete building 40x80 Kaston, Pottsville, Scranton 


other free yifts were distrib ft. with a 40-40 ft warehouse and Philadelphia, all Pa.; 


uted among the store visitors, in the rear, Color scheme of Dover, Del, and Bridgeton 


and Trenton, N. J. 
both inside and outside, is More than 400 dealers and 
managed by Mrs. Grace Lam Snowden Celebrates 25 employees attended the meet 
bert Years With Worthington 


ings, Which are part of a ALLAN W. GREENE 
1 G. Snowden, salesman program designed by Frank 

for the Geo. Worthington Co 

Cleveland wholesaler, cele. greater product knowledge Mower Co., Richmond, Ind, 


The store, of modern design (Continued on page 158) 





Hlaines City, Fla The 
Schneider & Jackson Hard 
ware held an cight-day grand 


lin to equip its dealers with ales manayer of the Moto 


’ 


brated 26 years of service and to merchandise manu- a subsidiary of the Detroit 
with the company on Nov. 22.) facturers’ lines more succe Harvester Co 


Mr. Snowden, who repre- fully 


opening celebration at its new 
location on Fifth St. and 
Jones Ave. The store is one of 
the largest and most com 
pletely stocked hardware and . Serine Cimdaiais upp 
appliance stores in Volk American Hardware Supply Names Bennett;  \'""\"*" O88 
County with a floor area of ; 


approximately 7,500 q. ft Marone Promoted, McHugh Joins Sales Staff Marone has been associated 


’ 


(Continued on page 152) 


) 
| 


“4 ‘— Ht , or 3 ‘ with American for a period 
at Ps oo floor and a Paul Bennett has been ap. O. Marone has been promoted — of sears in its warehouse and 
” Or a » oer? ' pointed to the advertising to the position of buyer of office 
“ree gifts were ypive 
© K were given © ong promotion departments ‘tools and builders’ hardware 
visitors throughout the eight Mr. Mellugh is) rejoin 
of the American Hardware and Charles Fo Mellugh ha : 
day celebration, during which ns : American following a) period EDV 
' ana sean camel Supply Co, wholesale hard- been named to the company : , 
ime cooking schools and spe ' ea 4 a os er aff : of time as manager for th 
cial demonstrations were con = tee wrens Held sale tall, covering the ’ i I: 
ducted. The store has initi Way, South Side, Pittsburgh territory comprising the east- Mreeport ardware at sini 
ated a free delivery service Va ern part of Pennsylvania and pert, Pa. In his new capaci 
and a “drive up” service for \t the same time, the com parts of Maryland, as a field salesman, he will 1954 h 
customer dur inge rainy pany annotune ed that Jame VI Dennett come to the reside in Kben bury a 
weather. The store is owned 
by Richard Schneider and ; 
\ ep 
William Jackson ' 
and Ligel 
1) will 
Battle Creek, Mich.--Wil as ani 


liam M. Thomas has sold his 
Lakeland Hardware store to 
Kenneth Brunt. Mr. Brunt 


x 
vational 


when hel 


{ 1h, at th 
and Charles Bower, of the cago, Ill 
sower Hardware, have com The la 
bined their two stores into tion w 


one location at 149 Main St 


LOOL000 »§ 
The new business is known as 





of Navy 

the Main Hardware total. Th 
“4 ae me Light F's 

Conway, Ark The Con- ‘ will offe 
way Hardware & Seed Co., PAUL BENNETT JAMES 0. MARONE CHARLES F. McHUGH ideas, n 
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Smith, Manthey Join 
Whitlock Corp. Sales 


Robert Smith and Edward 
Manthey have joined the 
Whitlock Corp., Mount Ver 





ROKERT SMITH 





EDWARD MANTHEY 


hon, N Y ’ 


malesmen, 


wholesaler, as 


joining Whitlock, 
Was as! 


Prior to 
Mr. Smith 


ociated 


with the Ansonia Lumber Co., 


Ansonia, Conn., 
held the position of assistant 
ecretary. He was also man 
ager of the Seymour’ Div., 
Seymour, Conn. 

Before coming to Whitlock, 
Mr. Manthey had been em 
ployed by Rackliffe Bros. Co., 
Inc., New Britain, Conn 


North Carolina Dealers 
Form Organization 
Approximately 25 North 
appliance-television 
met in Dunn, N. © 
to discus 


Carolina 
dealers 
recently problem 


and formulate way and 


means of 
result 


solving them. As a 
the dealers formed an 
organization 

Temporary committees 
draw up 


were appointed to 


by-law make nomination 


and plan for a second meeting 
at which time officer 
elected 
mittee 


will be 
and com 


appointed 


permanent 


Roger Nelson Joins 
Johnston Lawn Mower 


Nelson ha joined 
Johnston Mower 
Srookhaven, Miss., as 


Roger 
the Lawn 
Corp., 


(Continued on page 148) 


1954 National Hardware Show to Be Held 
In Chicago, at Navy Pier, Oct. 11-15 


\ separate Lawn, Garden 
and Light Farm Equipment 
1) will ayain be established 
as an integral part of the 
National Hardware Show 


when held next year, Oct. 11 
15, at the Navy Pier in Chi 
cago, Hl 

The lawn, garden and farm 
ection will occupy more than 
100,000 sq. ft. of exhibit space 
of Navy Pier’s 300,000 sq, ft. 
total. The Lawn, Garden and 
Light Farm Equipment Div. 
will offer new equipment, 


ideas, merchandising plans 


and franchises and an oppor 
fulfill all 
an entire 


tunity to buying 


need for vent 

A great the 
more than 200 manufacturer: 
ligeht 


majority of 


of lawn, garden and 
farm equipment who exhibit 
ed at the 1953 National Hard 
ware Show in New York City 
are reported to have already 
reserved space for the 1954 
event. The show is sponsored 
by the National Hardware 
Show, 331 Madison Ave., New 


York 17, N. Y. 
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Pyrex, Corning Glass Product, Selected As 
‘Item of Year’ by Supplee-Biddle-Steltz 


product of the 


Works, Corn 


Pyrex, a 
Corning Glass 
ing, N. Y., was selected a 
“The Item of the Year” by 
the Supplee-Biddle-Steltz Co., 
Philadelphia, Pa., wholesaler 

The 


made at 


announcement 
the YOth 

birthday celebration held re 
in honor of Wm. 
Steltz, president of the whole 
firm. After 
presentations and many pift 

Mr. Steltz the ad 
of the evening entitled 


was 
annual 


cently Geo 


sale receiving 
deliv ol ed 
dress 
“Looking Forward.” 


The honored guest at the 
affair was John Bredfeld, 
sale manager of Corning 
Glass, who was the recipient 
of a sterling silver cup and 


scroll, attesting to the selec 


tion of Pyrex as “The Item 
of the Year.” This honor wa 
presented on behalf of the 
salesmen of the company to 


that line which has produced 


the most outstanding sale 


results during the past year 
A musical revue, “Deep in 
the Heart of 
cast of 30 
salesmen, provided the enter 


Texas,” with a 


employees and 


tainment of the evening. Dt 


rection and seript were by 


Roy Geppinger, sales man 


and toastmuaster of the 


ayer 

evening, and Fred E.rner, as 
sistant vice-president and 
buyer. Lyric and musi 
cal arrangement were by 
Charles Leinbach, buyer 


Expect 8,500 Dealers 
At Garden Supply Shows 


More than 8.500 dealers in 


garden supplies are expected 
to see the new model of 
power equipment and new 
items in packaged goods line 
to be offered on the market 
in 1954, when 300 manufac 
turers exhibit their product 
in the 1954 National Garden 


(Continued on page 152) 





Wim Ceo Steltz, center, 


Supplee Biddle 


pre mdent of 


Steltz Co 5 Philadelphia, Pa 9 wholeanaler, in shown an he 
in about to cut the giant 250 Ib. birthday cake on the 
occasion of his 20th annual birthday celebration \t left 


in John Bredfeld, salen manager of ( orming Glanea Worka, 
Corning, N ¥ ® whore product, Pyrex, war aclected by 
the wholesale firm as “The Item of the Year.” At right in 
Roy Geppinger, vice president of Supplee Biddle Steltz Co 
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-News of the Trade— 


Will J. Feddery, Cleveland Sales Manager, 
Marks 40th Anniversary With Hardware Age 





Will J. Feddery, center, Cleveland district sales manager 
for HARDWARE. AGE, is being congratulated upon com 
pleting 40 years of continuous service with the publica 


tion. At left is Joseph S. 


Hildreth, president of the 


Chilton Co., Inc., publishers of HARDWARE AGE, and 
at right is L. V. Rowlands, HARDWARE AGE publisher 


Will J. Feddery, Cleveland 
district sales manager for 
HARDWARE AGE, on Dec. 5 
completed 40 years of contin- 
uous service with the publi- 
cation. He has spent all of 
the 40 years in the Cleveland 
territory. 

Prior to joining HARDWARE 
AGE in 1913, Mr, Feddery 
was a salesman with Sim- 
monds Saw & Steel Co., call- 
ing on the wholesale trade 
in the midwest. 

In extending congratula- 
tions to Feddery on his 40th 
anniversary, L. V. Rowlands, 
publisher of HARDWARE AGE, 


' emphasized that Mr. Fed- 


dery’s success has reflected 
in a large measure his strong 
belief in the fundamental 
soundne of the manufac- 
turer-to-wholesaler-to-dealer 
method of distributing hard- 
ware merchandise. 

During his years’ with 
HARDWARE AGE, Mr. Feddery 
ha successfully counseled 
many manufacturing firms in 
the development of effective 
promotional programs utiliz 
ing this channel of distribu- 
tion. 

Mr. Feddery is one of the 
founders of the Central 
States Hardware Club and is 
now chairman of the group’s 
advisory committee. He is 
also a founder and life di- 
rector of the Cleveland TF 
Club of advertising salesmen 
of business papers. 


HARDWARE 


Mr. Feddery is also a mem- 
ber of the Cleveland Adver- 
tising Club, the Industrial 
Marketeers of Cleveland, the 
Chagrin Valley Country Club, 
and the Al Koran Temple. 


Roger Nelson Joins 
Johnston Lawn Mower 
(Continued from page 147) 


director of merchandising and 
advertising. 

Mr. Nelson was formerly 
associated with the R.P.M. 
Mfg. Co., Lamar, Mo. 

In his new capacity, Mr. 
Nelson will supplement the 
Johnston sales organization 
and direct the company’s ex 
panded 1953-54 merchandi 
ing and advertising program 
Ile has been in the hardware 
industry for more than 17 


years. 





ROGER NELSON 
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oes News of the Trade 


F. T. Rockwell Resigns as Vice-President 
Of Our Own Hardware Co., After 22 Years _.. another GOLDBLATT First 


Fred T. Rockwell has re- 
signed as vice-president of 
Our Own Hardware Co., Min- 





FRED T. ROCKWELL 


neapolis, Minn., dealer-owned 
wholesaler. The company’s 


Braden Appointed By 
Fremont Rubber Co. 

A. Edward Braden has been 
appointed a factory represen- 
tative for the Fremont Rub- 


ber Co., Fremont, Ohio, in 
Louisiana, Oklahoma and 
Texas, except for the Pan- 


handle area. 

On Jan. 1, 1954, Mr. Braden 
will also take over the com- 
pany’s representation in the 
State of Arkansas. John Mc- 
Laughlin will relinquish his 
coverage of that state in 
January but will continue as 
a representative for the com- 
pany. 


Burguet Heads Sales 
For Parker Mfg. Co. 
Jacques J. Burguet has 


been named sales manager of 
the Parker Mfg. Co., Worces- 





BURGUET 


JACQUES J. 


HARDWARE AGE, DECEMBER 10, 


board of directors accepted 
his resignation at its Nov. 10 
meeting. 

Mr. Rockwell started with 
Our Own in 1931. He has 
served as a fieldman, depart- 
ment manager, merchandise 
manager and general sales 
manager. Before coming to 
Our Own, he was for 16 years 
in the retail hardware busi- 
ness, first at Washburn, Wis., 
and later 


as manager of the | 


hardware department of A. | 


Swanson’s Sons at Red Wing, | 


Minn., both 
holders of the Our Own 
Hardware organization. 

At a testimonial luncheon 
for Mr. Rockwell, Mr. Duffy 
and other officers and direc- 
tors of the company tendered 
him their best wishes for the 
future. 


ter, Mass. He will also 


| 


member-stock- | 


continue to serve as adver- | 


tising manager of the firm. 

Mr. Burguet was 
sales department of the Gil- 
lette Safety Razor Co. for 


in the | 


| 
| 


three years prior to World | 


War II. 
the Parker organization. 


L. H. Erickson Named 
Fair Trade Director 


L. H. Erickson, of the 
Borg-Erickson Corp., Chi- 
cago, was elected secretary 
and director of the American 
Fair Trade Council, at the 
group’s recent annual meet- 
ing held in New York. 


In 1945 he joined | 


Other officers of the Coun- 


cil are: Jno. W. Anderson, 
the Anderson Co., Gary, Ind 
president; H. G. Blakeslee, 
Cory Corp., Chicago, vice- 
president; M. R. Bissell, III, 
sissell Carpet Sweeper Co., 
Grand Rapids, treasurer and 
director; 
Union Underwear Co., 
York, director. 


New 


Martin-Senour Appoints 


Earl Johnson ha: 
pointed sale 


been ap- 
manager of the 


Chicago sale 


company also appointed Clar 
Hitzeman as executive 
assistant to J. R. Rawley, 
central manager and 
tant to the president. 


ence 


assis- 


1953 


division of the 
Martin-Senour Paint Co. The 


and Jack Goldfarb, | 


a COMPLETE LINE of 
DRY WALL TOOLS 





2-FOR-1 TOOL 


curved, 1 flat 


For dry wall feathering. 2 flexible spring steel blades, 1 
Blades instantly interchangeable or may be 
if rigidity is desired. Each blade 
knife position, as illustrated, or reverse trowel 
Hardwood 


used together 
fits in either 
position beneath the handle 


handle, steel ferrule 


DW21 — Complete with blades Each $4.95 
OWFB — Extra Flat Blade Each 1.75 
\ oD 18” wide x 6” long 
\ DWCB Extra Curved Blade Each 1.75 
\yY 8° wide x 42" long 


















CORNER TAPING TOOL. 100 
spring steel flex-o-blades make it pos 
sible to cement both sides of a corner 
at once. Tape can be smoothed to 
clean angle in one operation Smooth, 
comfort-grip hardwood handle. Frog 
and tang of lightweight aluminum 


angle 


3’ x 5". Total weight of tool only 
7 o2. 
DWCT Each $3.95 














CURVED BLADE TAPING TROWEL. For 
those preferring trowel style tool for 
taping work. Too! has a spring steel 
blade with a 3/16 radius 
Blade is securely 
lightweight aluminum mounting. Com 


Blade size 10'/2 


concave 


riveted to tough, 


fortable handle 
4/2 


ow34 Each £4.10 


4 


DRY WALL CEMENT HAWK. Specially 

made for wall board work. Stainless 

steel blade measures 10” x 5° and 

has a 1” lip. Hawk weight only 18 

oz. for lightweight comfort. Comfort 

able oder type handle. Smooth 

surface makes this tool practically 

self-cleaning. 
DWCH 


¢ 


Each $2.75 












TAKE-DOWN ‘'T’ SQUARE. 477% leg with 18 T 
“ folds down to align with leg for convenient 
illustration 47%" leg, 


carrying and storage (see 


perfect for scoring 48 wall board panels Square 
weighs only 20 2 
Dwit Each $5.25 


items shown above are only a few of the many Dry Wall tools ond acces 
sories you'll find in the new Goldblatt Dry Wall Bulletin. Fill in coupon 
below and return today for your free copy and Dealer Discount Sheet 
Prices shown above are suggested list Our 116-page 

¢ — of Voots and Equipme ont for the Trowel 


> Gam TOOL COMPANY 


1920-C Walnut Street + Kansas City 8, Mo. 


comprehensive 





| l 
| [ ] Please send me Free Goldblatt Dry Wa Bulletin | 
| | 
| | Please send me Free 116-Page Catalog 
| | 
| Name 
| 
Address : 
| | 
| | 
| State ! 
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New York 


Brooklyn 8, 
4690-1 


n Street, 
APplegate 7 


3310 Fulto 


Nat jonal Lead Company 





111 Broadway » 
New York 6, New york 
Gentlemen? 
our face is reat 
when Wilson Seibert, your swell spingel salesman, 
walked in one aay last fall and informed us of Y° our intention 
of manufactur ins a qube-color | Cad ig our smmediate reaction 
was "Oh, NO, not anotner one } we nad one such set-UP» and 
altho it is 4 most i mportant aajunct to any paint touPs andising 
progr am, We oen* that its primary sale was Limite to a color 
matching service We aavised wilson, that if it was Blue and 
white, we would pe nappy *? nave tne Gallery» put indl cated to 
i we felt the yolume on tk new Line would be 10W-. 
‘ 





— 
Mode 
























geno tn won \ eC f 
the Low ‘nventory investme® - c r < 
per tion with if sistriputor in prope nerce nandisiné { 
nsible for the succes of the Dutch Boy ieee Gallery: ' 
. that this Blue anc wnite Line W i11 continue to grow 
1g will grow witn ite 
very cordially yourS» °° Sf 
Des M. 
ELTON PAINT COME ANY, INC. ye 
E. H- SCHILLER c 
EA SS- ’ 
Dutch Boy paint Products -+*** _, Imperial washable wallpaper 
if 
Cc 
NA 
Atlanta; B D COM 
Dallas 2; a 3; Chicago 8; Ci PANY: n ; * t 
Franci : hiladelphia 2 ts Cincinnati ew York 6; \ 

cisco 10; Boston 6 5; Pittsburgh — 3; Cleveland 13. t 
(National Lead Co, by sear 1; San 0 

; ass.). »* 
) Reg. U.S. Pat. Off 54 
1! 
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..from Brooklyn 


“,..The Dutch Boy* Color Gallery 
has turned out to be the 
outstanding salesmaker 

in our store.”’ 

~E. HL Schiller, Elton Paint Company, Inc. 


What's the word from Brooklyn on the new “Dutch 
Boy” Color Gallery? ... “Retail sales are about 17 
percent ahead of last year.” See letter at left. 


What’s the word from Modesto, Cali- 
fornia? “In the spring of 1952 we 
really began to realize the benefits of 
the Color Gallery. Spurred on by a sales contest, 
our yards increased paint sales from $13,492.46 
for the second quarter of 1951 to $18,639.13 for 
the same period in 1952 — a gain of 38 percent.” 
— William L. Pickens, United Lumber Yards. 





... from 
Modesto 








What's the word from Des Moines, lowa? 
“With four months still to go our ‘Dutch 
Boy’ sales are already 50 percent 
ahead of last year’s total,”” says Wm. A. Broquist, 
O'Dea Hardware & Paint Company. 


Now... what’s the good word from you? 


... from 
Des Moines 





Wouldn’t you like to increase your interior 
paint sales 17 percent...38 percent...50 per- 
cent...as these “Dutch Boy” dealers havedone? 


Have a look at this remarkable money- 
maker in your own store. It will pay you to do 
this whether or not you now have a color sys- 
tem. Just write or phone our nearest branch 
office, and a “Dutch Boy” salesman will be 
glad to show you the Color Gallery and explain 
its money-making possibilities more fully. 
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Why the “Dutch Boy” 
Color Gallery helps you 
sell more paint 


Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern ... pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers — once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big- 
volume prospects, such as real estate developments, 
factories, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applica- 
tion, uniformity of finish, long service. 


Priced right — customers pay no premium for Color 


Gallery paints. They’re popularly priced, to appeal to 
the widest market. 


Why the “Dutch Boy” 
Color Gallery helps you 
make extra profit 


No Complicated Mixing—you save time. The Color 
Gallery is a simple “one-shot” system. You use only 
one blender for each gallon or quart of paint. 

Small Investment — you don’t tie yp a lot of money 
in inventory. All you stock is a few bases, plus the 
necessary color blenders. 


Little Shelf Space Required — your entire stock of 
color blenders fits into an area the size of an average 
door. 

Exceptional Turnover —as you carry only a few 
base paints, you get much faster turnover with the 
Color Gallery than with regular paints. 





Big help with big buyers 
, The Pocket Edition of the “Dutch Boy” 
Color Gallery is a special “tool’’ for selling real estate 
developments, factories, hotels, schools, etc. With it, 
one dealer landed the order for 17 college buildings. 
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Approximately 300 persons attended a banquet at the Hotel Van Orman during the 
recent 7th annual convention and stockholders meeting of Hardware Wholesalers, Inc.., 


Fort Wayne, 


Ind., wholesaler. 


Hardware Wholesalers, Inc., Holds Annual 
Convention-Meeting; Elects Isch President 


Harry Isch was. elected 
president of Hardware 
Wholesalers, Inc., Fort 
Wayne, Ind., wholesaler, at 
its recent 7th annual con- 
vention and stockholders 
meeting. A record number of 
dealer members registered 
during the two-day event, 
held at the firm’s warehouse. 

During the convention, 120 
manufacturers exhibited their 
1954 merchandise and ex 
plained the various new sale 
features of their lines. 

At the stockholders 


meet- 

Name Greene, Magers To 

Moto-Mower Sales Posts 
(Continued from page 146) 


Mr. Greene for the 
been 


past 
four years has ervice 
manager in charge of sales 


and service representative 





H. MALCOM MAGERS 


ing, Arnold H. Gerberding, 
general manager, announced 
that the firm had an approxi- 
mate 40 pet increase in busi- 
ness during the past year, 
which resulted in a substan- 
tial increase in_ profits. 
Among the topics discussed 
at the meeting was the Profit 
Sharing Program _ started 
this year for the company 
personnel, 

Other officers elected at 
the meeting include: Rawl 
Ransom, vice-president; Boyd 
Tiffany, secretary; Alden 


for the lawn mower division 
of Reo Motors, Ine. 

Mr. Magers 
assistant sales manager of 
the RPM Mfg. Co., Lamar, 
Mo. Both Mr. Greene and 
Mr. Magers will make their 
headquarters in Richmond. 


formerly was 


Hunter Fan Opens New 
Dallas, Tex., Branch 


The Hunter Fan & Venti 
lating Co., Memphis, Tenn., 
has opened a district office in 
Dallas, Tex., in a 
provide contact with 
distributors and in- 
dustrial firms in North Texa 
and Oklahoma. 


move to 
close 


dealers, 


I. L. Dowlearn, who has 
heen with the firm since 1942, 
has been named district man- 
ager of the new plant. 


treasurer. The fol- 
lowing directors were also 
elected: Lloyd Kauszler, Har- 
old Rosser, Harold V. Main, 
Forrest Steinman and C. A. 
E. Rinker. Officers of the 
Building Corp. are: C. W. 
Schadt, president; H. J. Klop- 
fenstein, vice-president, and 
Mr. Rosser, secretary-trea- 
surer. Mr. Ransom and 
George Gelzer are directors. 

A banquet at the Hotel Van 
Orman was attended by ap- 
proximately 300 persons. Wil- 
liam Sheely, managing di- 
rector of the Indiana Retail 
Hardware Association, was 
master of ceremonies during 
the evening. 


Roussel, 


Expect 8,500 Dealers 
At Garden Supply Shows 
(Continued from page 147 
Supply Show at Chicago 
Jan. 11, 12, and 13, and at 
New York on Feb. 2, 3, and 4 
The 7ist Infantry Regi 
ment Armory will house the 
New York Show again tl 
year. Attendance is limited 
to members of the trade and 
representatives of the pre 
radio and television. 


Wilshire Mfg. Appoints 
Kise Representative 


Leroy H. Kise has been ap- 
pointed a representative for 
the Wilshire Mfg. Co., Lo 
Angeles, Calif. He will har 
dle the company’s line of fire 
side furnishings in Georgia 
Florida, North Carolina a) 
South Carolina. 

Mr. Kise will maintain 
headquarters at 2420 Peach 
tree Rd., N. W., in Atlanta. 





LEROY H. KISE 


Industrial Distributors, Manufacturers 


To Hold Regional Meeting in Mississippi 


The mid-year and regional 
meeting sponsored by the 
American Supply and Ma- 
chinery Manufacturers’ As- 
sociation and the Southern 
Industrial Distributors’ As- 
sociation will be held at the 
Edgewater Gulf Hotcl, Edge- 
water Park, Miss., Jan. 13-15. 

General meetings will be 
confined to morning 
Thursday and Friday, and 
will be featured by market- 
ing workshops on the follow- 
‘*Promote to 
Wise-Analyze,” 
“Keeping Your Salesmen 
Fit,” and “Reducing Distri- 
bution Costs.” 

The afternoons will be free 


sessions, 


ing topics: 


Sell,” “Be 


HARDWARE 


for visiting and recreation 
The meeting will get under 
way with a reception, at 6:30 
p.m., Wednesday, and will 
close Friday noon. 
Because of limited hotel 
Pugh, secretary 
treasurer of the Southern As 
urged early 
Hotel reserva 
made by Mr 
Edgewater Gulf 


space, E. L. 


sociation, has 
reservations. 
tions will be 
Pugh at the 
Hotel as long as rooms ar‘ 
available and other reserva 
tions will be made at the 
Hotel Markham, Gulfport 
Miss., which is affiliated wit 
the Edgewater Gulf. Tran 
portation between the twi 
hotels will be provided. 
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NEW DISPLAY Tae te 
FRANTZ LOSE PI 
SHE likes it to cut flowers because it’s so light, 
so easy to handle. HE likes it for pruning — also 
act because it’s so light yet rugged enough to stand 
tough cutting. They both know the cutlery steel There are no “if’s” or “and’s” when you 
a for — it > ie — ns — ym stock FRANTZ Hinges. Their dependabil- 
seth ag arg gc ge egeath andle and the ity has been built through a generation by 
igh, . : saline : 5 
Se oun tell est of value and quality FRANTZ craftsmen who have proved that 
sippt to sell in these other Parker Garden tools. there is no short-cut to true quality. This 
aides —— 7) Long Handled & inherent value of the Frantz line of Butt 
‘eation. ' / on andle } : e 
under Pruning Shears 4 i Lopping Shear Hinges is yours to pass on to your customers, 
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Designed for the home work- Get all the 
shop. Contains 3 Carboloy 


N OW. e e Capitalize on 


big demand for 





No packing 
No stalling 


Millions of portable electric drills are in use in 
home and industry. Right now, from this large 
market, there’s a big demand for Carboloy “Live- 
Spiral” Masonry Drills—the carbide-tipped, ro- 
tary-type drills that zip through concrete like 
wood ... drill any masonry fast and clean, without 
stalling, packing, binding. 

And this demand is growing. Vigorous adver- 
customers in the 


tising reaches many of your 
“do-it-yourself” market in such magazines as 
Popular Science, Popular Homecraft, Popular 


Mechanics and Homecraft and the Home Owner 
. . . and industrial consumers in four other 
publications. 

Cash in, now, on this big demand. Carboloy 
Masonry Drills are priced for quick turnover. 
Attractively packaged for quick sales. Engineered 
for phenomenal results. They'll help you make 
many extra tie-in sales of portable drills, anchor- 
ing devices and other accessories. 

Order these drills today from your jobber, or, 
if you choose, get full details on resale proposition. 
Send in coupon now. 


HANDY-MAN KIT FREE FOLDER 





facts on 
Spiral” drills. Sizes range from 









“Live- 


“Live-Spiral” Masonry Drills 3/16” up... drills of %” and 
~ 4”, ye”, ” . all fit above fit 4%” chucks. Optional 
chucks. Send coupon 44" shank on 1%” drill, also. 


1 4 


“Carboloy’’ and ‘‘Live- Spiral’ are registered trademarks of the 
Carboloy Department of General Electric Company 


MAIL TODAY FOR FULL DETAILS 





CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11197 E. 8 Mile Street, Detroit 32, Michigan 


Rush me resale proposition and descriptive folder without obligation 


Name Position 

Company 

Address 

City Zone State - 
lama hardwore retailer lam a wholesaler 


His dsc eee ee seh >: tn: i si ne 
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News of the Trade 


Pollock to Head Board of Directors, Rodewald 


Succeeds Him as President of Thatcher Glass 





Te 





Franklin B. Pollock, left, president of the Thatcher Glass 


Mfg. Co., Inc., Elmira, N. Y 


.. has been named chairman 


of the board of directors and chief executive officer of 


the company. 


With him is 


F. K. Rodewald, 


executive 


vice-president, who will succeed Mr. Pollock as president 


The changes become effective on Jan. |}, 


Franklin B. Pollock, presi- 
dent of the Thatcher Glass 
Mfg. Co., Inc., Elmira, N. Y., 
has been named chairman of 
the board of directors and 
chief executive officer of the 
company at a recent meeting 
of the board. IF. K. Rodewald, 
executive vice-president under 
Mr. Pollock, will assume the 
presidency. The changes be- 
come effective Jan. 1, 1954. 

Both Mr. Pollock and Mr. 
Rodewald have served in their 
present positions for the past 
10 years. The 
chairman of the board was to 


free Mr. Pollock of the day- 


election to 


Wooster Rubber Lists 
Territorial Changes 

Two changes in territorial 
representation have been an- 
nounced by the Wooster Rub- 
ber Co., Wooster, Ohio, man- 
ufacturer of Rubbermaid 
products. 

William E. Kellerman has 
been named sales representa- 
tive for the firm in southern 
Illinois and Indiana and the 
state of Kentucky. This ter- 
ritory had been covered by 
the Charles Baldwin Co., 
Chicago, Ill., manufacturers’ 
representative, who will con- 
represent the firm 
in northern Indiana’ and 
Illinois, Minnesota, Wiscon- 
sin, North Dakota and South 
Dakota. 


tinue to 
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1954 


to-day requisites of the presi 
dency, allowing him time t 
devote to pressing policy mat 
ters. 

Under Mr. Pollock’s admi: 
istration, Thatcher has great 
ly expanded its production 
facilities. A plant was 
built in Lawrenceburg, Ind., 
in 1951; the McKee Glass Co 
Jeannette, Pa., wa 
in 1952, and construction 
currently in progress on a! 
other new plant at Saugus, 
Calif. The older factories at 
Elmira and _ Streator, IIl., 
have been improved and mod 
ernized. 


new 


purchased 


William F. 


housewares 


Coulter, assi 


tant sales man 
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WHEN CUSTOMERS SAY... 
"T like 
to do business 


with AJAX” 


... there’sa 







redasoll... 


in fact... here are 4: 


1. UNCONDITIONALLY GUARANTEED 
On every AJAX box you'll see this policy; 
“Your Money Back If It Is Not Of The Highest 
Standards of Quality.” And, we mean it. 


2. EVERY 5 MINUTES, A QUALITY CHECK 
Every separate operation, from our punch 
presses to our plating, is checked, at least, 
every 5 minutes to make sure that our rigid 
standards of quality are being maintained. 


3. YOU GET MORE — BUT YOU DON’T PAY MORE 
This means Competitive Prices. Even though 
AJAX stresses consistent high quality and offers 
customers a “plus” in service — every product 
is priced to meet or beat competition. 


4. DEPENDABLE SERVICE 
Whether you order a gross or a dozen, 
every order is important to AJAX and 
receives quick, efficient handling. 














For our interesting brochure showing the 


full line of AJAX HARDWARE write to... 
VAX AJAX HARDWARE MFG. CORP. 
4351 Valley Bivd. ¢ Los Angeles 32, Calif. 


ice SI aSomeou<cl Aa7 ao 
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Se// these 
Do-it-yourself Tools 


Full 40% dealer discount 


Popular Warner Safety Scraper is 
a top seller at 22¢. 





Warner 800 scrapers cut fast with- 
out chatter—sell for less. Hand- 
some hardwood display free with 
small assortment. 


Warner 400 putty knives and 
scrapers have lifetime welded steel 
handles. Free display with assort- 
ment. 





Warner Patchers are ideal for \S 
puttying, scraping, patching plas- 

ter—the offset blades reach hard- 

to-get places. 


FREE Do-it-yours: [f Catalo 5 


New catalog shows full line of Warner Do-it-yourself tools 
describes the FREE self-service merchandising displays. Clip coupon 
and mail today. 


WARNER MANUFACTURING CO. 


802—lé6th Avenue S. E.. Minneapolis 14, Minnesota 


Please send me the new Warner catalog of Do-it-your 


self tools. 


Store 


Address 


i 
' 
' 
' 
' 
! 
' 
! 
' 
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' 
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DeWalt Names Bergen, 
Wilson District Heads 
Robert H. Bergen and Rob- 
ert A. Wilson have been 
named to district sales man- 





\ a? 


ROBERT H. BERGEN 





ROBERT A. WILSON 


agement posts by DeWalt, 
Inc., Lancaster, Pa., a sub- 
sidiary of the American Ma- 
chine & Foundry Co., New 
York. 

Mr. Bergen will cover the 
New England states of Maine, 
New Hampshire, Vermont, 
Massachusetts and Rhode Is- 
land. He has been employed 
as a_sales_ representative 
since 1931, with the exception 
of the years from 1943 to 
1946, during which time he 
served in the U. S. Army. 

Mr. Wilson has been as- 
signed a territory consisting 
of that portion of New York 
state lying to the West of 
Ithaca, He was _ previously 
associated with the Bell Air- 
craft Co. 


Cleveland Welding Buys 
Bicycle Sales Corp. 


Cleveland Welding Co., 
Cleveland, Ohio, bicycle-man- 
ufacturing subsidiary of the 
American Machine & Foun- 
dry Co., has acquired the 
franchise for distribution of 
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Hercules lightweight bicycles 
in the United States through 
the purchase of the Bicycle 
Sales Corp. 

The Hercules cycle is man- 
ufactured by the Hercules 
Cycle & Motor Co., Ltd., 
Birmingham, England. Sales 
of the Hercules, largest sell- 
ing British bicycle in the 
United States, will be made 
through the Cleveland Weld- 
ing Co.’s existing sales or- 
ganization combined with fa- 
cilities of the Bicycle Sales 
Corp. 


See Home Builders Show 
As Largest in History 


The National Association 
of Home Builders will ob- 
serve its 10th Anniversary 
Convention and Exposition 
with the most elaborate con- 
vention agenda and the larg- 
est building products show in 
its history. 

A record attendance of 20,- 
000 builders, architects, sup- 
pliers and others from the in- 
dustry are expected to attend 
the annual meeting in Chi- 
eago’s Conrad Hilton and 
Sherman Hotels, Jan. 17-21. 


—_—_——News of the Trade 


Top convention attraction 
will be the many “how-to-do- 
it-better” features, consisting 
of informative technical pres- 
entations and the latest de- 
velopments in construction 
methods. Also on the program 
will be an all-day sales and 
merchandising show. 

A small volume builders’ 
conference, a land planning 
panel, a session on design, a 
tax clinic for small volume 
builders, shop talk sessions, 
and many other subjects will 
he on the program. 

Approximately 300 makers 
of building materials and 
home equipment will show, ex- 
plain and demonstrate their 
products. 


Robeson Cutlery Co. 
Increasing Production 


The Robeson Cutlery Co., 
Inc., Perry, N. Y., has an- 
nounced that it has completed 
a manufacturing program 
that will increase production 
in 1954 by more than 40 pet. 

Plans are underway to open 
a New York office in the near 
future, under the supervision 
of James J. Reynolds, New 
York sales manager. 


Columbus McKinnon 
Lists Staff Changes 


The Columbus McKinnon 
Chain Corp. and its Chisholm 
Moore Hoist Div., Tona 
wanda, N. Y., announced the 
promotion of seven staff mem 
bers and the appointment of 
another in an expansion of 
its sales operations. 

F. T. Benjamin, formerly 
Chicago district manager, ha 
been promoted to manager of 
field sales with headquarters 
in Tonawanda. Karl L. Miller 
formerly assistant general 
sales manager of the Buffalo 
Bolt Co., has been appointed 
to fill Mr. Benjamin’s post 
Mr. Miller is now regional 
sales manager in the Chicago 
area. 

Promoted to the positions 
of product manager with 
headquarters in Tonawanda 
are E. J. Byrne, hoists; G. F. 
Grace, industrial chain; and 
R. E. Gerspacher, automotive 
chain. 

Promoted to the positions 
of customer service manager 
are R. L. Pfanner, hoists; 
O. H. Hager, industrial 
chain; and F. G. Schweitzer, 
automotive chain. 

















Subscribers to the price service of Decatur & Hopkins Co., Boston, Mass., wholesaler, 
are now receiving the correction pages each week prepared by a new camera that 


offers new opportunities in speed and economy in office duplicating methods. 


This 


equipment, shown above, is manufactured by the Haloid Co., Rochester, N. Y., and 
permits the image of an office form to be copied onto a paper master plate by Xerog- 
raphy in less than a minute. The paper master is then placed in a cylinder of a multi- 


lith process duplicator and multiple copies run off. 


Xerography requires no water 


chemicals, films or sensitized material. The same Xerographie plate may be used hun- 


dreds of times before it requires re-processing. 


This new installation by Decatur & 


Hopkins is expected to make it possible for the firm to give even faster service to its 


price service subsc ribers 
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RIGHT 


CONTACT 
FOR ELECTRICAL SUPPLIES 





with a tradition of 4 
f DEPENDABILITY = 













HEAVY DUTY EXTENSIONS 
with molded-on 
_ attachments 
© ... in 17 sizes and lengths 
from 10 to 100 feet of Type S$ 
@ or SJ rubber jacketed service 
cord. Every component part is 
: UL listed. For POWER TOOLS, 
FLOOR POLISHERS, PROJEC- 
‘ TORS, OUTDOOR LIGHTING 
; LAWN EQUIPMENT, etc. 
















Hp Swibabasibl 


ot 
Xe 





% 


abe ROYAL NO. 2 
WIRE DEAL 









PRET: cewe vt te aes? wane 


1500 feet of 5 
every - day 
wire types in 
_a@ new assort- 
ment, plus all- 
steel display 
with built-in 
wire cutter. 




















ROYAL 

CORD SETS 

Attractively 
Packaged 


EASY TO SELL! 


THRU YOUR WHOLESALER 

~~ WIRE + FUSES 
CORD SETS + WIRING DEVICES 
DECORATIVE CHRISTMAS LIGHTING 


ROYAL ELECTRIC COMPANY, Inc. 
Pawtucket - Rhode Island 
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WHAT'S BOOSTING 





7. DEPENDABLE QUALITY 

2. GENEROUS MARKUPS 

3. REASONABLE RETAIL PRICES 

¢. STRONG NATIONAL ADVERTISING 


Four profit-packed reasons why you should stock up on 
BOKER Tree Brand Cutlery immediately: Quality, 
markup, and retail pricing that work to your advantage 
PLUS National Advertising in the Saturday Evening 
Post, that brings them in asking for BOKER Tree Brand 


WHAT A COMBINATION FOR PROFITS! 


POULTRY SHEARS 
Full mirror polished stainless steel; 
no-slip knurled handles. Cuts bones 
and meat with equal ease. Fast- 
moving gift item. 





3-PIECE 
SCISSOR SET 
7” light trimmers, 5” sewing scis- 
sors, 31/2” embroidery scissors, all 
three pieces nickelplated. Handsome 
genuine leather case. Great ‘‘woman 
appeal.”’ 


STEAK SET 
Hollow-ground blades of stainless 


stee!. Pakkawood handles; serrated 
cutting edge. Women buy them on 
sight 


Ask your jobber to show you the 


BOKER TREE BRAND LINE 


Catalogs Available on Request 













EASY 
PINKING SHEARS 
Removable hollow- 
ground precision 
steel! blades, Duraluminum handles 
Lightweight, comfort-designed; sell 
the moment customers pick them up 





POCKET KNIVES 


Sell them once and you'll never 
carry another brand! Fine steel and 
fine looks in patterns to suit every 


taste. 


The Saturday Evening 


POST 


ognized 
_— Value 


ROKER 
Tree GQ srano 


Pai CUTLERY cue 


* fo oven * 





H. BOKER & CO., INC. 


ESTABLISHED 1837 


101 Duane Street 





New York 7, N.Y. 
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A ‘PLUS” SALE 


Wall 


CIRCULAR SAW 
CORD WOOD 
CUTOFF 






SHOW CUSTOMERS THE CORDWOOD CUT- 
OFF AND WATCH THE EXTRA SALES. 


) WHIZ circular saw 





20” or 





Every time you se aw, : 
26”, suggest the new WHIZ Cordwood Cutoff Unit )ther Root-built WHIZ 
It holds post, tree or board in place. Light weight 20” and 26” inter 
yet strong welded truction. Both WHIZ 20” hangeable attachment 
and 26” saws | tough Cordwood blade, power pe aenta tibeaan viata: 
by Briggs & f e engines. Safe and Tiller, Self. Pr 
easy for one man t ate el sis 

If your jobber cannot supply you—write All easy to att 


ROOT MANUFACTURING CO., INC. 


127 East Eleventh St. Baxter Springs, Kansas 









Single wheel truck 
if specified 


Rubber tires 


optional 











o*.. . a 
eo, = : —_ = = 

Paragon Sprayer No. 3 delivers a uniform spray 30 to 40 
feet from the nozzle and completely covers an area of more than 
1200 square feet. It protects a full-grown tree as easily as a seedling 
or a potted plant. 

The Paragon pump is not submerged, insuring longer life. Strainer 
reaches the very bottom of the container and is cleaned by every 
stroke of the pump handle. Agitator prevents solution from settling 
in container. Will not clog. Wide wheel rims make this sprayer stand 
steady on uneven ground. I|6-inch wheels make wheeling easy. 


Write for catalog and prices 


THE CAMPBELL-HAUSFELD CO. 


46 State St. Harrison, Ohio 











| 
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News of the Trade 


HARDWARE BRIEFS 


(Continued from page 116) 


the store and fixtures were 
designed by Janney, Semple, 
Hill & Co. 


Hamilton, Tex. — Lloyd 
Coston has purchased the 
Shipley Hardware Co. store 
and changed the name to 
Coston Hardware Co. 

Boaz, Ala.—C, W. Morton, 
of Guntersville, Ala., has 
purchased the U. G. Wood- 
ham Hardware & Furniture 
Store. 


Mt. Pleasant, lowa — The 
Rukgaber Hardware store, 
located on N. Jefferson, will 
soon move to a new location 
after 20 years at its present 
site. The new location will 
be on the North side of the 
square. 

Anadarko, Okla. — The 
Lovell Hardware & Furni- 
ture store, 116 W. Broadway 
St., recently held a grand 
opening. Owner of the store 
is Charles Lovell. 


Lehi, Utah—A new store 
front has been added to the 
| Smith Hardware Co. store on 
| Main St. 


Toledo, Ohio—The Norton 


Hardware Co.’s new Colony 
store at 2109 W. Central 
Ave., recently held a grand 
opening. The new _ store, 
owned by Louis J. Norton, 
will use a check-out system 
and be largely self-service 


Amherst, Wis.—The Brandt 
hardware store has been pur 
chased by Arthur Larrish, of 
Oshkosh. The store, erected 
in 1894, was purchased by A! 
bert and John Brandt from 
Carl Utgard in 1925. 

Pine City, Minn.—The Pine 
City Hardware Store recently 
held an house for ap 
proximately 400 visitors. The 
store, under the management 
of Mr. and Mrs. E. N. Edin, 
is undergoing a complete 
modernization program, New 
plumbing and paint depart 
ments have installed. 


open 


been 


lola, Kan.—Mayor Charle 
Wilson has purchased the 
srigham Hardware Co. and 
the store is now known as the 
Wilson Hardware. Cliff 
Washburn and Walter Wise 
will continue as employees. 


Moundsville, W. Va.—Dale 
Coffield has purchased the 
Moundsville Hardware Co. 
store on Jefferson Ave. 


New England Group Elects Officers 








Shown above are the newly elected officers of the New 
England Builders Hardware Club. From left to right, are: 


John A. Lavender, Campbell Hardware, 


Inc., Newton, 


Mass., vice-president; J. E. O'Keefe, Builders Hardware, 
Inc., West Hartford, Conn., president-elect; Van A. Wal- 


d ron 


manufacturers’ representative of Taunton, Mass., 


secretary; David H. Eskin, Reliable Hardware Co., Inc., 
Mattapan, Mass., retiring president, and Stewart Sanders, 
H. M. Sanders Hardware Co., Boston, Mass., treasurer 
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Put Hoppe Products 
Up Front—-NOW 


Take full advantage of winter's stormy weather and 
ever-changing temperatures that make gun cleaning 
and protection from rust “A Must.’ There’s nothing 
that can match Hoppe’s No. 9 Solvent, Hoppe’s Gun 
Cleaning Patches, Hoppe’s Lubricating Oil and 
Hoppe’s Gun Grease for the cleaning, care and pro- 
tection of guns. Millions of shooters depend upon 
these highly regarded gun cleaning essentials. Your 
Jobber has them—ask HIM. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 








ee 
ote 


KINGSTON 


ROLLER SKATES 
First 


IN THE POPULAR 
PRICE MARKET ! 















DELUXE 
No. 110 


MODELS FOR ALL AGES 4 
Write for 


Complete Information and Illustrated Literature 


KINGSTON PRODUCTS CORPORATION 


Hardware Division H-12 
Kokomo, Indiana, U.S.A. 
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Old Hi Says 


“Got time for 
a brief case 





of profit?” 
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Then take time to talk over your 
tackle needs with a specialist— 
your H-I salesman. He's got the 
“know-how to recommend the numbers that sell 
best in your area and he’s got H-l—the largest 
line of fishing tackle in the world — for you to 


choose from. 


So, take time for a “brief case” of profit when 
your H-I salesman stops around. Find out why H-I 
tackle—for every fisherman and every kind of 
fishing—is preferred at both famous fishing and 


active buying spots. 


Find out, too, how you can tie in—and cash in— 
with H-I's big-space, hard-selling national adver 
tising—in striking full color—in leading maga 
zines read by your best customers. See your H-l 


man now, or write us for his name. 


Dept. 3 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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RROCKS 
BOTSON 











Make this NEW eye-catching 
blue plastic display work for you 


Available without charge with fast selling 
4 dozen assortment of your selection 


RUSSELL FAMOUS 


PUTTY KNIVES and SCRAPERS 


The Best since 1834 
Send for Catalog No. 6-Rand ask your Jobber Salesman for details 


Russell Harrington Cutlery Co. 


SOUTHBRIDGE 7, MASS. 





with 


TANDROTINE ; e000” 
ras) Ta a 


the Popu lar PAINT THINNER! 








both 


home-owners for use wherever a high grade paint, 


TANDROTINE is’ preferred” by painters and 


enamel, or varnish thinner is needed. 


That is beeause TAn- 


IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quality THINNER 


DROTINE is such an excel- 


lent thinner and = cleaner 
well as a 
It also 


of brushes. as 






remover of grease. 








ORDER 
TANDROTINE Today! 


dissolves WwaX and 


hundred other household 


tasks. TANprRoTINE has a 


Get ready for 
EXTRA Sales, 
MORE Profits. 


Lt om 2 
TURPENTINE & ROSIN FACTORS, INC. 
BAVANNanM GEORGIA 


high flash point, a pleasing 


odor, long leveling and 









even flow. [tis slow drying. 





Get your supply now! 
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News of the Trade—————— 


——— = = 





Runglin Co. Appoints 
Orsie Sales Manager 
The A. Walt Runglin Co., 
Angeles, Calif., manu- 
facturers’ representative, has 
appointed Lou 


Los 
Orsie_ sales 
manager of the firm. 

Mr. 


associated 


Orsie was previously 
with Champion 
Meriden, Conn., 
with whom he also served as 
ales manager. Prior to 
that, he was for. several 
years with the New Brittain 
Machine Co. 

The Runglin firm, with of- 
fices at 672 S. Lafayette 
Park Pl., Los Angeles, covers 
California, Washington, Ore- 
gon, Nevada, Arizona, Idaho, 
and Vancouver, B. C. 


Laboratories, 





Robinson, Inc., Names 
Two Representatives 


Two new representatives 
have been named by Edward 
KE. Robinson, Inc., Nutley, 
N. J., to handle its line of 
consumer and master paint 
brushes. 

Covering Chicago and 
down-state Illinois will be 
H. M. Winter who maintains 
headquarters at 810 Law- 
rence Ave., Chicago. 


The Gee Cee Sules Co., 
1053 Amherst St., Dallas, 
Tex., will cover Texas and 


Oklahoma. 





Medill Sales Named 
By Master Lock Co. 


The Medill Sales Co., 802 
12th St., Denver, Colo., has 
been named to represent the 
Master Lock Co., Milwaukee, 
Wis., in the inter-mountain 
territory. 

The Medill firm, which also 
maintains offices at 914 Lor- 
raine Ave., Salt Lake City, 
Utah, will cover Colorado, 
Utah, Idaho, Wyoming, Mon- 
tana and Nevada. 


Sierk & Co. Appointed 
By Exact Level & Tool 
Herbert Sierk & Co., Inc., 
Dallas, Tex., has been ap- 
pointed to represent the Ex- 
act Level & Tool Mfg. Co., 


Inc., High Bridge, N. J., in 
the states of Texas, Okla- 


homa, Arkansas and Louisi- 
ana. 

The Sierk firm 
offices and warehouse facili- 
ties at 2705 Canton St., Dal- 
las, and will handle the en- 
tire Exact line of levels 


maintains 


Hudson Joins Wiebe Co.; 
To Cover Two States 


Paul Hudson has joined 
the Fired A. Wiehe Co., St 
Louis, Mo., manufacturers’ 


representative, as a salesman. 

Mr. Hudson will 
southern Illinois and eastern 
Missouri, maintaining head- 
quarters at the firm’s offices 
at 710 N. 12th St., St. Louis. 


work in 





Fishman & Associates 
Appointed by Fibleco 


Irving Fishman & Asso- 
ciates, 
York City, 
pointed to represent the Fib- 
leco Illinois Corp., Chicago, 
Ill., in the metropolitan New 
York and northern New Jer- 
sey territory. 

Fishman & Associates will 
handle the Fibleco Fibro 
Paper Drop Cloth and Pro- 
tective Cover. 


has been ap- 


O'Connell Co. to Cover 
Midwest for Metaloid 


The George E. O'Connell 
Co., Chicago, Ill., has 
named to represent the Met- 
aloid Co., Cleveland, Ohio, in 
the Chicago area. 


been 


The O’Connell firm will 
handle the Metaloid line of 
kitchen step-stools, _ utility 


tables and stove mats in the 
territory of northern Illinois 
and southern Wisconsin. 





Moritt Products Names 
Martin in Two States 


William Martin, of the 
Martin Co., Chicago, IIl., has 
been named to represent the 
. J. Moritt Products Co., 
Inc., New York, in all of Illi- 
nois and Wisconsin, 

Mr. Martin will handle the 
Moritt firm’s Jet Brush Dish- 
washer in the two states. 
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IMPORTANT ANNOUNCEMENT! 


Yes!—the famous DU-FAST* Orbital Motion SANDER AND POLISHER 
now in a new model that FITS ANY MAKE ‘%«“ ELECTRIC DRILL! 






Introducing the New, Hi-Speed 


DU-FAAT 


That means Every Owner of Any ‘4 
Electric Drill is a live wire prospect! 


, N. i in 
xas, Okla- UNIVERSAL MODEL OTHER DU-FAST* FEATURES: 
ind Louisi- ORBITAL MOTION — the only motion for perfect fin- 


SANOER ishing—eliminates burrs, burns, swirls, mars, kick 
maintains and and buck! 








mee Sucili- v / MORE EFFICIENT — big 324”x 7” working surface — 
n St., Dal- (4) gets into all “tight” places and corners — performs 
lle the en- equally well on flat, round and curved surfaces — per- 
levels MODEL UN-12 fectly balanced, as all vibration is in the sanding head! 
ECONOMICAL — no gadgets to get out of order —does 
iebe Co.; FITS ANY MAKE the work of the finest professional a at : frac- 
; Y Aid tion of the cost —uses standard 324” x 9” sandpaper 

States “4,"’ ELECTRIC DRILL os 





ne pened Operates at Double RPM Drill Speed! 


ie Co., St. e OVER 200,000 SATISFIED USERS « 
ufacturers’ 
, salesman, 
| work in 
nd eastern 
ling head- 


MODEL UN-12 ORBITAL MOTION 
Get behind the big, new DU-FAST* ad- caus af tele Gn tae 


NATIONALLY vertising campaign in all leading Home RETAIL PRICE ONLY $EEOS 
ADVERTISED! and Workshop Magazines—and help your- ° 
self to new sales—extra profits! 





















m’s offices SPECia 
“! Du-r 
, oui SANDE ASTe oR 
St. Louis. EXCLUSI VEL LISHER ATTACHMENT MOoEL 
Manufactured by: (Ope UTILITY y,» Evectann”® DECKER 
. rate: ; OR 
ne DU-FAST, ING, “rctrs: t2s 
bleco = ra io e 
& Asso- 32 EAST FOURTH STREET, NEW YORK 3, N.Y. 
way, New ee = 


been ap- 
t the Fib- 

Chicago, 
litan New 
New Jer- 


‘lates will 
°0 «6 Fibro 
and Pro- 


Cover 
aloid 


O’Connell 
has been 
















the Met- The extra top caliber features 
, Ohio, in ee 
built into every Drake 
irm = will soldering gun aan 
1 line o ; aati 
on a deliver the performance 
ts in the your customer wants. Take the 905 shown 
— above. It’s a heavy duty type gun of 250 
Sin. 
watt rating . . . built to stand up under 1. €aeh type designed for @ job 
: hes real soles appeal for the professional 
Names rugged use. It features instant eg corghhere alia we 
h . ° ° ° » ished, hand honed edges All ore 
ates eating action, twin Visa-lites to 
. ° WITHERRY 70 CHISELS SOCKET fanart Govots 
of the spotlight work, handy pistol ee, aera onsns 
Ill., has ; There’s more to Yoo Socal) tanmve Cusn 
, Il., has grip and perfect balance. ‘ , amy wn ones 
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ll of Illi- information Write for New Catalog Brn 
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Insist on 


for dependability, 
uniformity and 
wide size 
range 


Send for 
PHILLIPS SCREW 
Catalog 


SOUTHINGTON HDWE. MFG. COMPANY 


Since 1867 + Southington, Conn 







EXPORT OFFICE: Joseph A. Gross Company 
25 Beaver Street, New York 4, New York 





—to boost year-round sales of. 
G-E HEATING CABLE SETS 


Here's a complete promotion program designed to help you 








cash in on both markets for General Electric heating cable | 


sets—for soil heating and for cold weather protection. 

Step up your cold weather sales by offering heating cable 
sets to homeowners and farmers to protect pipes, valves, and 
pumps from freezing and bursting, and to prevent roof leaks 
and eave damage caused by ice accumulations. And in the 
spring, your customers will want these heating cable sets to 


} 


speed seed germination and seedling growth by supplying | 


beneficial bottom heat in hotbeds, cold frames, and green 
houses. 


G-E heating cable sets are supplied in several lengths ready | 


to plug into 110- or 220-volt outlets. The new promotion 
program will help you move them fast. For more information 
write Section D111-1238, Construction Materials Division, 
General Electric Company, Br'dzeport 2, Connecticut. 


7 
; Gou CAR pul. jour confudence nm — 
GENERAL ELECTRIC 
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News of the Trade 


NEWS OF 


MANUFACTURERS’ AGENTS 


Mystic Foam Names Two 
For Midwestern States 


Two new. representatives 
have been named by the 
Mystic Foam Corp., Cleve- 
land, Ohio, to cover seven 


midwestern states. 

John C. Howard, of J. & R. 
Howard Associates, Kansas 
City, Mo., has been appointed 
to cover Kansas, Iowa, Ne 
braska and western Missouri. 

Owen EH, Thompson, St. 
Louis, Mo., has been named 
to cover eastern Missouri, 
outhern Illinois, part of In 
diana and Kentucky. 


Rueger Co. to Cover 
West for Eagle Rule 
The 


eles, 


Rueger Co., Los An 
Calif., has been ap- 
pointed to represent the 
Kagle Rule Mfg. Corp., New 
York, in California, Oregon, 


Werwa Heads Crosley, 
Bendix Regional Sales 


Mitchell M. Werwa has 
been appointed central re- 
vional sales manager of laun- 
dry equipment for Crosley 
and Bendix home appliances 
of the Aveo Mfg. Corp., Cin- 
cinnati, Ohio. 

Mr. Werwa, who succeeds 
James G. Koontz, has been 
a zone manager working in 
Nebraska, Iowa and central 
Illinois. Mr. Koontz was re- 
cently named national field 
sales manager. 


Paine Co. Appoints 
Eckhart and Nickey 


A. C. Eckhart has _ been 
named by the Paine Co., 
Addison, Ill., to cover the 
state of Indiana, excluding 


the area in and adjacent to 
South Bend, Gary and Evans- 
ville, all of Kentucky, Ohio 
with the exception of the 
area in and around Toledo, 
the Pittsburgh, Pa., area, 
and the state of West Vir- 


| ginia. 


It was also announced that 
Stuart K. Nickey will cover 
the state of Michigan, the 
area in and around South 


Washington, Idaho, Montana, 
Nevada and Arizona. 

The Rueger organization 
maintains district 
San 
land, 
Salt 
Denver, 


offices in 
Francisco, Calif.; Port 
Ore.; Seattle, Wash.; 
Lake City, Utah, 


Colo. 


and 


Andrews Names Holmes 
Eastern Representative 
John M, Holmes, Washing 


ton, D. C., has 
eastern 


been ap 


pointed representa 


tive for the A. M. Andrew 
Co., Portland, Ore. 

Mr. Holmes, who mai 
tains headquarters at 430 
Bond Building, in Washing 
ton, D. C., will cover all of 
New England, New York, 
New Jersey, Pennsylvania, 


Delaware, Maryland, Vir 
ginia and Washington, D. C 
handling the manufacturer 


plastic hose sprinkle 


Bend, Ind., and the area in 


and around Toledo, Ohio. 


Laseter Added to Sales 
Staff of Dayton Pump 

3rand Laseter has heen 
district 
sentative of the 
Pump & Mfg. Co., Dayton, 
Ohio. He will cover Florida 
and a part of Georgia, mak- 
ing his headquarters in Plant 
City, Fla. 

Mr. Laseter will sell the 
complete Rapidayton line, in 
cluding water systems, water 
softeners, cellar drainers, 
gasoline pumps and room air 


named sales repre- 


Dayton 


conditioning units. 





BRAND LASETER 
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E. H. TATE CO. 


251 CAUSEWAY STREET 


BOSTON * MASSACHUSETTS 


NEW! hemes Stall Door 
Spring Hinges for Plywood Doors 


1--(CHICAGO)— 
SPRING HINGES 


@ ADJUSTABLE CLAMP 
FLANGE FOR MARBLE 
OR GLASS STILES. 
SURFACE TYPE FLANGE 
FOR PLYWOOD DOORS. 





Type HS2142 


This spring hinge, with clamp flange, is specially 
designed for use with Plywood Doors. The door 
flange can be applied to the surface of the door with 
wood screws or, when so specified, machine screws 
| with washers and flat hexagon nuts will be fur- 
nished. It is not practical to fasten a mortise type 
flange to the edge of a Plywood Door. 


Polished Brass Metal, Nickel 
or Chromium Plated 


“Spring Hinges of Quality” 


Chicago Spring Ninae Co. 


U.S.A. NEW YORK 








CHICA 
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No. N130X35 No. 132X35 
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Hardware 


No. is 
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MANUFACTURING CO. 


ROCKWOOD, PENNA. 
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OBITU 


Louis J. Bernatz 
Louis J. Bernatz, 62, 

president and general 

manager of the American 


vice- 
sales 





LOUIS J. BERNATZ 


Cabinet Hardware Corp., 
Rockford, Ill., died suddenly 
on Nov. 15 in Los Angeles, 
Calif., where he had gone on 
a combination business and 
pleasure trip. 

As a young man Mr. Ber- 
natz became a salesman for 
the Marshall Field Co., Chi- 
cago. Later he became a rep- 
resentative of the National 
Lock Co. in Indianapolis, Ind. 

Mr. Bernatz was a director 
and one of the early associ- 
ates of the American Cabinet 
Hardware Corp., joining the 
firm in Rockford shortly 
after it was organized in 
1929. For most of that time 
he held the title of vice-presi- 
dent in charge of sales. 

He was a member of a 
number of hardware organi- 
zations, including the Hard- 
ware Manufacturers’ Statis- 
tical Association of New 
York; the American Hard- 
ware Manufacturers’ Associ- 
ation; the Central States 
Hardware Club, and the 
Hardware Golf Association. 


Mastic Tile Salesmen 


Leonard V. Rich and James 
H. Buxbaum have been ap- 
pointed sales representatives 
for the Mastic Tile Corp. of 
America, Newburgh, N. Y. 

Mr. Rich will cover the 
Chicago, Ill., area for Mastic, 
and Mr. Buxbaum will travel 
the Arkansas, northern Mis- 
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Survivors include his 
widow, two sons, two daugh- 
ters, and nine grandchildren. 


Oscar E. Foerster 

Oscar E. Foerster, 68, vice- 
president of the Frankfurth 
Hardware Co., Milwaukee, 
Wis., wholesaler, died Nov. 
12 after a two-month illness. 

Mr. Foerster had been with 
the Frankfurth firm’ since 
1920 and succeeded his father 
as buyer of the company’s 
tool and heavy hardware de- 
partment. He had been a di- 
rector of the Central States 
Hardware Golf Club. 

Surviving are his 
and two brothers. 


widow 


H. F. Hagberg 


H. F. Hagberg, housewares 
buyer for Janney, Semple, 
Hill & Co., Minneapolis, 
Minn., wholesaler, died Nov. 
17 as the result of injuries 
received in an automobile 
accident two days earlier. 





H. F. HAGBERG 


Mr. Hagberg had _ been 
with Janney for 35 years, the 
last seven of which he served 
as housewares buyer. Prior 


sissippi, eastern Tennessee 
and eastern Kentucky areas 
for the company. 


Natco Names Hepburn 


Howard E. Hepburn has 
been appointed a representa- 
tive for Natco Products 
Corp., Providence, R. I., in 
the states of Arkansas, Louis- 


— - News of the Trade 


to being a buyer, he repre- 
sented the firm in the St. 
Paul loop. 

Survivors include his 
widow, two daughters, three 
sisters and two grandchil- 
dren. 


L. Brewster Jackson 


L. Brewster Jackson, 66, 
sales manager of Wickwire 
Bros., Inc., Cortland, N. Y., 
died Nov. 25. 

Mr. Jackson joined Wick- 
wire in 1925 as a sales rep- 
resentative with headquarters 
in Philadelphia, Pa. In 1938 
he transferred to the firm’s 
main offices in Cortland as 
sales manager. 

Mr. Jackson began his bus- 
iness career at the age of 12, 
when he went to work for his 
father at Jackson & Cook, 
Philadelphia, wire jobbing 





L. BREWSTER JACKSON 


house. In 1920 he became a 


district sales manager for 
the Wickwire-Spencer Steel 
Corp. 


He was a member of the 
HARDWARE AGE Fifty-Year 
Club and was active in civic, 
trade and industrial affairs. 


John W. Weiss 


John W. Weiss, past presi- 
dent of the Chicago Retail 
Hardware Association, died 
last month. 

Mr. Weiss was 
of the Association 
1948 and 1949, 


president 
during 


iana, Mississippi and Ten- 
nessee (West of Nashville). 





Penn Metal Opens Plant 


The Penn Metal Ware Co., 
Wilkes-Barre, Pa., has opened 
a branch plant to be used ex- 
clusively for the production 
of Sanit-Kit, all aluminum 
lunch kit. 


Louis A. Hager, Jr. 


Louis A. Hager, Jr., 50, 
executive vice-president and 
director of sales of the C. 
Hager & Sons Hinge Mfg. 
Co., St. Louis, Mo., died sud- 
denly on Nov. 5. 

Mr. Hager joined the 
Hager organization in 1924 
and served in the various 





LOUIS A. HAGER, JR. 


manufacturing divisions of 
the company before going 
into the sales department. In 
1936 he was elected vice- 
president and sales manager. 
For many years Mr. Hager 
was an associate member of 
the National Contract Hard- 
ware Association. He was 
also very active in civic and 
business affairs, having held 
many high positions in St. 
Louis business and com- 
munity organizations. 


Edwin M. Fleischmann 


Edwin M. Fleischman, 61, 
president of the Fleischmann 
Handle Co., the Fleischmann 
Mfg. Corp. and the Fleisch 
mann Corp., died Nov. 17 
after a lingering illness. 

Mr. Fleischmann, who was 
also president of the Calvert 
Distilling Co., began his busi- 
ness career in 1911 as a 
salesman. He founded the 
May Oil Burner Corp., of 
which he was president from 
1923 to 1933. 


Reynolds Distributors 

The Pennsylvania Indus 
trial Supplies Co., Inc., Pitts 
burgh, Pa., and the Ontario 
Metal Supply Co., Inc., 
Rochester, N. Y., have been 
recently appointed as dis- 
tributors for the Reynolds 
Metals Co., Louisville, Ken- 
tucky. 
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r. 
Jr., 50, 
lent and 
’ the C. ‘ ‘ 
oe tie. A report in pictures of 
lied sud- people and events 
in the hardware trade 
‘ed the 
in 1924 
various Danish hardware people meet with R. S. 


Wild, Merchandising Editor, HARDWARE 
\GE, for a round table conference on 
hardware distribution following a_ six- 
week tour of retail and wholesale hardware 
operations. Traveling under the auspices 
of the U. S. Department of Commerce, the 
group was most impressed with advertising 
and promotional programs available to re- 
tailers, their modern store fixtures, and the 
trend to self-service in hardware stores. 





George Cellery, New York 





Ja. district sales manager for the 
National Lock Co., Rockford, 
ions of lll., is shown conducting a re- 
. going cent sales meeting held by 
ent. In W hitlock Corp., Mt. Vernon, 
: N. Y. The meeting was at- 
d vice- tended by Whitlock’s 21 sales- 
anager. men who cover I1 eastern 
-. Hager states for the firm. Mr. Cel- 
mber of lery pointed out features of 
t Hard- National Lock’s new merchan- 
ie wane disers. 
vic and 
ng held 
in St. 
1 com- 


New line of paints was intro- 
duced to the sales staff of the 
Tobias Paint Mfg. Co., Cleve- 
land, Ohio, at a two-day sales 
ann meeting held recently. Seated, 
left to right, are: M. S. 





é 61, 
= Abrams, A. I. Tobias, M. 
Elco and M. Lang. Standing, 
chmann same order, are: O. Parrish, 
Fleisch- D. Smith, L. F. Harding, E. 
Nov. 1% Callan, A. Liebman, K. To- 
aSS. bias, J. Corey and S. Stein. 
rho was 
Calvert 
lis busi- 
| as a 
led the 
rp., of Paint salesmen met recently 
nt from at the Hotel Continental in 
Washington, D.C., in a joint 
meeting of Paint Salesmen’'s 
Clubs in the southern region. 
ors President of the Washington 
Club, J. T. Meagher, welcomed 
Indus the guests; speaker of the * 
., Pitts evening was Joseph MacAr- 
Ontario thur, of National Lead; and 
ine. guest of honor was .. 
te = Gminder, regional vice-presi- 
ve een dent of the National Paint 
as dis- Salesmen’s Clubs. 
eynolds 
», Ken- 
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METAL 
TACK 
LIFTER 







THE GREATEST DEVELOPEMENT IN OVER A CENTURY! 


It's in the coating—softens shock to the thumb 
—looks brighter for a better decorative effect. 
Stock Shelton 50 tacks and tack lifter on a 
block . . . they'll outsell all others. Available 
in attractive 2 and 4 dozen displays. 


M TACKS, NAILS and BRADS 
CW in WANDY VISIBLE TUBES 
CREATING RECORD BREAKING SALES EVERYWHERE 


Available from 
SHELTON TACK CO. HOLLAND TACK CO. 
SHELTON, CONN. BALTIMORE 31, MD. 











PROFIT from the Point-of-Purchase 


Features of this SHAK ER 


and Storage 
Container 





FOR FROZEN JUICES 
and POWDERED MILK 


graduated to eliminate 
measuring with cans 


Saves time, saves space, this Lustro- 
Ware plastic shaker meets all utility 
requirements. Cover seals to elim- 


inate messy shaking accidents. Safe 





for children to use . . . can’t break. 
Order your stock at once along with 
101 other fast-selling Lustro-Ware 
J items. Profit all ways by making 


Lustro-Ware your dependable source 


of plastic housewares. 


lubtno: Wane 


PLASTIC HOUSi WARES 


UNBREAKABLE 
Flexible plastic bottom can't 
chip, crack, or dent. 


Send for Catalog of the 
comp ete Lustro-Ware line 
and information on Free 
Merchandising Aids ae 


COLUMBUS PLASTIC PROD., INC. 
Columbus, Ohio 


Cad SoM Aime 
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J. FRED NIELE, owner 
of the Niele Hardware 
Co., Zanesville, O., entered 
the hardware business in 
1882—71 years ago—as an 
apprentice with G & W 
Hess, at Monroeville, O. 
After 5 years he went to 
Cleveland with the Lock- 
wood Taylor Co. as a cits 
salesman. About 1901 he 
became a partner with 
P. E. Snyder in a hard- 


J. FRED NIELE 


ware store in Blanchester, 

QO. After 5 years he sold 

out to Mr. Snyder, who is still in the hardware 
business. In 1902 he went to Zanesville, as a buyer 
for the Young Hardware Co., and remained with 
that company until 1910, at which time he bought 
the Warner Hardware Co., Zanesville, and has 
been active in the hardware business ever since. 
He was a director of the Ohio Retail Hardware 
Association in 1922. Mr. Niele has been a Mason 
for over 60 years. He will celebrate his 90th birth- 
day on Jan. 30, 1954. 
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CLARENCE H. 
GRAVES, recently retired 
buyer for the Richards & 
Conover Hardware Co., 
Kansas City wholesale 
hardware firm, started his 
career as an office boy and 
clerk, 59 years ago. From 
1908 to 1931 he was a 
salesman for the whole- 
sale house and from 1931 
until his retirement in 
July he worked in the mail 
order department and as 
buyer for the lamp divi- 
sion. When Mr. Graves joined the Kansas City firm 
it had 40 employees, including two stenographers, 
and when he retired nearly 300 were on the payroll. 
Mr. Graves, who was 75 on Oct. 5, has always en- 
joyed fishing and other outdoor a His brother- 
in-law, Henry Hadorn, has been with the same com- 
pany 34 years and his son-in-law, J. B. Price, 24 
years. Both are salesmen. 





CLARENCE H. GRAVES 


J. W. PORTER, 80 years 
old, has been in the hard- 
ware business in Altoona, 
lowa, since 1902, and has 
the reputation for keeping 
one of the neatest small 
stores in the state. He 
comes to his store every 
day and works a full day. 
He says his town, his busi- 
ness and his friends are 
his hobbies. Mr. and Mrs. 
Porter celebrated’ their 
golden anniversary in 

J. W. PORTER 1951 and both are active 

in church affairs. Mr. 

Porter says he has not missed a Sunday in church 

in 20 years. He is a trustee of his church and 

is a Mason. His son, J. Ralph Porter, is asso- 
ciated in business with him. 





CHARLES R. ROW- 
LAND who recently re- 
tired as a purchasing 
agent of the Stovall Hard- 
ware Co., Chattanooga, 
Tenn., was able to boast 
that he missed only a few 
days of work because of 
illness in 58 years of em- 
ployment. Before joining 
the wholesale hardware 
firm, in 1912, he was em- 
ployed as a clerk by W. 1 
Green, hardware retailer. 
CHARLES R. ROWLAND Mr. Rowland is a member 

of the United Commercial 
Travelers. Feeding birds, cultivating flowers and 
fishing now occupy his leisure time. 
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New ALL- — DISPLAY RACK 












with #10 Sign As- 
sortment (5 dozen 
signs). Will hold 
12 dozen signs. In- 
ventory list, whole- 


saler's name on 


back. 


Contact 
your jobber 
or write 


direct. 


PRODUCTS COMPANY 


260 W. FOURTH ST., CLEVELAND 13, O. 











pm HOW TO MAKE 


(€. >t \"Reew”P 
We EEL” PROFITS 
cae in 1954 










PENN 
SAILFISHER =130 
- 
Capacity 
400 Yds. 29 





FEA TURE PENN 


THE REEL WANTED MOST BY FISHERMEN 


e Strong, steel gears in permanent mesh 
e Working parts are made of bronze or brass 
e Time-tested mechanism that'll never let 
your customer down! 
40 DIFFERENT MODELS 


For FREE CATALOG .. Write Dept. D . . Penn Fishing Tackle Co., Phila. 32, Pa 


Vein keds CATCH FISH! 
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The Business ‘itieaitcilitadiian and Price News 


(Continued from page 14) 


and tires, 16; packaged liquor, 15; 
groceries, meats, produce and other 
foods, 15; hardware, 12, and farm 
equipment, 11. 

Hardware stores have continued 
to improve their standing in rela- 
tion to other retail stores in the low 
rate of bankruptcies. 

Back in 1940, hardware. stores 
ranked 12th among 24 important 
types of retailers, with 73 out of 
every 10,000 hardware retailers 
closing out with loss to creditors 
during that vear. 

In 1951, 
ware stores had declined, and then 
moved up the list to rank in sixth 


failures among” hard- 


place, 

In 1952, their position had im- 
proved to fourth place. 

These estimates are made by the 
well-known mercantile agency, Dun 
& Bradstreet, Ine., which this 
month is mailing 3,000,000 requests 
for financial statements to all kinds 
of businesses. 

These year-end statements are 
made a part of the typical Dun & 
Bradstreet report, which also in- 
cludes a financial analysis, a de- 
scription of what the concern sells 
or the services it provides, a record 
of how the concern pays its bills 
and a credit rating. 

The reports are prepared through 
information furnished by the sub- 
ject, plus interviews made by Dun 
& Bradstreet reporters with the 
businessmen, and information gath- 
ered from his’ suppliers, banks, 
court house records and other 
sources. 

The information furnished in 
these vear-end statements is han- 
dled confidentially because it be- 
comes available in the form of a 
report only to subscribers to the 
Dun & Bradstreet service. 

According to contract, subscrib- 
ers agree to hold all information in 
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strict confidence and to use it as an 
aid in determining the advisability 
of granting credit or insurance, and 
for no other purpose. 





Color TV Next Year: 
About 192,600 Sets 


Retail price reductions in tele- 
vision sets have been attributed, 
in part, to the publicity and specu- 
lation of color television althoug! 
little is known now about what 1954 
holds for video in color. 

The Radio-Electronics-Television 
Manufacturers Association  esti- 
mates that about 192,600 colo: 
television and about 4.8 million 
black-and-white sets will be made 
next year. 


Trade Diversion by Unions Is Scored in Letter 
To Meany and Reuther by Retail Spokesman 


Labor unions were urged to 

such as con- 

sumer buying through ‘“connec- 

tions,” group buying and such 

activities as “union discount 

stores,” many of which have no 
official sanction. 

In a letter addressed to George 
Meany and Walter P. Reuther, 
presidents respectively of the 
AFL and CIO, Wallace Johnston, 
president of the National Appli- 
ance and Radio-TV Dealers Asso- 
ciation, pointed out that labor 
unions and trade associations 
have a joint responsibility to 
bring the various industries to 
which they belong to maximum 
health. 

“Your role,” the association 
spokesman wrote, “is that of mak- 
ing quantities of good products. 
Ours is that of vigorous creative 
selling — but the salesman who 
creates a sale only to find it de- 
flected by someone who could get 
it for the customer wholesale is 
soon discouraged and he quits 
selling. 


abolish practices 


“We recognize,” he continued, 
“The importance of marginal 
benefits to labor in addition t 
substantial wages and steady em 
ployment. Further, we_ realize 
that it is as important to any 
agency concerned with the finan- 
cial welfare of a group to help 
the members of that group derive 
maximum benefit from its earn- 
ings. But we urge you to seek 
those benefits which do not result 
in laying the groundwork for 
what could be an eventual logjam 
that hurts us all. 

NARDA President Johnston 
concluded his appeal, “It is our 
hope that through joint effort, we 
can bolster sales and maintain a 
high level of employment through- 
out our civilian industries to the 
end that, by mutual respect of 
the various elements of produc- 
tion and distribution for the part 
that others play in the overall 
economic scheme of things, the 
American standard of living re- 
main as high and stable as is 
possible.” 


Department Store Sales Rose in Mid-November 
With 8 Reserve Districts Reporting Gains 


Department store sales across 
the nation showed a 2 pct rise 
during the week ending Nov. 14, 
compared to the same week in 
1952, reports the Federal Reserve 
Board. 

The figures also show that sales 
for the entire year to that date 
were 2 pct above the like 1952 
period. 

During the Nov. 14 week eight 


of the board’s 12 reserve districts 
reported better sales than a year 
ago. The others had lower sales. 

Philadelphia district sales led 
the way with sales 13 pct better 
than Nov. 14, 1952. San Francisco 
stores turned up with a 7 pct sales 
drop and Kansas City, Dallas and 
St. Louis reported lesser slumps 

The percentage changes from 
last year in department store sales 
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or cable from '/s” 


daiametei 


Moline 


Moline Wire Rope Clips 
are made in I] different 
sizes to handle rope, rod 
to 1” 


SURE-LOCK WIRE ROPE CLIPS 


These wire rope clips really HOLD FAST. 
Good design and high strength materials 
assure top performance. The U-bolts are 
high-test steel, with accurately machined 
V-cut threads, fit to heavy steel hexagon 
nuts. The bases are refined malleable 
iron with deep hold-fast grooves (as 
shown above). Moline Clips are used 
everywhere to fasten wire rope or cable ' 
—and for joining rods together. Order see 
from your jobber or write Moline Iron 
Works, Moline, Illinois, U. S. A. 


mati 





* NE 
SEVENTY YEARS OF SERVICE 


aa) 


| 





HARDWARE DEALERS 
FROM 


depend upon the complete Wilcox- 
Crittenden line of heavy and shelf 
hardware. Drop forged shackles, 
wire rope sockets, connecting links, 
turnbuckles, thimbles, hooks, eye 
bolts and ring bolts are an integral 


part of every hardware deal- 










all fully described in the 
W-C Hardware Catalog ““M” 
— sent free on request. 





WILCOX-CRITTENDEN 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN ST., MIDDLETOWN, CONN. 





COAST TO COAST) 


er’s stock in trade. They're | 
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A Complete "Do It Yourself" 


STEEL 
DEPARTMENT | 


FOR YOUR « 


HARDWARE STORE AS 
STAPLE 

7 Sizes Rounds AS 
(Cold Drawn) NAILS 

4 »/16" 38" 7/16 ly Be” & 
All Rust Resistant Coated BOLTS 


Widths of Flats 


Ld } 

‘ 1 1\% , AY 
All Prime Coated a iil 
. i 


4 Lengths Angles Rens 
1% x 3’ 4° 5’ & 6’ LON-REPP 
All Prime Coated TE 








WORK AR: cy 
tounos ALE STEEL Angi 


$90 
OF tveey 





ALL SPECIAL TYPE WORKA- 


BILITY TESTED STEEL, EASY 
TO THREAD, EASY TO SAW 
OR DRILL 


REFILLS ALWAYS AVAILABLE 


The Most Popular Sizes and 

Lengths to Fit 1,001 Uses in and 

Around the Home, Farm and 

Workshop for General Repairing 
and Building 


ABSOLUTELY FREE! 


STEELBAR 


DISPLAY STAND 
“ONE JOBBER MOVED $18,981.50 WORTH OF 
STOCK IN 10 WEEKS” 
BADEN STEELBAR COMPANY 
STATE STREET, BADEN, PENNSYLVANIA 
Sold Exclusively Through Wholesalers 

















* WOODRUFF KEYS 
* MACHINE KEYS 
* MACHINE RACK 
* TAPER PINS 
*COTTER PINS 
*SPECIAL PARTS 

and other Stanho products 


Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NA/L CORP 


NEW BRIGHTON, PA 
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xo 
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vs, more 


~ 


gr for your money 


AD 


The World's best selling popu 
lar priced Glass Rods _ intro- 
duces new items in the 1954 
line that will “ring the bell” 
the minute they are displayed. 


Every dealer will want them so 
he can cash in on this NEW 
business. 






/ 


1—A new glass rod with a de- 
tachable wood handle that 
can be retailed for $1.98. 


2—Three new glass Spinning 
Rods which can be retailed 
as low as $5.59. 


3—A combination Spinning and 
Casting Rod with TWO 
handles that are interchange- 
able, to retail for $6.89. 


4—A telescoping adjustable 
Boat or Trolling Rod, the 
hottest number last season, 
now at $3.98—and 21 other 
hot numbers for 1954! 







Phone, wire or write 
your jobber today. Or 
send for special Bul- 
letin and prices. 


POmax Poducts 


Division of Chisholm-Ryder Co., Inc. 


5401 HIGHLAND AVE., NIAGARA FALLS, N. Y 


170 


for the weeks indicated were: 


Weeks Ended 
Nov. 14. Nov. 7. 


Akron 0 2 
Atlanta + 3 + 8 
Augusta, Ga. —13 menif'f 
Baltimore +- 8 —9 
Birmingham — 9 ax 'D 
Boston (C) 1-14 ! 
Buffalo +43 7 
Chicago 4 +16 
Cincinnati 7 +13 
Cleveland (C) 2 + 5 
Columbus, Ohio +- § + 7 
Dallas — 3 +9 
Denver — 8 + | 
Detroit 2 5 
Duluth-Superior (C) 0 + | 
Erie + 6 }-13 
Fort Worth — § 9 
Houston 0 3 
Indianapolis 3 + 7 
Jacksonville | 4 0 
Kansas City (C) —5 | 4 
Little Rock — | 3 
Los Angeles area — 3 + 3 
Los Angeles downtown —6 3 
Los Angeles Westside + | + 6 
Louisville 2 + 4 
Memphis — 8 + 2 
Miami 4 + 2 
Milwaukee 1. 3 + 6 
Minneapolis + | |. 4 
Noshville — | t+ 6 
Newark + 7 — 3 
New Orleans + 9 +12 
New York City (C) 1 — 5* 
Oakland, Calif. — 5 + 4 
Oklahoma City —I4 — | 
Philadelphia (C) +13 —13* 
Pittsburgh (C) + I +- | 
Portland, Ore. —13 — 5 
Providence (C) —2 + 3 
Rochester +-12 —12* 
Salt Lake City —I7 — 6 
San Antonio — 4 + 7 
San Diego —9 —1!0 
San Francisco —9 + § 
Seattle — 8 — | 
Spokane —I5 — 6 
Springfield, Mass. (C) + 9 + 7 
St. Joseph —I! + § 
St. Louis —2 10 
Syracuse + 6 + 8* 
Toledo — 2 + 6 
Tulsa —7 }-13 
Washington |. 6 — 5 
Wichita + 4 — | 
*Revised. 


(C) Cities. Those not marked (C) are 


metropolitan districts. 


Laundry Manufacturers 
To Fight Proposed Tax 

The American Home Laundry 
Manufacturers’ Association feels 
it has correct information that the 
Treasury Department is planning 
to propose an excise of 10 pet on 
all home washing machines. 

The association reports it is pre- 
paring a national “grass roots” 
campaign to head off such a move. 
And, as an adjunct to the cam- 
paign to forestall a home washing 
machine excise, it is moving to 


have repealed a 10 pet excise on 
ironers and dryers. 

Key distributors will be selected 
from 2000 dealers throughout the 
nation to mobilize retailers in 
their states. The groups then will 
be urged to visit, personally, their 
congressmen. 

Peter R. Nehemkis, Jr., 
counsel to the association, says, 
“If the excise tax on irons and 


spec lal 


dryers is repealed, the consumer 
automatically gets a price redu 
tion at retail of $20 to $25.” 

He adds that avoidance of the 
10 pet tax on washers would save 
the retail customer an estimated 
$20 on wringer type washers and 
$30 on automatic models. 


Cleaner Factory Sales 
Up 9.7% in October 

Factory sales of standard-size 
household vacuum cleaners in Oc 
tober showed an increase over the 
preceding month for the third time 
in succession and totaled 249,383 
units compared to 227,253 in Sep- 
tember, a gain of 9.7 pet, according 
to the Vacuum Cleaner Manufac 
turers’ Association. 

The month’s sales were off 14.7 
pet from 292,474 units sold in Oc- 


tober, 1952. 


Appliance Dealer 
Hits Trade Practices 


Manufacturers and distributors 
pay “lip service” to the plight of 
retailers who handle appliances but 
do not give sufficient discounts to 
help them, charges Harry B. Price, 
Jr., vice-president of the National 
Appliance & Radio Dealers As 
sociation. 

Mr. Price says “the manufac- 
turer can produce far more than 
we can sell. The distributors have 
franchised too many dealers and 
our market in the main has_ been 
satisfied.” 

The NARDA vice-president con- 
tends that the producers, “in their 
mad scramble for material and 
plant capacity,” have forgotten the 
fundamentals that would promote 
stability at retail. 

He adds that he wishes the man- 
ufacturers realized the seriousness 
of the current retail situation on 
appliances. 
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Store and Warehouse 
Construction Increases 
retail 
expansion 


Earlier indications that 
store and warehouse 
might be tapering off is not borne 
out by construction reports coming 
in to the U. S. Commerce Dept. At 
the end of October, the annual rate 
was running well above last year. 

Actually, a stepped up rate in the 
commercial category— which _ in- 
cludes stores, garages, warehouses, 
offices—is responsible in a large 
way for jacking up the 1953 con- 
struction activity rate by 7 pet 
above 1952. 

A new high this year in commer- 
cial type building is assured. Rate 
for all kinds of commercial con- 
struction is running about 55 pct 
higher than last year. This in- 
cludes a 68 pct increase in the store 
and restaurant category. 


Housewares Sales Gain 
In 8 FRB Districts 


Housewares sales in September 
were up from 1 to 12 pct over last 
year’s September totals in eight of 
13 districts covered by a Federal 
Reserve Board report. 

Largest sales gains for the 
months were reported for Dallas, 
with volume up 12 pct and for 
Cleveland, where sales climbed 9 
pet over the like 1952 period. 

Philadelphia area stores had the 
largest drop—off 9 pct and Rich- 
mond and St. Louis each had 6 pct 
sales declines. 

New York reported a 2 pet drop 

but it was the only district with 
stocks below September, 1952. 

Stock other dis- 
tricts ranged from 16.1 pet in New 
England (outside of Boston) to 2 
pet in Kansas City and San Fran- 
cisco. 


increases in 


Commissioner Opposed 
To Federal Sales Tax 

Aides of Internal Revenue Com- 
missioner T. Coleman Andrews say 
his opposition to a national sales 
tax does not apply to a levy at 
the manufacturers’ level. Mr. An- 
drews has gone on the record as 
being personally opposed to a na- 
tional sales tax on grounds that 
such a levy is too expensive to ad- 
minister. 
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PROHITABLE “% MARKET 


Believe it or not, more than 6 million horses and mules 
need shoeing each year—and today their owners are look- 
ing to YOU to supply them. Horseshoes are a high-profit 
item...come packaged 10 pair to the box—easy to store, 
shelve, and sell. Stir yourself: Write now to Dept. H-1 for 
name of distributor, free catalog and pricing information. 


YOUR CUSTOMER LOOKS FOR THIS TRADE MARK——> 


It signifies the 
WORLD’S LARGEST 
MANUFACTURER OF 


HORSE AND MULE SHOES. 


Joliet, Ilinois 






Fair Traded 
Retail Price 





FOB Cleveland, Onie * |! F 

Shipping wt 7', Ibe 
One unique, patented handle serves 
both axe and shovel alike. The high 
grade zipper opening- water-proof 
carrying bag doubles as a 2-gallon 
‘jumbo’ WATER BAG so often needed 
on camping jaunts. Truly practical 
and essential to every sportsman 
and car owner as well as nearly 3 
million Boy Scouts. All component 
parts are replaceable separately 





Practical . . Durable . . Economical 


AT YOUR 
DEALER OR 
WRITE... 





Dept. 54-A 









MANUFACTURING CO. 





A PRACTICAL, ALL-PURPOSE KIT for . . . 
Hunters, Fishermen . . Campers & Tourist, 
plus Everyday Uses at Home or on the Farm! 














Sold through wholesalers only 


WESTERN PRODUCTIONS 


0123 7th Street 


The Dillon ‘slip-on’ KAMP-KIT has a 
thousand uses . . . something every 
one needs, and can definitely use 
For the unexpected, carry the KAMP 
KIT in your car or pickup. Wherever 
you go, this all-purpose kit will be 
your silent friend. Sportsmen testify 
it’s what they have needed for years 
Farmers-ranchers alike say it’s the 
handiest all-‘round tool they've 
found. It weighs less than a rifle 
carries easily as a briefcase and is 
made from the highest quality ma 
terials available. The Dillon KAMP 
KIT is your answer when the law 
requires you to carry SHOVEL, AXE 
and WATERBAG in National Parks 
and forest areas 


IT’S A NECESSITY... 
NOT AN ACCESSORY 











Lewiston, Idaho 















ITEM ADDED SALES 
—CHECKOUT SPEED 


YOU RS with a 
Me CASKEY 
CASH REGISTER | 





ae” ~=CUSTOMER’S 
PRINTED 
RECEIPT 


This customer’s Cash Receipt 
shows him items purchased—you 
retain the same information on 
your day’s detail strip: 


® hardware, paint and sport 
goods Itemized, Item-Added, 
Explained! 


You register any number of items 
in the same way — McCaskey 
modern, item-adding, hardware 
sales checkout. Self-Service- 
Checkout is coming fast in the 
hardware business. 


of many de- 
signed to pro- 
vide complete, 
accurate rec- 
ords adapted to 
hardware store 

needs, 

¢ Make certain you know what 
McCaskey has for you in mod- 
ern cash registers, in charge 
account control, in sales books 
and printed forms for modern 
record permanence — check 
your interests, mail coupon. 











freee www wm mm mw ww em mee w ewe www 4 
' i] 
1 CT CUSTOMER'S Modern Charge i 
1 Printed Receipt Account Control r] 
1 CHECKOUT item. adding Soles Books and ] 
1 cosh register systems Printed Forms 1 
| NAME 1 
' ' 
5 ! 
i] ' 
‘ city ZONE STATE 1 
' ' 


McCASKEY REGISTER DIVISIO 


Victor Adding Machine Co. 
ALLIANCE, OHIO es 








| 
! 
| 









Christmas Toy Sales 
Expected To Be Up 10% 

This will be a happy holiday sea- 
son for those who have plenty of 
toys to sell. 


That is what Melvin Freud, 
president of the Toy Guidance 
Council, says in spirit at least 


when he predicts toy sales this year 
will top last year’s by 10 pct. And, 
he adds, between Thanksgiving and 
Christmas retailers will sell enough 
toys to account for 60 pct of their 
yearly toy sale effort. 

Predicting this season will evoke 
“the biggest toy buying splurge in 
history,” Mr. Freud says his or- 
ganization estimates that an aver- 
age of $20 will be spent on toys this 
year for every child under 14 in 
the United States. This will mean, 
he says, total retail volume will 
touch $900 million and maybe even 
go higher. 

The reasons for this rapid growth 
(toy sales totaled $324 million in 
1943) is attributed to the increased 
birth rate—American children are 
being born at a rate of seven a 
minute. 

Also, he says, it is attributable 
to a continued increase in the 
amount of disposable income and 
parents’ that modern 
toys help in child development. 


awareness 


Doepke Mfg. Sets Up 
Toy Repair Stations 

Charles William Doepke Mfg. 
Co., Rossmoyne, Ohio, has estab- 
lished 42 authorized 
tions to extend the life of its toys 
through repair and repainting. 

Repair service formerly available 
through the factory has been dis- 
continued. 

When _ reconditioning costs 
amount to more than 50 pet of orig- 
inal cost the toy is considered 
damaged beyond repair, the com- 
pany stated. 

The company has produced about 
11% million steel scale models of fire 
engines and construction equipment 
since 1946. 


service sta- 


All-Year Conditioners 
Offered By Perfection 
Perfection Stove Co., Cleveland, 
has entered the year ’round room 
air conditioning field with lines for 
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with 


DOOR-EASE° 
STICK LUBRICANT 
Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 


display box. 
A 
Gs 


PRODUCTS 








American Crease Stick Co. 
Muskegon, Michigan 








| aus? LOCK-EASE Graphited Lock Fluid 





in 4-oz. ‘Drop or Stream” can, 39c; 


AMERICAN Dripless Oil in 4-0z. oifer, 29c 


¢ 00 COMPLETE 
ENSEMBLE 








| 


bd a all 


a, 


ENSEMBLE AS-193 


CURTAIN SCREEN, 
ANDIRONS and FIRE TOOiS 


ORDER IMMEDIATELY! 
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Beautiful 
» Comfortable 


Texto Tred rubber 
matting, with "ripple 
twist” texture, gives 
the appearance of 
carpeting at fraction 
of carpet cost. Smart- 
ly styled. Resilient 
and durable. 


Increase 
your sales and 
dollar profits wit: 
Texto Tred Matting. 
Cash in on popular 
demand for homes, 
apartments, hotels, 
offices, clubs, thea- COLORS: Gr 
ters and stores. ay, 


Rose, Green and Beige 
At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC. 
100 Beech St. Akron 8, Ohio 





ADJUSTABLE 
PROVEN MERCHANDISER 





Eliminate your display problems. Speed up sales with 
adjustable displayers that will sell. Displayer sturdily 
constructed of both wood and plywood. Enameled ivory 
background. Natural finish platforms and oak exposure. 
Available in following sizes at NET prices. F.O.B. factory. 
Taxes if any extra. 


No. G4538 double side. 4x 8 ft. with 10, 12, and 


We” GIES GRNIUES cccccccccccedcnccce $154.30 
No. G4534 double side. 4 x 4 ft. with above glass 
GRIDUSE oe ccccccorccescsecccerseeseses 87.15 


Overall Height 52°" on all Merchandisers. 
Write for complete HELLER STORE 
FIXTURE Catalog No. DH 


W. C. HELLER & COMPANY 


MONTPELIER, OHIO 
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|—— SHARON'S 


A TRADEMARK SINCE 1876 


FOR THE BEST IN 


SPRING 
HINGES 


BUTTON 
TIPS 


STANDARD 
TYPE 
NO. 29 


BOMMER SPRING HINGE CO. INC. 


Moin Office & Plant: LANDRUM, SOUTH CAROLINA 
Chicago Office: 180 N. Wacker Drive, Chicago 6, Ill 
Sales Office 

ond Warehouse: 263 Closson Ave., Brooklyn 5, N. Y 
























new, effective, 
fine quality fastener! 





SILL CINCH 
FOUNDATION 
BOLTS 


* Made of finest quality steel 
Available in sizes 2x12 and °/ex14 


Meets FHA specifications 


25 in package, together with 
Sharon's exclusive clinch 
washers with prongs— 
keeps sills rigid 





Boston, Mass. 














McGill ‘CANT MISS”’ 


SPRING 
THIS 
ON EM! 


@Rr ght, 2 Color 
Printing 
“lear, Selected 
Wood 


isy Dependable 
tion 


Write 
Today For 

Complete 
Information 


McGILL METAL PRODUCTS CO. 


MARENGO- ILLINOIS 















Designed BETTER 
Built BETTER 
3 Merchandised BETTER to 
VJ SELL BETTER 





PROPULSION ENGINE CORP., Dept. 10 | 
Subsidiary of Food Machinery & Chemical Corp. 
7th St. & Sunshine Rd., Kansas City, Kansas | 
I want to be ready to cash in on Mow- 
Master's 4-Way Profit Mower Line in ‘54. 
Rush me full, valuable details on BIG Dealer 
Advertising-Sales Promotion-Merchandising | 
Campaign. Distributor inquiries also invited. 


| 

| 

| 

| 

| (J Dealer? (CD Distributor? 
| 

fin 


COMPANY__ —— 
ADDRESS __ — _ 


| 

; | 
NAME | 
| 

| 








home and commercial installations. 

Both lines have half, three- 
quarter and one horsepower units. 

The units can heat, cool, filter, 
and humidify air. 

Home units slide into place, re- 
quire no plumbing, and an adapter 
is available for using units with 
casement windows. 

Commercial units are portable, to 
be brought to a permanently in- 
stalled weather cabinet. The entire 
unit fits within the window glass 
line. Units require no plumbing or 
extra wiring. 


Some Manufacturers 
Buck Price Trend 

Some companies are bucking the 
trend by boosting prices on their 
manufactured goods. 

Westinghouse Electric Supply 
Corp., Westinghouse’s distribution 
affiliate, has raised the wholesale 
price of television sets 5 pct effec- 
tive at once. R. L. Sandefur, sales 
manager of the division, asserts 
that the retail list price of his 
company’s TV sets, cut 28 to 40 
pet recently, would stick. 

At about the same time Apex 
Electrical Manufacturing Co. an- 
nounces it is raising by $10 the 
retail price of its three models of 
wringer washers. <A. C. Scott, 
vice-president in charge of sales, 
says the move was stimulated by 
recognition of “short margins” on 
these items at retailer and dis- 
tributor levels. 


Washer Factory Sales 
Down 8.7% in October 


Factory sales of standard-size 
household washers in October were 
310,867 units, compared to 340,532 
in September, a decrease of 8.7 pct, 
according to figures for the organi- 
zation’s membership announced by 
the American Home Laundry Man- 
ufacturers’ Association. 

Washer sales compared to 327,- 
814 in October, 1952, down 5.2 pet. 

Automatic tumbler dryers sold 
in October amounted to 81,839, 
down 5.3 pet from 86,461 sold in 
September and 2 pct less than 
83,510 sold in October a year ago. 

Ironers sold in October totaled 
11,666, up 28 pct over 9,113 in 
September, and down 53.7 from 
25,204 in October, 1952. 





BREAKING 
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TACKLE BOX G 


IT’S RED ’N RUGGED 


Retailers have acclaimed the all-new 
My Buddy Tackle Box as the best profit- 
maker they've ever had. It's scored an un- 
precedented hit with fishermen everywhere 
—making it America’s most desired fishing 
gear. For volume sales at full markup—stock 
and sell the My Buddy Tackle Box. 





WRITE TODAY FOR COMPLETE DETAILS 


MANUFACTURING DIVISION 
STRATTON & TERSTEGGE CO. INC 
PO BOX 1859 « LOUISVILLE KY 















KEEP AN EYE ON 


ue 


FOR NEW 
IDEAS TO 


HELP YOUR 
SALES « PROFITS 


<ivoE> ncn CO., SOUTHBRIDGE, MASS., U.S.A 


HOME REPAIR TOOLS SINCE 1875 
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LAWN MOWERS 


Made in 
New England 
Since 1879 








BLAIR Homestead 
16” or 18” cut 


Also available: BLAIR Reel and Ro- 
tary Power Mowers, and a complete 
line of fine hand mowers. 
If it’s made by BLAIR, the qual- 
ity’s there. 
BLAIR MANUFACTURING CO. 
Telephone 2-7449 
Springfield 7, Mass. 





















[SPEEDEX 


Garden ondtree ~ 
sproyer. Easy 
operating, solid 
brass, double action pump. 
5 ft. finest quality spray hose 
with bucket strainer. Adjust- 
able nozzle throws 20 to 30 
ft. sproy or fine fog mist. 
Unexcelled for 


spraying gardens, 
white- g 


sh, or 
brush killing so- 
lutions. Popular 
with ladies as not 
tiresome to use. 
Lasts many years. 
Big seller, indi- 
videally mounted 
on attractive dis- 
play card. 


Pn 


426 Main St., Utica 2, N.Y. 
“Originators of Sprayers” 


Canadian Rep. G. L. Cohoon 
1265 Stanley $t., Montreal 2, Canade 


As advertised in 
House & Garden 





and 
House Beautiful. 





















Catalog \ 
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Birthrate Continues 
To Set New Record 

If births marriages 
new customers—and they do 
you’ve a bright future. 

The National Office of Vital Sta- 
tistics reports that the estimated 
number of births registered in 
the United States during August 
broke all records for that month. 
This was the third successive month 
in which the birth total 
the corresponding monthly 
for all previous years. 

Marriage licenses remained close 
to those of 1952. 

The estimated birth total for 
August, 1953, was 359,000, a 2 pet 
gain over the 352,000 of August, 
1952. 

August month 
this year in which there were more 
births than 
1952. 

The birth rate of 26.7 per 1,000 
population for August, 1953, 
the same as August, 1952, when a 
new postwar 
lished. 

During the first eight months of 
this year an estimated total of 
2,578,000 births registered. 
This was 2.6 pet above the number 


mean 
then 


and 


exceeded 
figure 


was the seventh 


in the same month of 


was 


record was. estab- 


was 


for the corresponding 1952 period 
and the largest for the January- 
August period of any year. 

The marriage license figures for 
the first eight months of 1953 were 
those of last The 
rate of 9.9 per 1,000 population is 
identical for the two periods. 


close to year. 


Manufacturers Approve 
Pest Control Program 

The sale of pesticides and ap- 
plicators is to be promoted by a 
program approved by the National 
Sprayer & Duster Association at a 
recent meeting in Chicago. 

A descriptive bulletin and poster 
are to be distributed to dealers, dis- 
tributors, vocational agriculture 
teachers and other educators to 
show the proper type of material 
and equipment to use for various 
pest control problems. 

A colored poster, 28x40 
to be ready early next year. 

The program is being developed 
by the Inter-Association Council of 
Pesticide & Applicator Manufactur- 


ers. 


in., is 









NOW / 


2 GREAT LAWN 
TRIMMERS 


priced to close 
a sale every time! 


RETAILS 


Slightly higher 
in the West 


Slightly higher 
in the West 


Both do all 3 lawn care jobs! 
1. TRIMS GRASS a 
2. EDGES LAWNS 
3. TRIMS HEDGES 


BANTAM and TRIM 
MASTER, JR.—two of the 
fastest-selling lawn imple- 
ments dealers have handled 
in years—both loaded with 
“home owner appeal.” They 
give you a complete line 
that will make more sales be- 
cause one of the two models 
will appeal to your homé® 
owner customer. whatever 
his income bracket. And 
Bantam and Trim Master, 
Jr. advertising this Spring 
means that more and more 
folks are going to stop in 
at your store to see them. > 
Make sure you're ready to 
show them, SELL’ them! 


























BANTAM A 
TRIM MASTER, JR. > 


Ask your jobber about our 
specially priced demonstration models— 


AVAILABLE NOW! 
write for illustrated literature 


E. F. BRITTEN & CO., INC. 
23 South Avenue W. 
Cranford, New Jersey 





















Comes in 
attractive 
display 






... THAT PAINTS 
AROUND CORNERS 


Now ... a flexible paint brush that bends 
fo any angle .. . makes it easy to paint 
those spots an ordinary brush just can't 
reach. Makes painting easier and quicker 
The Paint Brush with a thousand uses! 


SEE YOUR JOBBER 














OR WRITE 


KWIKSAND inc. 


529 MERCHANTS ROAD 
ROCHESTER, N. Y. 












FASTEST 
MG 
KEMOVER 





For prices and sample, write 


THE KLEAN-STRIP CO., INC. 
2340 S. Lauderdale, Memphis, Tenn. 
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48/2 Million Consumer 
Units Average $4,460 


The national average earnings of 
18.5 million consumer units a 
unattached individual 
a year are $4,460 before income 
tax, the U. S 
reports. 

The department studied income 
distribution during World War II 


und the post-war period, und an 


family or 


Dept. of Commerce 


X6-paye report is to be released 
shortly. The study was made to 
provide a market analysis tool for 
businessmen. 

Other pertinent finding were: 

About 6 pet of the consumer units 
earned $10,000) or 
counted for more than 20 pet of 
the $217 billion 1950 income. 

About 23° pet 
$2,000. 

\bout 65 pet of total earnings 
went to consumer units that earned 
more than $4,460; 95 pet to units 
that earned more than $2,000. 

Individual income taxes absorbed 


more and ac- 


earned less than 


8.5 pet of total income. 


Weather Caused Dip 
In October Sales 


If economists could predict the 
weather with any degree of ac- 
curacy their jobs would be easier. 
economist pre- 


Despite every 


dicting “yood business” for re- 


tail stores in the last quarter, 


warm weather doldrums caused 
uch predictions to fall by the 
wayside for October. 

A check of leading department 
indicates that 


and chain. stores 


weather, and that factor alone, 
was the reason for poor showings. 
Officials state “unseasonably warm 
weather during October caused a 
general decline in sales.” 


While 


chains were expected in a warm- 


drops among apparel 
weather period, more surprising 
sales drops were reported among 
the mail order group. While these 
chains do a substantial soft-goods 
business, the greater part of their 
“hard” 


usually less influenced by weather 


sales are in cateyories 
abnormalities. 

Declines in this group for Oc- 
tober were: Sears, Roebuck & Co., 
down 7.8 pet; Montgomery Ward, 
down 15.5 pet: Spiegel, down 19.9 


pet. The Sears’ figure represents 
one of the deepest month-to-mont 
drops that company has had foi 
more than two years. 

Other stores, the variety grou 
in particular, had an interesti 
ates pattern in October. M. Il 
Fishman, W. T mn. 3 
Green, S. S. Kresge, J. J. New 
berry and F. W. Woolworth had 
sales above September. Kress had 
a O8 pet sales drop; McCrory 
9.2 falling off; McLellan, off 2.5 
Murphy, off 1.9, and Neisner, off 


0.33 pet. 


Grant, 


Customers Now Buy 
Better Grade Goods 


The enigma of consumer tast 
has been solved to some extent 
at least. 

Fred B 


chairman of Gladding McBean & 


Ortmann, president and 


Co., ceramics, said the most sig 
nificant characteristic — ol the 


“new"’ customer the customer 
who has arrived on the scene in 
the past 10 yvears-—-is “upgrading 
of taste.” 

Reporting on the result of a 
survey, Mr. Ortman said: 

“From 1948 to 1947 the ratio of 
demand for the low-price com 
modity as compared with the more 
expensive was 10 to Ll. During the 
subsequent five-year period, how 


ever, the margin constantly nar 


rowed and now stands at about 
S te i.” 
After adjusting for inflation, 


Mr. Ortman noted, the average 
American working man’s disposa 
ble income has increased tremen 
dously since 1940 and his “discre 
power is. five 


tionary” spending 


times that of 10 years ago 


Residential Building 
Up 25 Pct in October 


Residential construction contract 
awards totaled $634,582,000 — in 
October, 25 pct above September 
and 5 pct above October, 1952, the 
F. W. Dodge Corp. reported in its 
survey of 37 states east of the 
Rockies. 

For the first 10 months of 195: 
residential awards wert 
$5,561,475,000, down 3 pet over the 
first 10 months of last year 


contract 


HARDWARE AGE, DECEMBER 10, 1953 








PU 


71 ¢ 











HARD 


represents 


-to-mont 
s had for 
ety yvrou 
nteresth 
ie mm 
ca, 4g 
J. Ney 
orth had 
Cress had 
eCrory a 
ff 2 


isner, of 


y 
s 


ler taste 


ie extent 


dent and 
cBean & 


host ipy 
of the 
‘ustomer 


scene in 


ywrading 


It of a 


ratio of 
‘fe com 
he more 
ring the 
vd, how 
tly nar 
t about 


iflation, 
average 
lisposa 
tremen 
“discre 
is’ five 


) 


‘ontract 
100 in 
tember 
152, the 
| in its 
of the 


f 195: 


+ wer 
ver the 


D, 1953 













"MANY OF OUR APPLICATORS 
USE THE ATRROW GUN TACKER’ 


says the BALDWIN HILL COMPANY, 
Manufacturers of Insulation. 





CEILING TILE 
INSULATION 
BUILDING PAPER 
BATT WOOL 
FOIL 

CANVAS 
ROOFING FELT 
UNDERDECKING 
SHINGLES 
SIDING 
CORNERITE 





SS SOLD ONLY THROUGH WHOLESALERS 
‘ q 
ae. l TITLALPACL OLA 


ONE JUNIUS STREET, BROOKLYN 12, N Y 





MADE FOR THE DEALER 
TO SELL AT A PROFIT 


a complete line of 
distinguished paint brushes 
PURE BRISTLES @ BRISTLE-HAIR 
NYLON © BRISTLE-NYLON 


Handsome display boxes, colorful assortment 
silent salesman display racks. 
Write for illustrated catalog. 


MAJESTIC BRUSH MFG. CORP. 


71 GRAND STREET NEW YORK CITY, N. Y. 

















BOLTS 
vm a 


Sel, Serwice 
EYE BOLTS 


No. 113 
DISPLAY ASSORTMENT 


_ Popular Sizes 
Fast Turnover 


(Anonocy ) 


‘1 
rar we eae eee 


THE WASHBURN COMPANY 


WORCKSTIR MASS « 8 


Cl 4 
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ADJUSTABLE CUTTING 
TOOLS 





Oui : 


EXPANSIVE BITS 


Qué 


ADJUSTABLE HOLE 
CUTTERS 


. * 
Cut any size hole %to 3” in « ~~ Cut holes % to 2%" 1] 
soft or hard wood! © Tool + in metal, wood, 
Steel Blades © i . plastics * High 
eet Blades * Rust Resist- , coood weel bled p 
ant * Quick, Accurate e stays hi urp lo me r—cuts 
iy Adjustment ¢ Sell e easier con al 
‘ * on " lark te de -« 
hab Clearing Lead Screw > one € fix ie dit Ad ae 


eeeeeeee eee eeeeeeereeeeeeeeeeeeeeeeeeeeeee 


Oy é Ox é 
HOLE CUTTER KIT : ADJUSTABLE CIRCLE CUTTER 
9 Colorful, new, 2 Cuts 1% to 8” holes 
plastic protective ¢  insheet metal / 
case contaims two oe wood or plastic \G 
Clark adjustable = « Combination drill J 
Hole Cutters with e pilot and ; 


routting range . high-speed steel 
of % to 2% 





cutting black 


Order from your jobber or write 


[cian OQ 


ear ti Boat Cnynony 


9330 Santa Monica Bivd. Beverly Hills %, Calif 


ALL CLARK TOOLS ARE NATIONALLY ADVERTISED AND GUARANTEED 








ter PROFIT and SALES 
-~ the TOP QUALITY 


SURE-GUIDE 


TANK BALL 


THE SURE-WAY TO 
STOP TOILET LEAKS 


Made of the finest quality rubber 
to prevent swelling or distortion 


COMPLETE 
WITH 
ROD 


Jobbers and Distributors Or Write te: 


Sold through Authorized 


FRANKLIN METAL & RUBBER co. 


HILA. 32, PA. 





2701 NW. BROAD STREET @ 











Pocket-Sized 
Screwdriver Set 
ri all Homeowners 





AMALITE’S 4 in... 


Only 4° long when not in use. Yet sturdy 
and durable. The cavity of the transparent, 
non-inflammable plastic handle stores four 


interchangeable blades ('/'' and 3/16" dia 
slotted No | recessed, and 3/16" dia. 
punch). The "SPECIAL SWIVEL CAP" opens 


and closes easily. All blades made of hard 
ened and tempered tool steel Ideal for 
quick sales to the general public 


SET >) ypicfecson tes bang 
or package 
SIGHT hai ag 


2 doten per box 


OY, 
on” 












‘PACKAGES 


For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged 1 set of 

2” lengths of STEELGRIP 
complete with hinge pins and 
gauge pin to the box. Lacing 
can be easily broken to sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 
boxes for small sales. 


ARMSTRONG-BRAY & CO. 


5348 Northwest Highway * Chicago 30, U.S.A. 





Write for Catalog 
Sheets sl 






Carton of 

single or 

assorted 
sizes 








fe rar | 





Business Leaders Learn 
Of Fair Trade Progress 
Every aspect of current develop- 
ments in fair trade were explored 
in a half-day session at the annual 
open forum of the American Fair 
Trade Council, held in New York, 
Nov. 17. 
More than 
as well as some distributors and re- 
which 
the 
Ex- 


1,000 manufacturers, 


the session 
with 


tailers attended 
was held in conjunction 
weekly luncheon of the Sales 
ecutive Club of New York. 
The opposition to fair trade was 
uncertain 


also”. presented in no 
terms by John Minor Wisdom, at- 
torney for John Schwegmann, Jr., 


New Orleans supermarket operator 
who is regarded as the outstanding 
opponent of fair trade. 

Mr. Wisdom 
address the forum, 
annual custom A.F.T:C. of in 
viting a leading exponent of the 
took full advantage of 
fair trade 


to 
the 


was asked 
following 


who 
of 


opposition, 
his opportunity to blast 
both in principle and practice. 

Mr. Wisdom took the 
that while fair traders had won 
their in Court, when the U.S. 
Supreme refused to 
an fair trade 
Louisiana 


position 


day 
Court recently 
unfavorable 
the 
had 


average 


review 
decision against 
they 


the 


supermarket, not won 
their with 
sumer. 

He contended that 
to cut their 
eliminating 
offered 
should 


case con 
retailers who 
operating 
the 
conven- 
pre- 


manage 


costs by some of 


usual services by 
tional 


vented 


not be 
the 


customers 


stores, 
savings 
fair 


from passing 


their on 


along to 
trade goods. 

John Anderson, 
dent of A.F'.T.C. 
trade fight 
denounced 


reelected presi- 
in the 
many years, 
Mr. Wis 


“specious arguments.” 


and leader 
fair for 
vociferously 
dom for his 

The “cut and clip trickery 
by the circus-type of retailer to get 


used 


more of the housewife’s dollars for 


less in return,” was deplored by 
the Indiana manufacturer. 
Robert C. Walton, manager of 


the Fair Trade Section of General 
Electric Co., and Samuel Fingrudt, 
Philadelphia 
distributors, 


electric housewares 


were mem 


bers of the forum panel which also 


wholesale 


included fair trade law 


specialists. 


leading 
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METAL FLOATS 


Engineered To Your Specifications 


@ Made of copper, plain 
steel, copper ms ted steel, ff 
all types stainless steel, 
aluminum, brass, monel, i 
pure nickel, Admiralty or \ 
Everdur, or any suitable 
metal for open tank and 
all pressures. 


@ Seamless copper boll 
floats carried in stock in 
diameters of 3", 4", 5", 
oS, F.0, © and 12" 
for open tanks and pres 
sures of 25, 50, 100 and 
150 Ib. Floats in spe- 
cial sizes and pressures— 


MADE TO ORDER. Stain- 
less steel ball floats 
larger than 12" diameter 
can be made up spe- 
cially. Write for METAL 
FLOAT catalog. 





FLAT CYLINDIRCAL 


| ARTHUR HARRIS & CO. 


| DEPT. HA, 210-218 N. ABERDEEN ST. 


CHICAGO 7, ILLINOIS CYLINDRICAL 


Since 1884 
FLOAT MANUFACTURERS 
ENGINEERS ¢ METAL FABRI- 
CATORS + COPPERSMITHS 
¢ BRONZE FOUNDERS 





CYLINDRICAL 





BUILD PROFITS, 
REPEAT SALES with 


Swi Ray ste woot 


FOR HOME, SHOP and INDUSTRY 









LAYER-BUILT PADS 


Big, cushiony, workmanlike 
tools for cleaning, 
\ rubbing, polishing and smoothing, 


JEX HOUSEHOLD PADS 


Economical, sanitary, full-bodied pads for 
cleaning, scouring and polishing pots, pans 
and kitchenware. 


BULK POUND TUBES 


The homemaker's and professional work. 
ers economy buy for home, shop and general 
industrial use. 


Superior quality in all 





write for catalog. 


SUN RAY STEEL WOOL PRODUCTS 


THE WILLIAMS COMPANY 


215 W. FIRST STREET, LONDON, OHIO 
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ications AND Kenberry GADGETS | 
GIVE HARDWARE STORES 
PROFITABLE NEW SALES With a 1 Year 
Interesting gadgets on colorful cards are Unconditional Guarantee 
. proven traffic stoppers, with sales and NEW ! 8 shor. 434” bar- a 
LUMN turnover that often is amazing. The Ken - a Te: mm 
| FOUR STAR ROAST RACK $1.49 erry line is the foundation of a high rel, 8” overall. Weighs 83.45 
- —— profit gadget counter. Ask your jobber 37 oz. See your jobber . 
etn 60 oamens or write for complete Keaberry list. | NOW! 
THE ONLY FACTORY JOHN CLARK BROWN '"¢ 
ALL SOURCE FOR A LARGE one monrcomeny st Ly | WESTERN ARMS CORP. 
LINE OF GADGETS. BELLEVILLE 9,NJ. ACHOMTY GADGETS | 411 E. Pico Bivd. -« Los Angeles 15, Calif. 
— 
g | 
LINDIRCAL Cash in on this fast grow- 
ing hobby. COOK ‘'N’ 
KETTLE is America’s fast- 
est selling charcoal broiler. 
| Heat retaining cast iron. 
| Every customer will make 
other sales for you. Hun- 
; 
dreds are sold cach year 
LINDRICAL as gifts. Display cards, ad- 
| mats and litera- 
~ ture furnished. a 
Nationally ad- yg 
| vertised. Write 7 
| for complete ’ y 
| information. int 





INDRICAL 














HI-N-DRY 
SUMP PUMP 






Pump and motor entirely out of sump. 
Install on floor level beside the sump, or 
on wall bracket. Accessible. Durable. Built 
for long, continuous service. Positive auto- 
matic self-priming. 





a 
CASTERS 
and GLIDES DISTRIBUTORS! We invite your 


inquiry. The Hi-N-Dry is headed 

_ nag fe yc ond straight for the top in the Sump 

d Pump field. Competitive in price 
HARDWARE AGE DIRECTORY and profitable to sell! 


THE GORMAN-RUPP COMPANY 











othing, and Order From Your Jobber Today 


Stock and Display = 
You Make News » 
* ® 


What you do is news to thousands of other ba , 
hardware dealers who read HARDWARE AGE { 
es . viliug 
They’re interested in knowing of your plans 


to remodel, of new partners, stores sold or 





MANSFIELD On1O 

















bought, anniversaries, etc. SOIL CONDITIONER > 
Write us a short note about any of your r ‘ - iS 

activities you feel would be of interest to for indoor use: <g> ee 

others who read the News of the Trade regu- 2-Oz. and 1-Lb. bag sample nay: — 

larly in HA. Don’t worry about style. Just | | 7 al ‘Scr Geeur bee aan eaiad 7 

give us the facts briefly ; we'll do the rest. Ad- | spring! MONSANTO 

dress your note to the Editor, HARDWARE AGE, | MONSANTO CHEMICAL COMPANY 


Merchandising Division 
1700 South Second Street, $1. Louis 4, Missouri 


100 E. 42nd St., New York rt, N. ¥ SERVING INDUSTRY 
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HEAT PROOF 


MATS 


In SIX 


NON-FADING 
COLORS 
* YELLOW 
+ BLUE 
+ GREEN 
« GRAY 
* RED 

+ WHITE 


STOCK AND DISPLAY NEW 
DAISY RUBBER MATS 











Promotions 


Manufacturers’ New Merchandising Plans 


G-E Merchandising Kit 
On Oil-Burner Controls 

A special merchandising kit to 
aid franchised distributors of Gen- 
Electric domestic 
controls and their dealers is being 


eral oil-burner 
issued by the company’s Appliance 
Control Dept., Schenectady, N. Y. 

The kit 
dealer aid items, available in quan- 


consists of 10 separate 


tities at no charge. 


Martin-Senour Offers 
Film on Use of Color 

“Color of Age,” a film 
strip on how color can be used to 
emotions, work 


Comes 


influence moods, 


habits, and even appetites, is being 


Write at once for Display Rack Deal. Pro- | 


vides complete line of DAISY Rubber Mats 
in Vivid-X colors. Fast turnover 
than 45% profit. Tops in Quality. 


SCHACHT RUBBER MFG. CO. 


Dept. H ° Huntington, Ind 





Slecsercen’ 


B 
BENNETT - IRELAND IN 






ry NOUWICH NEW YOUR 4 





Get the facts on Flexscreen—the 
curtain firesereen that most cus- 
tomers want most. It pays to 
promote the leader! 


MAIL THIS COUPON for----------- 
{ catalog and full profit details... 


Bennett-lreland Inc. 
Norwich, N. Y. Dept. 1253 North Street 


Send me catalog and information on 
Flexscreen. 


better | 


the 
Senour Co., Chicago, Il. 


made available by Martin- 

featuring the recorded views of 
12 top authorities, the 45- 
minute film traces the history and 


use of color from the earliest civili- 


color 


| Falling Sales Offset 





Inventory Slowdown 
Inventories were boosted in Sep- 
tember to a record $78.7 billion 
$5.7 billion higher than a 
year ago, reported the U. S. Dept. 


about 


of Commerce. 
After 
factors, 


adjustment for seasonal 
book values of 
manufacturers, wholesalers and re- 
tailers $600 million during 
September. This compares with a 
$700 million increase in September, 
1952, and a $450 million seasonally 
adjusted increase in August. 


inventory 


rose 


An official of the Commerce de- 


partment said the September in- 
ventory figure suggests that busi- 
nessmen attempted to slow down 


the rate of additions to inventories 


but falling sales pretty much off- 
set this attempt. He noted that 
sales in September dropped $700 


million below the August total of 
$48.2 billion. 

The official said it was expected 
that businessmen would “try hard- 


| er” in October to stop piling up 


inventories at so fast a clip. 


Manufacturers’ stocks increased 


The latest 
designs and colors in fabrics, furni 
ture, furnishings and architecture 
are illustrated in the film. 

The film is 
terested groups 
and there is no commercial message 
except 
beginning and end. 


zation to the present. 


available to all in 
as a public service 


for a credit mention at the 


Special Events Booklet 
For 1954 is Available 


The 1954 edition of 
Davs, Weeks and Months” has just 
been published by the Chamber of 
Commerce of the United States and 
is available for 25¢ by writing to 
that organization at 1615 H_ St., 
N. W., Washington 6, D. C. 

The booklet lists more than 
promotion events, 


“Special 


400 
business legal 
holidays and religious observances 
It also names the sponsoring organi- 
zation, and the dates and purpose 
of each event. 


almost $250 million during Septem 
ber, after allowance for seasonal ad- 
justment. Wholesalers’ and retail- 
ers’ stocks were $200 million and 
$150 million higher, respectively. 
The department noted that re- 
inventories amounted to 
$22.3 billion at the end of Septem- 
ber. After adjustment for seasonal 
factors, durable goods stocks in- 
creased $250 million, reflecting in 
a large part, a rise in motor vehicle 
stocks. Other durable goods stocks 
showed little change. 


tailers’ 


October Was Peak Month 
For New Construction 


Expenditures for new construc- 
tion in October shattered the pre- 
vious record for the month, the 
U. S. Commerce Dept. reports. 

The previous October Record was 
set in 1952, when new construction 
spending totaled $3.1 billion. This 
October spending hit the $3.2 bil- 
lion level. 

Spending by non-governmental 
sources accounted for $2.1 billion 
of the October total, while public 
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A MARSHALLTOWN 


MARSHALLTOWN TROWEL COMPANY 6 


TROWELS 


MARSHALLTOWN, IOWA 








HYPON 





PLANT FOOD 


FAST SELLING, NATIONALLY ADVERTISED 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
gardens. Produces vigorous, beautiful growth in all plants quickly Pays ty e 
dealer 3344", profit. Attractively packaged for display. Does not deter- 

iorate, 1s clean, odorless and SAFE. Dissolves instantly in water for use 2 
l-oz: makes 6 gallons liquid plant food. 


Retails Your Cost 
l-oz. pht. 10¢..... 72 to case wt. 7 Ibs...... $4.80 case 
3-oz. cam 25¢..... 36 to case wt. 12 Ibs..... . $6.00 case 
J-oz. can 50c..... 24 to case wt. 14 Ibs...... $8.00 case 
i-lb. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 


Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 



















A TIP to Goulds Dealers 


Here's a Christmas present 
that means years of comfort 
and convenience toa whole 
family! 

Feature the Balanced-Flow 
—and the other dependable 
Goulds pumps — now! For 
you, it means—extra Christ- 
mas profits this year. 





Goulds Pumps Inc. 
Seneca Falls, N.Y. 


f GOULDS Balanced-Flow JET 
for Shallow Wells 


GOULDS Water Systems 














BUSH HOOKS—BANK BLADES—CANT HOOKS 


DISTRIBUTION THROUGH JOBBERS 


flee (yunetl, oot, Ca 





conporaled ' 
Cire Cool ssnce 1886 




















TU-WAY 


S@flers BELT LACER 


Safety belt lacing is easy 
to apply with any stand- 
ard make belt lacing 
machine, lacer, or it can 
be applied with a ham- 
mer by using the inex- 
pensive Safety Tu-Way 
Lacer. 

Safety's patented binder 
bars hold every hook in 
exact alignment, lap | 
snugly over belt ends and | 
prevent fraying. 


SAFETY 
BELT-LACER CO. 


5390 N. MENARD AVENUE | 
CHICAGO 30, U. S. A. 








|/B~C| VISES 


* PRACTICAL x* STURDY 
* UNEXCELLED 


Gray Iron, Jaws Accurately 
Machined, Polished and Lae- 
quered, Will not rust or tarnish. 
Baked Enamel Finish. Quality 
at Low Price. Check B & C for 
Vises, Clamps, Hand Tools, 


See Your Jobber or Write 











4 
roe BRINK & COTTON merc. co.’ 


33 POLAND STREET @ BRIDGEPORT CONN 








Adjust the CLIP to HOLD the TOOL! 


A-D-J-U-S-T-A-B-L-E 
FINGER 
GRIP CLIP 


Holds Anything with a Handle 
KEEPS SHAPE PERMANENTLY 


Small—3 for 10¢—Medium—8¢ ea. (2 
for I5¢) Large—l0¢ each. 
on West Coast 


ADJUSTABLE 














ahtly higher 
JUST TURN THE SCREW 
EASY TO INSTALL— 


EASY TO ADJUST— 
A PLEASURE TO USE 


ASK YOUR JOBBER 


A. I. PLATT CO. 


170 Kenwood Ave., Fairfield, Conn. 





.- + THAT’S ALL YOU DO. 


Beaver Caulking Guns 


—Y 










immediate 
Delivery 


For Cartridge or 
Bulk Compound 


Precision made for longer life 
and better results. ¢ All work- 
ing parts accurately machined. 
© Extra heavy gauge barrels. © Uses all 


Sold with caulking materials—handles light oils. © Posi- 
‘ tive ratchet drive. © Threaded nozmles—no 
LIFETIME bayonet joints to come loose. * Three popular 
GUARANTEE _ ‘izes —6!/.", 10" and 15". List prices—$6.50, 


$7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 











HARDWARE AGE, DECEMBER 10, 1953 


181 





























jobber's salesman about 
FULLER'S GOLDEN 
HUNDRED SALESMAKER 
with unique SCREW DRIVER 


TESTER and 100 famous 
Fuller Screw Drivers! 


FULLER Pa 


3522 Webster Avenue, New York 67 






World's Largest Producers of 
Unbreakable Amber Handle Tools 





iin a rb ale itor 
1 t produ vork 
for y i i y 
ole 6 age it 
,EW ENGLAND STATES; NEW 
YORI Incl. Metropolitan area 
NEW JERSEY PENNSYLVANIA 


MARYLAND; DELAWARI DIST 
oF COLUMBIA; VIRGINIA 


The HARRY HANSER 
ORGANIZATION 
Manufacturers Representatives 


1841 Broadway, New York 23, N.Y. 








MANUFACTURERS AGENTS WANTED 


BULL DOG REMOVERS 


Cr ‘eam 1 lq 14. 


HOLDTITE ( at perce 


BUILD YOUR PAINT DEPT. 
Thru Satisfied Customers 














Write For Special Combination Deal 


GILLESPIE VARNISH CO. 
131 Dey St., Jersey City, N. J. 











Gripper Clips 


Registered U. 8. Pat. Office 





Small and large 
sizes for holding 


Nickel plated fin 
ish. Paeked in 8 


with screws. Units 
(2 dos. large and 
1 dos. small to 
box.) Retalis 10¢ 
each. Cireulars on 
request 


GIBSON GOOD TOOLS, INC. 
75 Pearl St., Sidney, N. Y. 
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outlays amounted to $1.1 billion. 

Commercial, education and reli- 
vious building rose contra-season- 
ally last month, to set a record, the 
department reported. 

In the January-October 
the department noted, about 40 pet 
of the dollar gain over last year 
was in private residential building. 
Commercial building, largely be- 
cause of gains in construction of 


period, 


stores, restaurants oe 


accounted for about a 25 pet gain. 
Outlays for hospital construction 
reported 


and public housin was 


“down considerably.” 


Westinghouse Shows 
Appliance Sales Rise 


Sales of Westinghouse major ap- 
pliances for the first 10 months of 


1953 have shown an increase of 30 


period in 1952, 
the company’s 


pet over the same 


it was reported by 


Klectrie Appliance Div., Mansfield, 
Ohio. 
According to R. J. Sargent, divi- 


sion manager, extensive retooling 
of the Mansfield plant to provide ex- 
clusive features in products, better 
promotions and increased advertis- 
ing have been responsible for the 
rise in sales, 


Hobby Month Poster 


19th ANNUAL APRIL 1954 


NATIONAL HOBBY MONTH 





HAVE FUN WitH A Do It Yourself Hobb 


Interest in the 19th annual Na- 


| tional Hobby Month, to be observed 


during April, will be stimulated by 
this poster for store and window 
display. For complete details on 
Hobby Month see HARDWARE AGE, 
Nov. 26 issue, page 132. 


(Resume reading on page 15) 





CHROME 
BRASS PIPES 
Vy" to 4" sizes 


BRASS TUBING 
Ye", 14", 136", 1/5" O.D. 


PITTSBURGH NIPPLE WORKS, Inc. 


NeW 








1455 Spring Garden Ave., Pittsburgh 12, Pa. 
Th 





nn 





garages, | 


STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


© Sheet Metal Screws @ Machine Screws © Cap Serews 





: Set —— © Wood Serews @ Nuts, Wash 
Class AN Drilled Fillister Heads. PROMPT 
DELIVERies ON SMALL OR LARGE QUANTITIES 
Fast service om special serew machine products 


Write for complete descriptive catalog 
STAINLESS SCREW CO. 
, =m (hmm } "Ime ARmory 4-1240 


232 UNION AVE. @ PATERSON 2, N. : 
Direct New York ‘phone Wisconsin 7-904) 


GRAND 
DOOR HOLDERS 











MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

In Stock for immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinols 














Changes 


New products and 
new trade names are 
constantly being 
added to the listings 
for the next Directory 
Number of HARD- 


WARE AGE. 


Therefore, if you do 
not find in the current 
issue of the Directory 
Number the product 
you are interested in, 
write to the “Who 
Makes It” Editor. He'll 
be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y 








HARDWARE AGE, 


DECEMBER 10, 1953 











HARI 





OME 
» PIPES 


4" sizes 


NG 


" O.D. 
SRKS, Inc. 





urgh 12, Pa. 
Th 








i$ @ Cap Screws 
3, Washers, *. 
ads. PROM 

QUANTITIES 
chine products 


seriptive catalog 


EW CO. 


Rmory 4-1240 
ERSON 2, N. : 
‘isconsin 7-904! 


| ‘X2M 
E6A 

500 SERIES 
» Delivery 


S$ CO. 


1g0 22, Illinols 


J 


GE 
7; we ¢ 


. 10, 1953 











Pressure (o-) (som aa) « 


~IC 
‘i: 
TO LAST" Bs SS iD fl {2 


Hardware § wien , 
Specialties RS. LD 


io | 


2116-26 WEST NICHOLAS STREET 
* Phone Stevenson 2-4106 







DON'T HOLD 

SALES DOWN 
iS THRU LACK OF | 
i> SS SUFFICIENT 
ye } 
INVENTORY 

CHECK YOUR 

STOCKS NOW! 


Y PRINSKY 
= MANAGER 





R 
SALES . 
Alwoys ot Your SCS aii sor pHiA 21, PA 








ee ole. @) m4. @). 
© ae 
y 

o>) -{ 


SAFETY HASPS CHAIN Povey FASTENERS 


COMPLETE LINE OF BU 


BALDWIN 


1290 CENTRAL AVENUE, 





the only successful rubber tire roller skate is 
made by CHICAGO 





BARREL BOLTS = hoor KNOCKERS \ge 


ILDERS HARDWARE i 


HILLSIDE, NEW JERSEY LETTER BOX PLATES 











Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 934 by 115% inches over all; writing area 


8'/. by I1'/2 inches. Sheets printed on both sides of white 


paper, with 26 entry lines on each side. PRICE $1 for 160 sheets (320 pages) plus 15¢ mailing charge. 








PAGE HARDWARE AGE INVENTORY RECORD ae 




















sECTION.. ENTERED BY CHECKED BY 
LOCATION. PRICED BY CHECKED BY 
CALLED BY. EXTENDED BY ERRORS EX'D BY 











Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Unies With Dosens, or Dosens With Gross Quantities. 





Published by HARDWARE ACE. 100 East 42nd Street, NEW YORK 


DESCRIPTION 








You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design. 

From the many suggestions received this sheet was designed 
to sell at a new low price—-160 sheets for only $1, plus a 15¢ 
mailing charge. As these sheets are printed on both sides of 
good white bond paper, this means you really get 320 pages 
of inventory record sheets. Each side of the sheet has room 
for 26 items, Your $1.15 investment provides inventory space 
for 8,320 items. 

During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they have found them simple, cuon- 


venient and handy to use. The WHITE INVENTORY 





cost jj RETAIL 


RETAIL Y 
EXTENSION PRICE 


EXTENSION 





SHEETS are the best ever—they are even more simple, more 
convenient and easier to use. Our entire effort was directed 
toward making your annual inventory taking an easier and 
surer undertaking. 

These WHITE INVENTORY SHEETS will fit the regular 
HARDWARE AGE Inventory Sheet Binder, which is used 
by thousands of dealers who reorder their Inventory Sheets 
from us year in and year out. 

Due to the exceptionally low price at which these sheets are 
sold (and which applies to the United States and its posses- 
sions only), it will be necessary to include your money order 
or check with your order. 

Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS, Order your supply today 
from HARDWARE AGE, 100 E. 42nd St., New York 17, N. Y. 
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Classified Opportunities Section A 








NOTE: Samples of merchandise, literature, 
Help Wanted, Accounts Wanted BOXED DISPLAY AD RATES catalogs, etc., will not be forwarded to box HARI 
Business Opportunities $8.00 per column inch number advertisers unless accompanied by on oe 
, Pee: sufficient postage for remailing. onaainies 
Representatives Wanted, etc. 5% discount allowed for 4 or more con- en eee 
Set -— a greta we secutive insertions of Boxed Display Ads. No agency commission allowed. csteblishe 
ach additional word.... «ag . 4 
a Cuts or special borders not accepted. HARDWARE AGE is published every other hardware 
Positions Wanted Address your correspondence ond replies to Thursday. Classified forms close I5 days a ne 
(Special Rate) set solid, maximum, prior to publication date. 
= amen eenan nw HARDWARE AGE” _ mer 
Each additional word . 05 emittance must accompany order in form 17, N. 
Allow Seven Words for Keyed. Address Classified Opportunities Dept. of check or money order, not currency or 
or Your Address 100 East 42nd St., New York 17, N. Y. stamps. 

















Representatives Wanted | Representatives Wanted Accounts Wanted 


















































| SALESMEN FOR WESTCHESTER, NEW BY “ 
’ | JERSEY and Connecticut areas ow covering NATIONAL DISTRIB RS MAN 
MANUFACTURERS EXCLUSIVE SALES ee na oe agg cay ng om Established—Reliable ye UTED 
. | Gsrain, umber ards, epartment Stores. om- * 
REPRESENTATIVES to handle Sheffield | | picte line of Trellises, Arbors, Picnic Sets, | | ANCO arama ag Onn tppacaae 22, Pa. CHAn 
es Fences, Lawn Signs, Wheelbarrows, etc. Excellent N York ° Phil 4 rors °D . He m 
made hacksaw blades, frames, precision | commissions, Season about to start. Phone Long ew Yor hiladelphia © Detroit one 
g 
tools and magnetic devices ex New York | | Beach 58255, or write Amalga Mfg. Co., Island | | coy ering Pi gl gy sonal 
Park, L “— ae : " 
. e ‘ne ° ? th ; i force, 
stock at dollar prices. Exclusive territories | | eae te ee ee ek ete man 2 
still open: North and South Central States, PAINT SPRAYING a 
. en ‘ 
South Atlantic and Southwest. When reply- WEST COAST sel 
ing state territory covered, also number of EQUIPMENT a ee ) 
. e ell Established representation, 20 years in —————— 
salesmen and U. S. lines at present being Leading toaminciener of comediitheds priced hardware and housewares, warehouse, shipping ane 
handled paint spraying equipment including piston pt pe poy J facilities a available. Please 
Address W GS Box B-524, care of HARDWARE AGE diaphragm type air compressors, paint spray ee eee jeer 
100 East 42nd St., New York 17, N. Y. guns, material tanks and air line accessories ROBERT H. CLARK COMPANY 
: : | | wants aggressive, hard hitting sales represen- Industrial District f 
| | tation in Mid Western and Eastern areas. ustria! Ulseric Beverly Hills, Calif. 
| Want firms presently prin on large — 
| | paint and hardware dealers, auto supply MANUFACTURERS REPRESENTATIVE 
SALESMEN stores, lumber yards and industrial supply ac- ESTABLISHED TWENTY-FIVE YEARS witb The R 
2) + i lor li f HA | | counts. sales force of three men wants build hardwa 
um MOWERS. to "retail sl png Submit full information including number of or allied lines for inna, eateier pare Ten. ing it 
etc.; ONE for CONNECTICUT and Westchester salesmen, area covered and lines presently || nessee. We have a large personal following . 
County, the other for the State of New Jersey, handled. among jobbers, contract dealers, chain lumber and ae aliatatt 
strictly COMMISSION BASIS — Write giving | | —- = so ie 3 of paneene AGE building supply dealers. Address: Box B-469, care now c 
full perticulare— WHOLESALER wee as had : of Harpwarg AGe, 100 East 42nd Street, New guara 


Ad | York 17, N. Y ak 


with actos are following foe New ss South “eon 
geewen cm E TE gat TORIES OPEN FOR | pel sass “tan plage > alten Box | LOOKING FOR A MANUFACTURER T0 ganiz 
Gexteaate s08 Cader Yel teres "Shops, 10 | | B35, care of Hlanpwave Ack, 100 Fast 42nd | 1 MAKE AND MARKET YOUR PRODUCT? letter 


Street, 17, 





























sell line of Circular Saw Blades and Dado Heads, on ctlent. a large and well known manutecturer with dentic 
1 Met Sz | > y national distribution, seeks a new product, or prod 
- ne ing etal Saws png Carbide Tip on Saws EXPERIENCED FULL TIME HARDWARE | Lae, by ie Goa EA Ged: eae Ge lanatic Robes 
ite territory —— ines now handled, and | SALESMEN Protected territories with expense Please communicate with us. Principals on'y 
e f “ss: Be 527 
cate of tamwaen len tee Ban aed mae al % moh a Trg at "opportunity for ber 3 | THE —_— & MAN CO., Advertising 
r ast 42 : 3 sales offers usuz y a n 
New York 17, N. Y. salesmen to sell “FASTINGE” the nonmortising | 3800 Reading Road, Cincinnati 29, Ohio 
— ; door hinge that Mk opened new markets in the | “ FURERS’ REPRESENTATIV! 
’ om an dwar ( y MANUFACTURERS REPRESENTATIVE 
SALESMEN [ANTED TO are Hardware Field. Unique merchandising _ plan 5 AC] L -_ CESK , 
established firm pact : ll bid for “0 herd. sells readily to Hardware and Building Mate- | ESTABL. ISH ED AND SELI ING THE Jobbers 
cane auesies ks “po ss Pt te sy ™ a grit rial jobbers, Lumber yards, Hardware stores and | in Penna.; No.; to Scranton, W., to Williamsport, 
Docitin “| vee Pi satan a great om ar = wae as a8 ind users. Only full time, thoroughly ex- | New Jersey, Trenton So.; Delaware, Maryland 
licity and « rrently has n pee vetition . M. a perienced men need apply. NO MORTISE and Wash.: D. C., wants one other established 
territories ivailable Comsnbesios , gg Ple: se oe E CORP ORATION, BOUND BROOK, line, will exchange references Address: Box 
write full details in first letter. The Woodhill) | “EW JERSEY. B-526, care of Harpwarg Ace, 100 East 42nd 
: Pho ‘ x eS” | Street, New York 17, N. Y. 





Chemica] Co., 1391 East 33rd, Cleveland 14, Ohio. | | 


~ DISTRIBU TORS W ANTED. FOR CHEV. Accounts Wanted } AGENCY WANTED 


RONS mazing 1 1 fasteners wi . . 
; “i T hg F ow tg i teners with Coun Manufacturer of products selling to Electrical, Plumb- 
ersinking Too wndorsed by leading lumber and ing, Mill Suppliers and Hardware Jobbers, desires 


























— ng ~~ an a acre i packaged Established | | exclusive agency in New York area for items that can 
vith point-of-sale displays rotected territories be sold to these outlets Well established concern 
FE. B. PACKARD CC M: fz . 39 guarantees large volume husiness and maintains large 
Cedar St ee York & 73 ees MANUFACTURERS REPRESENTATIVE | aabes facilities = sock. Will pay for ‘all mer 

J | Personally servicing the Wholesale Hardware & Indus- | chandise 

—— _——— | trial Supply rt nae in Virginia, No. & Seuth Address Box B-528, eare of HARDWARE AGE 
SALESMAN WANTED — PROMINENT | Carolina. Georgia & Florida. Desires | agerense 100 East 42nd St., New York 17, N. Y. 
line. (NO IMPORTS). Now representing two only | | 

PAINT BRUSH manufacturer has open terri Mfrs. who know of this ad. Am only interested in a pear see 
tories for successful sales producer. Prefer men Nationally Known Line. MANUFACTURERS’ RE Pp RESENTAT \ | 
now calling on paint, hardware, lumber dealers Address Box B-5!1, ome of RAROWARE 0 AGE | NOW CALLING ON Lumber Dealers, Buik 
and industrials. Drawing account against good 100 East 42nd St., New York 17, N. Makedtal and Saviware Gsalens wishes adiiti a 








commissions. Will also consider side line man or lines. Complete coverage in Eastern Pa., Trenton, 
manufacturer's agents. Address: Box B-280, care SELLING IN COLORADO, WYOMING | WN. J., South, Delaware & Md. Care of Rox B-525, 
of Hanpware Act, 100 East 42nd Street. New | UTAH and New Mexico. Contacting Hardware | Harnware Ace, 100 East 42nd Street, New Yor! 
York 17, N. Y. and Mil} Supply Jobbers. Interested in repre- | 17, N. Y 

Es senting non-conflicting mfrs. Address: Box B ee 
EXCLUSIVE PROTECTED TERRITORIES | 510, care of Harpwarg Acer, 100 East 42ni| NEW YORK CITY SALES REPRESENTA 


























OPEN ON nationally advertised Mak-O-Washer | Street, New York 17, N. Y. TIVES WITH FOLLOWING among leadin 
to agents calling on hardware distributors. dealers chain store syndicates such as Woolworth, Kresge 
and plumbing supply nouses. Unique demonstra- FISHING TACKLE AND OTHER SPORT: | Newberry, Kress, McCrory, Murphy, J. ©. Pen 
tion sells eight out of ten on first call. Excellent | ING GOODS lines wanted for Indiana, Ken- | ney, H. |.. Greene, W. T. Grant also wholesal 
for opening new accounts and high volume re | tucky and Tennessee by well established manu- | distributors, would like to hear from reli 

peat business. Address Box A-870, care of | facturers representative. Address: Box B-470, fp mae as of Jan. 1, references can give 
Harpwarg AGz, 100 E. 42nd St., New York 17, | care of Harpwarz AG, 100 East 42nd Street, | full time. Address: Box B-531, care of Harpware 
N.Y. New York 17, N. Y. AGE. 100 East 42nd Street, New York 17, N. Y 
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n Classified Opportunities Section 

















Le | 
J J | . . 
Help Wanted Positions Wanted | Positions Wanted 
rature, 
, - - eX : ICE 4 ESA ) 
See HARDWARE SALESMEN. Large, aggre | CATALOG MAN—7 Years’ experience whole | EE SEED HO ESA oe ow 
sive, hardware wholesaler, now in process of | sale hardware—salesman, dealer, bra \ ee aad 
i > *", | employed, desires to locate in southwest, prefer 
expansion offers opportunity te men presently | sumer catalog compiling. Experienced in all ably Arizona. Available about Feb. 1. 8 years’ ex 
employed as wholesale hardware salesmen. Some | phases of preparation for offset printing. V perience in both wholesale and retail hardware 
established territories available. All top lines of | type and DSJ operator. Famili: ield W a : waif he near se al : nd ‘aie & 
jt hardware, hand tools, power tools, garden supplies, | 3 years college. Would experiet c pe Ai y PS nn ' Sox B.497 7" re of Hanvw ARB 
days etc. Draw vs. comm., plus expense allowance. | relocating. Address: Box B-509, care of Harp AGE, 100 East 42nd Street, New York 17, N. Y 


Car necessary. Address: Box B-389, care of | w ARE AGE, 100 East 42nd Street, New York 17, 
ee Acez, 100 East 42nd Street, New York | N. 


17, N. 


yar apertritegt rR Business Opportunities 


SALES PROMOTION MANAGER MAJOR 


















































































































ed MFG. or Distributor. 1. Do you believe live , . ral 
— SALES MANAGER product demonstration to be the best method of ae ay po oe poe ge gro Pn 
selling your product? 2. Are you interested in a ; ‘ ¥ pe sagem gr Whe gg 
ed now unknown to the trade, exclusive plan, that _—— — ——— al reget ik hoa er —_ | 
WANTED tare adult attendance at" group demanaatons | uale Tmt Gung oto minty, Addrems: Bog 
P held in store or other site? 3. Are you interested as oe Vaal 17. N Y. = - ” 
BY NATIONALLY KNOWN POWER TOOL in having one or more dealers in each town or tvect, New vor Bi i 
RS MANUFACTURER WITH PRODUCTS DISTRIB. ~ demonstrating your products before adult 
J yups weekly? I will guarantee to put plan into 
ive UTED THRU HARDWARE WHOLESALERS, | | <ifect successfully or will not accept pay tor my || Two (2) floors 5000 feet each 250 
h 22, Pa. CHAINS, DEPT. ST ! services. My secret plan is to put over because 
wap pen gy Rm Bil gual A pe Bn ary lb. foot floor load auto elevator gas 
etroit He must have good live national standing Mfg. Distributor or Dealer. Ion’t give yourself a heat sprinkler storage use only 
among Hardware Wholesalers and make per- adache trying to figure out the without cost part 3900.00 h fl BMS C 146 
will ¢ sonal contacts with them—also supervise sales of alan for this is what I have to sell with my $ .00 eac oor oO. ' 
arry Font p I ; 
force, initiate sales promotions. We prefer a services. Write when and where we may meet W. 90th St. N. Y. 24, N. 7. Susque- i 
references. man 35 to 45. A real opportunity for a crea- to talk it over, Address: Box B534, care of h 7-2340 
eandiaiaiaaisl tive, hard-hitting, competitive sales executive Harpwarg Ace, 100 East 42nd Street, New York BRnG 7= 
— Send complete resume, photograph. . ft, x. Ze : 
j Address Box B-532, eare of HARDWARE AGE a ie ng aE Se Jona FOR SALE: : Well established hardware & Im 
100 East 42nd St., New York 17, N. Y. SALESMAN 27 years of age, married, good | plement business in Northwest Nebraska. Han 
years In appearance with average intelligence. 5 years’ | dling all major lines, General Electric, Whirlpool, 
, shipping sales experience, 2 years in hardware fieid, for | International Harvester machines and also New F 
». Please reputable manufacturer selling to jobbers, whole- | Idea and Farmhand, and motor trucks. Doing 
salers and retailers throughout 7 eastern states. | around $350,000 annually, Reason for selling, t 
.\N Desires permanent position with Hardware Manu- | other business interests. Good location and goo: t 
Y facturer. Address: Box B-533, care of Harpware | building 50 x 100 with warehouse and lots, Can 
lis, Calif. Ace, 100 East 42nd Street, New York 17, N. Y. | be leased or bought. Address: Box B-506, care § 
of Harpware AGE, 100 East 42nd Street, New . 
York 17, N. Y. 
pri gad, SITUATION. WANTED — BUYER. MANY rerecaseeeeacaraes 
s hardware The Robeson Cutlery Co., Inc. is expand- YEARS experience buying housewares, cut- | _ HARDWARE, HOUSEW +“; — 4 y 
_ and Ten A tte Sal D dh ery, toys, vacuum goods, wheel goods, and other GIFT STORE. Best location Long sland } : 
following sie ee ies Department an as a few sindred items for wholesale hardware and major | New shopping center with 600 car parking. 20, 
luner and openings for qualified cutlery salesmen nail order company. College education, married | 000 families agg Roar new a now 
aa . . °° ind will move. Address: Box B-419, care of | going on, Clean stock, new modern \tures 
oa New now contacting the retail trade. Minimum Tanpware AGE, 100 East 42nd Street, New York | long lease. $13,000. Must be seen to be appreci 
, guaranteed salary $10,000 against com- v a. ee ated. Address: Box B-48, care of Harpwart 
, missions. Here is a lifetime opportunity to Ace, 100 East 42nd St., New York 17, N. ¥ 
RER T0 become connected with a progressive or- _EXPERIENCED SOUTHWEST REPRE- RETAIL HARDWARE—PAINTS—IIOUSE 
ganization. Send complete details in first pi a bl a ans mn yy or nee gn ol - oo. Store gf mong occupying — re 
. * manufacturer distributing to wholesale j Tr dis- under long term lease at a reasonable rental in 
ODUCT? letter with photgraph—all replies confi- tibutors, syndicates, chains industials, hardware. | thriving town on New Jersey Shore. Gross Sales 
ey dential—to Sales Manager. eusswares, ——- industrial len, pene exeeed $150,000 annualiy—Must sacrifice because 
“9 oan ing, supplies in southwest area. ress Box of health. For information call or write George 
- ha “i Robeson Cutlery Co., Inc., Perry, New York 464, care of -_— AGz, 100 ast 42nd Street, | A. Berkowitz, 225 Broadway, New York City, 
rtising New York 17, N. WOrth 4-1050 
+ Ohio 
YTATIVE, : i ~ ~ 
IE Jobbers 
illiamsport, 
Maryland 
established ® 
ress: Box : 
East 42nd [ON a s 
— & f, | 
ED “ie it : 
1, Plumb- par ° 
8, desires ‘ 
8 that can hh ‘ 
d concern @ o, ‘ 
ains large ‘ oe HN 
* all mer ‘ 
E AGE ” i 
» Hardware dealers all over the country have discovered that it pays to keep your 
VTATIVI eyes on HarpwakeE ACE for ideas and advice that mean more money in your pocket. 
, Building Help on store management problems, merchandising ideas, market news, more new 
it ° = * ‘. 
‘additional merchandise descriptions than published by any other hardware magazine, and news 
ox B.$25, of other hardware people are just a few of the regular features of Harpware AGE i 
i Mi that have caused more dealers to invest in subscriptions to Harpware AGE than ; 
SSEnTA. to any other hardware magazine. 
g leadin 
h, Kresee 
ic. Pen 
n reliabl “y . NJ r T 
n reliable 100 E. 42 St. New York 17, N. Y. 
Hanowane The Hardware Dealers’ Magazine 
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THERE'S A 
HOLTITE FASTENER 
FOR EVERY PURPOSE 





CONTINENTAL SCREW CO., NEW BEDFORD, MASS. 








THE BEST WAY TO STOCK and SELL SPRINGS 


Gardner's 





Two-Drawer 
. 

Cabinet 
Good Springs are so easy to in coded compartments. Also in 
stock and sell this better way! one and four drawer assortments. 
Order the 2-drawer sturdy all- Boxed refills shipped quickly 
steel Gardner dealer cabinet. from stock. These are quality, pre- 
Holds 218 Extension and Com- cision-made, plated Springs. Ask 
pression Springs .. 79 sizes. . your jobber or write us today! 


1329 So. CICERO AVE. 
CHICAGO 50, ILL. 


Gardner Wire Co. 











SLIDING DOOR HARDWARE 











The full line of Coburn Sliding Door Hardware gives you 

a broad base of customer coverage... goes over big with 

home owners, farmers, builders and industrial users. 
Send for catalog and price list 


Sales and Engineering Office, 56 Sterling Street, Clinton, Mass. 


COBURN PRODUCTS 





WICKWIRE SPENCER STEEL DIVISION 
THE COLORADO FUEL AND IRON CORPORATION 














Always a favorite with architects and 
leading builders everywhere! 


> Simple, modern designs. 
The finest of basic materials used. 
Precision construction and operation. 


Long, smooth, friction-free perform- 
ance. 





> 
> 
> 
> 


Lasting, attractive, protective 


finishes. 50 Years a sales leader 


in the trade. 


STERLING 
ILLINOIS 


NATIONAL MANUFACTURING CO. 
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CHOOSE FROM 
86 BEAUTIFUL VEW/COLORS [scetivenamet 


or tinting interior or exterior oil finishes) 


——_—-__--—- ---— ——- — ————N 
86 BEAUTIFUL LAT ENAME IN DEEP THEY RE X 
f setonarive Sovons) (sii st TONES Too} |“ ALKYO" LU aurence b Company 
: ; 1124 W. CARSON ST 
THEY RE 
ODORLESS 

















PITTSBURGH 19, PA 























Check these features with the SOLD THROUGH JOBBERS EXCLUSIVELY 
thelf hardware line you're now carrying ou can handle this complete Mne of rust-proof shelf has 
tuples and specialty items by contacting your own jot 
or, drop us a card with the name of your jobber on ut 
end him our new illustrated catalog and revised price list 
REPRESENTATIVES—CHECK ON OPEN TERRITORIES 
In Canada: Dorkin Bro 10% McGill St., Montreal, Canada 


JOSEPH HALL CO. 


3420 MARKET STREET PHILA. 4, PA 


Delivery mmediate shipments made on all order 

Packoging all items are unit packaged in durable, attractive 
reinforced boxes for shelf use 

lew Pries no leader items, but consistent low prices 

Seles Aids —free display and merchandise boards. 





PEMSC0’S = 
All-Purpose 
Food serra 

COMBINATION if 


eat 
Sa. dial 


PIONEER ® * Guaranteed by ™ 
“ood Housekeeping 
Pemsco's new house Permanentiy or 45 wovenristd Y iti 








ware item keeps pas = 69¢ met 
tries fresh for days; neide 
provides an easy way ‘ PIONEER suPcR 
to carry pie om i, and 
many other food dishes Coleastita 
to parties, premics, ete , . " Soff oom 
Hand decorated Flower ’ q 
je design in spark ad —/* » nacsien, Lined 98¢ MFT 
ling colors w , 
bi, 

mETAIL 59s as if A = 

each or 


Interlock $] .39 mer vere PIONEER comsant 


Knit Lining 104 TIFFIN ROAD 
$1.49 West of the Rockies WILLARD, OHIO 


ORDER FROM YOUR JOBBE R TODAY 


PEORIA METAL SPECIALTY CO. ‘roe ictimois 


















WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 
More Sales! 

Greater Volume! Bigger Profits! 










See Your Jobber or Write For Your Nearest Distributo PHOENIX TABLE MAT CO.,1718 E. 75th Street, Chicago, 49 


DOMES o> 





NATIONALLY ADVERTISED 


RUBBER CUSHIONED REGULAR 
One set on a card One sot in a 
12 cards in a box box. 12 boxes in 
Sizes — IA", 14", a carton, Sizes— 
1/16" * o ' | Y_"" 
Best-known, quickest-selling at - “, yn te ee 





FURNITURE GLIDES 








ee Or thence 
(SHION CLipne 


REMCO Bakelite Fur- ° nam $) oo EEE 
niture Rests - 
and Caster Cups; Upholstery Nailis; 
Thumb Tacks; Screw Bumpers. 








Use these Displays for profit! 








Ask your jobber or write— 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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Wath eat Devin FP-34 


Here is a Floor Polisher to answer 
your need for a larger household floor polisher; a smaller, more 
convenient polisher for offices, stores, schools and other buildings. 


The Red Devil FP-34 has twin, counter-rotating brushes 
that scrub, wax and polish a full 16" swath! Light and easy 
to handle, the FP-34 has a 35 pound pressure on the brushes, 
enough weight to do nearly every cleaning and waxing job. 
Powerful 12 H.P. Universal (AC-DC) motor, designed espe- 
cially for this machine, drives the Tampico and Palmetto 
fibre brushes at 400 r.p.m. The polisher is smart steel gray 
with vinyl bumpers on brush and motor housings to prevent 
marring furniture. 





Here is a powerful, useful new Red Devil Floor Polisher 
in a brand new weight and work class at a most reasonable 
price, It comes equipped with scrubbing and polishing brushes, 
clip-on reversible buffing pads and 
reversible steel wool pads. 


Smaller and lighter version of the 
FP-34 — Twin 6” brushes, Universal AC-DC 


motor. Excellent for low-cost rentals 












smaller home owners 


36/7 00 


Including Tax 







Mr. Dealer! 


This floor conditioning machine will - 
do double work for you! A superior 
machine that will be a welcomed 
addition to your group of rental 
machines — and a better machine 





for large home owners and small 
business men. A perfect middle-of- 
the-road floor conditioner. 


Products of sees 


bry Devil Toots. Irvington 11, N.J., U.S.A. 


) RAZOR / idl 10 j 4 
woot ANDPAPER ML ADE ) § POINT GLASS PAINT PAINT GRADY FLOOR 


” 
HAPLR HOLDER HOLDER DRIVER PLIER ONDITIONER CONDITIONER WEDGES SANOER POLISHER 


_—~ —— =< 
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Her secret of success... your doorway 


More homemakers are choosing a modern 

BOSS Kerosene Range. And because they find it 
their secret of success in cooking and baking, 
it's“your doorway to profits” 


To help you ‘‘deliver the goods" through this doorway 
is a powerful new BOSS advertising and sales 
promotion program, including buy-appeal ads in the 
leading consumer magazines in your area. 
Eye-catching point-of-purchase material and colorful 
new direct-mail literature will ‘‘spark’’ new sales... ' 


increase your profits! 


Stock the BOSS line .. . sell the BOSS line .. . your 
customers want it. Now more complete 


than ever before! 
a Byala 
My ban A aa 
Sym yl 


Be sure of sales... positive of profits, with poss 


See your BOSS jobber or write us direct for information 


T THE HUENEFELD CO. & 





CINCINNATI 25, OHIO 


= 








ELD CO. &» 
, OHIO 


